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SEMI-FINISHED NUT | } CARRIAGE 


BOLT LAG SCREW 





fastener 
BUILD YOUR,BUSINESS ON QUALITY WITH 


‘|e COMPLETE “NATIONAL” LINE 


Your customers judge you on every single item 
you sell them, large or small. Even on bolts, 
nuts and screws, there can be a big difference 
in quality. 

Why not handle the line of the ONE manu- 
facturer in the country who blankets the field 
by producing ALL the products pictured above, 
with QUALITY second to none? 


MAIN LIBRARY 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 








Your Parcshey to 
BRUSH SATISFACTION 








@ As the years go by and painters the world over discover the long, 
satisfactory service their Wooster Brushes give, they realize that it 
really pays to get top quality. For 94 years Wooster has served the 
painting craft with brushes of distinctive character. In the years 
ahead . . . for complete brush satisfaction . . . watch Wooster — a 
name to remember. 


*Right now, delivery of Wooster Foss-Set nylon brushes to anyone other than the U. S. Navy is strictly 


forbidden. They will be ready for you as soon as military requirements are ended and civilian production 
can begin. 


WoosTER 335 BRUSHES 


THE WOOSTER BRUSH oN °° WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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STEP ONE IN 
YALE’S POSTWAR 
PROMOTION PLAN 


to help you sell 
better locks 





Some day—soon, we hope—the Yale** Moving 
Men”’ will be in a position to launch a real 
sales promotion program on Yale products 
—a program that will exceed anything we 
did in pre-war years. 





Meanwhile, as a first step toward creating 
customer preference—not only for a brand, 
but also for better, bigher-priced locks—we 
are advertising today in the SATURDAY 
EVENING POST. 

We want Mr. and Mrs. America to know 
that—on the word of the lock expert—it is 
smart to pay more for better locks . . . and 
that the locks marked YALE offer more pro- 
tection for the money. The result will be 
more profit per sale for you. 


YALE PUTS 3 BIG SALES MOVERS 
INTO YOUR BUSINESS 


APoper: <n 
Closer, aie a Ladner 





THE NAME YALE HELPS MAKE THE SALE 


“~YALE- 
Another two-color Yale & Towne 
Ge SATURDAY EVENING POST adver- 


tisement — July 14 issue. 
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THE YALE & TOWNE MANUFACTURING co. 


Hardware Age, published every other Thursday by Chilton Co. (Inc.). Entered as second-class matter March 24, 1933, at the Post Office at Philadelphia under the Act of 
March 3, 1879 ( Printed in U. 8S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 156, No. 1. 
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Carlton 
Features 


9. True-Grip bakelite 
handles. Formed to fit the 
hand. The replaceable 
bakelite unit has patented 
one-screw easy attach- 
ment. All dealers will 
have replacement handles. 
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Carrociton Mec. Co. 


CARRGILION, OFTO 
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ONLY THE CORY OFFERS ALL THESE FEATURES 


Distinctive, wae = - Hinged plastic 
hand-decorated 4 we . 2 decanter cover and 
ee er easy-grip handle. 


7 REASONS WHY 


CORY 


MEANS GREATER 
PROFITS! 


Cash in now by dis- 
playing and selling the 
Cory —the glass cof- 
fee brewer that offers 
your customers the 
most features ... the 
best features! No 
wonder the call is for 
Cory in °45! 


CORY GLASS COFFEE BREWER CO. 
221 NORTH LA SALLE STREET 
CHICAGO 1, ILLINOIS 


Accurate plastic 
measuring cup. 


als 
6 By demand. for Cory Gla Fic Kode l 
*The patented Cory glass filter rod is a great sales and profit item all by itself. Fits any standard glass 


coffee maker. Millions in daily use. Makes better coffee easier. Comes packed with 
smart counter display that makes sales for you. 
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EQUIPMENT 
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SOPYRIGHT 1945, H. D0. HUDSON MFG, CO, 


6 


Sure, people have the fattest roll of cash in history saved up in 
war bonds and bank deposits. And the total will be larger by the 
war's end. But this doesn’t mean that buyers will flood stores in 
a spending splurge when dealers again have full stocks. 


Buyers may be cautious—may choose “to wait a while” to 
trade their dollars for things—at least until they are convinced 
that the goods offered represent best values tor their money. 


_ The dealer’s job is to carry those lines that will overcome the 
tendency to delay spending—to carry lines like HUDSON Poul- 
try Equipment. For HUDSON is equipment he can confidently 
recommend to the most value-conscious prospect—equipment 
that will equal and surpass even HUDSON’s famous pre-war 
quality. 

When will war-time savings be spent? The answer is largely 
up to you—but largely solved if you line up with HUDSON 
now—and get a head start in the big post war race for sales and 
profits. ° 


H.D. HUDSON MANUFACTURING COMPANY 
589 E. Illinois St., Chicago 11, Ill. Branches in Principal Cities in U. S. 


HUDSON 


@ SPRAYERS AND DUSTERS 
@ HAY TOOLS AND BARN EQUIPMENT 
@ LIVESTOCK EQUIPMENT 
@ FARM VENTILATION EQUIPMENT 
@ POULTRY EQUIPMENT 








Buy More Bonds and KEEP Them... Increase Your Stake in America’s Future 


HARDWARE AGE 
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Ta-pat-co 


WITH THE RED RUST-PROOFED HOOKS. STAYS PUT 


a's Future 


AGE JULY 5, 1945 


Sell Two Out of Three! 


On more than two-thirds of the 
6,000,000 farms in the United 
States, horses and mules furnish 
the chief source of farm power. 
Every farmer who works horses 
and mules is a user or a pros- 
ig user of Ta-pat-co Collar 
ads. 


Advertising in the nation’s larg- 
est farm papers is urging farmers 
to give their horses and mules 
“Double protection for better 
work.” You can help your farmer 
friends and yourself by featur- 
ing Ta-pat-co Collar Pads in 
your store. Sold by your jobber. 


THE AMERICAN PAD & TEXTILE COMPANY e GREENFIELD, OHIO 






















i rw METHODS, MATERIALS, 


MARKETS, MERCHANDISING AND PROFITS! 


& 
Sentinel... | 
| RADIO , 


For Studio Tone in Your Home 





On Tomorrow’s Buying Fronts Sentinel will 
again be first with a complete new line of home 
radios—better radios—radios built with war- 
learned precision, with war-perfected methods 





and materials! 


a 
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A tremendous, pent-up demand already exists. 
Sentinel is keeping it alive with powerful, con- 
sumer advertising, even though Sentinel is 
still engaged 100 per cent in war production. 

But when the Go Ahead! signal is flashed— 
Sentinel will be ready—-ready with new models, 





new merchandising, new dealer helps! - 
Get set NOW for post-war profits—with 
Sentinel! 








RADIO CORPORATION 


Sentinel ee Lorton 
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TURRETS 
WERE ELECTRIC 
TABLE RANGES 


Turret for TBM-2 Avenger Torpedo Bomber 


Samson Variable Control Electric Table Range 





Samson United Could Supply 
More Than 125,000 a Month 


Of all the war items we are producing, the most 
elaborate, most complicated, and most exacting 
is the power Turret for the Avenger Torpedo 
Bomber. For three years we have been building it 
to the rigid specifications laid down by the United 
States Navy ... and despite manpower and ma- 
terial shortages, we have met or surpassed 
monthly quotas of increasing volume. 

If the facilities now devoted to this one war item 
alone were made available for peacetime manu- 
facture, we could, if necessary, produce 125,000 
Samson Electric Table Ranges every month! 

Unlike ordinary electric table ranges, the new 


Samson has variable control that provides gradu- — 


ated heat, yet automatically maintains the tem- 
perature selected. Thus it achieves the flexibility 
of a gas range. 

We are eagerly awaiting the day when we can 


again apply our mass-precisioh skilland resources, 
amplified by wartime progress, to the volume 
production of Samson Variable Control Ranges 
and many other quality electrical appliances. 


SAMSON UNITED CORPORATION, ROCHESTER 10, N. Y. 
Samson United of Canada, Limited, Toronto 










Counter Displays 
Now Packed in 
Cartons of 25¢ 


Casco and Cascamite @ ices nec 
~ OR 

3 OLPEWOABLE 
CASCAITITE 4 immaeyere 
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RETAILERS: 


For quick action, write us 
direct at once for a free 
set of these timely displays. 


CASEIN COMPANY OF AMERICA - 350 Madison Avenue, New York 17, N. Y. 


DIVISION OF THE BORDEN COMPANY 


HARDWARE AGE 





THROUGH LEADING JOBE 
IN PRINCIPAL CITIES! 


@ The fine performance of Leading Jobbers in building an efficient and economical 
national distribution of merchandise and equipment in years gone by is a matter of 
record...Their accomplishments in allocating critical consumer goods during severe 


shortages, and extending available supplies in the fairest possible manner is a com- 


pliment within itself. . .Greater and more exacting demands than ever will be placed 


on these Jobbers postwar, and experience tells us that every requirement will be 
fulfilled. ..Three good reasons why Electric Sprayit Company is glad that the finest 


products we have ever made will reach national distribution through these sources. 
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Not actually, of course—for even fine 
WITT Cans have not yet attained the 
estate of heirlooms. Still, we can't feel the | 
above idea is entirely fantastic. Many a proud 

owner does regard his long-wearing, good-looking 
WITT Can as a treasured possession. And not without 
reason. ... 
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The WITT Can—backed by more than 50 years of spe- 
cialized experience—is and always has been the finest 
quality heavy corrugated Can possible to produce. 
Covered with a super-thick coating of rust-preventing 
zinc ... rolled with deep, rugged corrugations . . . armored 
with heavy steel shock-absorbing bands . . . fitted with 
a@ sturdy, shape-retaining lid . . . a WITT will out- 
wear a Can of the ordinary kind 3 fo 5 times. 

















@ Heavy military requirements 
continue to absorb the bulk of Witt 
production. But we're looking for- 
ward to the day— perhaps not very 
distant—when all our customers’ 
orders can again be filled promptly 
and completely. 





WITT Cans build satisfied customers... 
satisfied customers build your business. 
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STRONGER, LIGHTER, MORE DURABLE 
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“"“WATERHOUSE’”’ Dryers 


Mean More Sales... 


NOW! 


Gilvanized steel post and steel ground socket, plus new patented 


; 
aluminum formula castings and brace arms, make this 30-year- 
old favorite the finest revolving clothes dryer you can buy or 
sell! Its new postwar improvements ... backed up by its estab- 
lished reputation ... make the “WATERHOUSE” Dryer today’s 
best-seller! 
at ; SELLS because it’s a space-saver! Up and down in a jiffy! No 
unsightly clothesline. No lawn hazards. Keeps the accent 


on backyard glamour! 


SELLS because it’s so Jight and easy for the housewife to handle! 
Opens automatically! 





SELLS because it’s counterbalanced . . . an exclusive feature! 
Revolves freely at the slightest breeze. Laundry dries in 
double-quick time. 





JOBBERS! 


Our postwar plans call for opening 
new territories jn various sections of 


the United States. Interested jobbers eo» . ‘ ee 
ces eins tills tee details Yous SELLS because it's based on proved engineering principles. For 


dealers will be asking! -more than 30 years the best-built dryer on the market! 





“The line for youl” 
AVAILABLE IN THREE SIZES: 

enone #1 — 100 ft. of line #2 — 125 ft. of line #3 — 160 ft. of line 
of Wie For prices and full details contact your nearest jobber. 
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BUTTS MANUFACTURING CO. 
3319 EAST PICO BLVD. 
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PPAINTBRUSH BRISTLES 
OF DU PONT NYLON 


outwear natural bristles by more than 3 tol... 
are more resilient... safe with every type of paint 


hs aa 
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ADVANTAGES: Nylon paintbrush bristles were introduced at just 

the time they were most needed—when war had cut off the 

supply of hog bristles. Nylon bristles have conclusively demon- 

strated that they possess a combination of advantages unobtainable 

in any other type of bristle, either hog or synthetic. They are not 

harmed by any kind of paint, lacquer or varnish. They are more 

resilient than natural bristles and in addition they last more than 

three times as long. Being man-made, their diameter, length and 

P taper are always “‘as specified ,’”” which makes possible the laying on 

i cites camemtek attaeeien talib ed of a smoother, more uniform paixt surface and provides better 
concrete, is about ready to be discarded. balance and feel in the paintbrush. Over two million nylon-bristled 
paintbrushes have been taken by Uncle Sam thus far to do the 

toughest painting job there is—painting ships of the U. S. Navy. 


HSA AR ee SEAR A 


DEALERS: While all nylon bristles are allocated today for Navy use 
...now is the time to plan to make your store the headquarters for 
these finer brushes after the war. Consult your paintbrush manu- 
facturer. And write us for free booklet. Address: E. I. du Pont de 
Nemours & Co. (Inc.), Plastics Dept., Arlington, N. J. 


FOR PLASTICS.. CONSULT DU PONT 


THE NEW WAY: NYLON-BRISTLED BRUSH, used on BUY AND HOLD WAR BONDS 
an equal area of the same type of surface, shows 
little wear. In another test of abrasion resistance 
simulating natural painting strokes, a nylon-bristled 
paintbrush, after one million strokes approximating 
840,000 aq. ft. of coverage, wore only ‘s of an inch. 
Nylon bristles are produced by the Du Pont 
Company. Nylon-bristled brushes are made by 
In-ading paintbrush manufacturers. 
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BETTER THINGS FOR BETTER LIVING > 
. THROUGH CHEMISTRY 
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What kind of pigment is carried 
in the aluminum paint YOU sell? 








Month after month buyers of aluminum paint Or an unknown pigment of questionable 
are seeing that blue arrow in Alcoa adver- quality? , 
tisements. Seeing its message about the im- Ask your supplier to assure you that you 
portance of pigment purity. are getting Alcoa Albron pigment in your 
Time for you to find out what kind of aluminum paint. You can sell it with greater 
pigment you are offering in your aluminum confidence of good results. 
paint. A well-known, widely advertised pig- Avuminum Company oF America, 1984 


ment of high purity... Alcoa Albron? Gulf Building, Pittsburgh 19, Pennsylvania. 


Meqey:' ALBRON PASTE 
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nge advertisements appear 

nm national magazines to 

rket on Universal’s new 
Eblished quality. 


* * 


Ag is building the value of the Universal 
community. It is one of many important 
ling “Help the Dealer” program which 
pu the widely acclaimed “U” Plan for 
@ring Store Planning service. For the 
i@ new Universal, ask your nearest 
Sentation of the “Forward March 


> UNIVERSAL © 


LANDERS, FRARY & CLARK + NEW BRITAIN, CONN. 
Universal Electrical Appliances distributed in Canade exclusively by Northern Electric Company, Ltd. 
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Built to Live 


A hamper must be built to live with 
bathreom steam. Otherwise, the paint 
finish may flake, scale or soften. 
Pearl-Wick Hampers are made to 
resist steam ... and all conditions they 
may meet! The paints and lacquers 
used pass steam tests more difficult 


with Steam! 


than any conditions they will find in 
actual bathroom use. 

This special steam-proof finish is 
one of the many differences in Pearl- 
Wick construction— that make a 
Pearl-Wick Hamper the best your 
customer’s money can buy! 


PEARL-WICK 
peo 


Self-Ventilating 


PEARL-~WICK CORP., LONG ISLAND CITY 2, om &. 





Sr 5A AOE 





5 tRNA NRERES A 
JULY 5, 1945 





— 


Shy 


eS A 


His 


| 
j 


ak 


, Get set for Teleck 


As soon as vital war production schedules are eased, many more 
Telechron electric clocks in a variety of models will start moving off 
the production lines—and across your counters. Plan now 
to profit by the demand for Telechron clocks that is being built 

up today by advertising which reaches a circulation of 21,067,9 
through the country's leading magazines . . . 


THE SATURDAY EVENING POST _—-COLLIER’S 
LIFE AMERICAN MAGAZINE 
LADIES’ HOME JOURNAL AMERICAN WEEKLY 








Telechiuon ELECTRIC CLOCKS 


REG. U.S. PAT. OFF. 


WARREN TELECHRON COMPANY ASHLAND, MASSACHUSETTS 
18 HARDWARE AGE 





"PERFECTION !1S A MATTER OF TRIFLES, BUT PERFECTION {S NO TRIFLE" 
1 ... Michelangelo 


These women helped 
put the stars in our “E’ flag 
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orton has been awarded: Th 
Yes—we’re mighty proud of our factory personnel here at Hor- Army Navy with our stares 
. * the rm r roe u: at- 
ton. For it’s the character of these folks—the way they have \I ing with full responsibility for de- 
. e ‘ tailed inspection of production; 
improved manufacturing technique under the stress of large the National Security Certificate. 
scale wartime production to bring honor after honor to us— : 
that has given us in the “front office” a new vision of finer 
post-war production. After the war is won these same alert 
brains and skilled hands will assure you Horton washers and 


ironers in both quality and quantity. 


For information on Horton’s post-war dealer plans, write. . . 


FORT WAYNE, INDIANA 
MAKERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 73 YEARS 
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, Covert Mfg. Co. | ° 
SNAPS + BUCKLES + RINGS « BITS ¥% wS ~=—s- Troy, N.Y. t 
LOOPS « HOOKS «ROPE GOODS SINCE 1872 ton 
Another Exclusive “Ames” Improvement = 
FEATURES: ~ 
1—Smooth Socket..no sharp or rough edges. the 
2—Less chance of handle breakage. 
3—Easy to rehandle. 
4—Handle securely fastened to shovel by a 
rivet at frog. 
- 5—Lower end of handle covered with metal 
cap which protects handle. 
y “AMES” PRODUCTS 
AMES SHOVELS ... SPADES a 
Lines SCOOPS... FORKS pe 
1774 HOES... RAKES 


POST HOLE DIGGERS 
AGRICULTURAL HANDLES 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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Cleveland Chain merchandise has 
been a steady, profitable seller 
in hardware stores for genera- 

















edges. 
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metal 


DUCTS 
PADES 
RKS 
CES 
GERS 
ANDLES 


co. 






tions. Its fine uniform quality 
has net changed. You can 
rely on it to sell again and 
to give customers satisfac- 
tion. 











REPAIR LINKS 
For joining chain tem- 
porarily. May be 
closed cold or welded. 





© During the wa 







Regularly furnished emergency Cleve- 
bright. Packed in car- land in Display 
tons. Stands have not 







been available. 
When WPB re- 
strictions are re- 
vised they will be 
at your service 
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COLD SHUTS 
Plain 
Stand cold shu 
ae aaah peed = CHAIN 
pairs, also for attaching hooks, DISPLAY 
rings, etc. Order one size larger STANDS 






than chain. Natural finish. 


GU 


SLIP & GRAB HOOKS 


Drop-forged from steel; regularly sup- 
plied self-colored; also available in 
polished finish when desired. 












Reel Salesman 
Holds 4 full 
reels of equi- 
valent in '/2 or 
1/3 reels. 

Sales Master 

Deluxe 
Merchandiser 



















Available through leading Hardware Jobbers 















Acscoiates—THE petworrony CHAIN & MFG. CO., BRIDGEPORT, CONN. ROUND CALIFORNIA CHAIN CORP., LTD, $0. SAN Site OAL CALIF. 
SEATTLE CHAIN & MFG. CO., SEATTLE, WASH. ROUND CALIFORNIA CHAIN CORP., LTD., LOS ANGELES, CALIF. 
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ss T was a lovely spring afternoon and Bessie, 
always a free soul, longed to get away. 
After all, grass is grass, and it does get tire- 
some. So Bessie longed and tugged until, little 
by little, one small link of her tie-out chain 
weakened, separated — and Bessie was free! 
Without further ado she headed straight for 
heaven—Mr. Whirtle’s cabbage patch. 


O happy cow! By the time Mr. Whirtle saw 
her soulfully munching his crop of Vitamin 


HOLY COW ! swes Heaven STRAIGHT FoR HEAVEN ! 


B, Bessie had plundered her heavenly pasture. 
What she hadn’t devoured she had pretty 
thoroughly destroyed. Mr. Whirtle was not 
happy. He was downright mad, so mad he 
let go with both barrels—and Bessie was beef! 


P. S. Nowadays, Lucy, the new queen of the 
pasture, ambles around contentedly. She 
knows that banquets are out—she’s at the other 
end of a Hodell Tie-Out Chain—and she 
suspects, rightly, that it will hold forever. 





Hodell is, of course, still manufacturing chain for war 
demands. However, you will be wise to make your pians 
now to sell the 157 varieties of Hodell chain—weldless 
or welded, with or without attachments. There is a Hodell 
chain for every need—with dependability in every link. 


JACK + SASH + SAFETY - LADDER + PUMP - LIBERTY MACHINE 
PROOF COIL - STEEL LOADING + LIBERTY COIL « PASSING LINE 
BULLDOG - SAMSON + FLAT LINK + REGISTER - DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, OHIO 
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with an eye on the world of tomorrow 





NASHVILLE 3, TENNESSEE 











Regretfully, we must announce that 

no more orders for Maestro assort- 

ments can be accepted at the present 

time for 1945 delivery. You may 

}j_ be sure that we will let you know 
“<-.ieisey] promptly just as soon as circum- 
stances permit us to increase our 


me Aen Ag) production. 
Vi “pf 
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The lady has a point. Housewives hold the family purse 





























strings, and when they buy, “beauty” as well as usefulness 


influences their decision. With this in mind, the Johnson ae a 
laboratories have created WAX-O-NAMEL —a patented ccmmeeas 7 
finish that successfully combines high-quality enamel with 5, 
wax to give unprecedented beauty. | [ | 


There’s sales magic for 4 cee! 
your products in the extra beauty 


of aWAX-0-NAMEL finish! 


Only finish of its kind, WAX-O-NAMEL adds a lustrous 
beauty that can be the deciding factor in a sale. WAX-O- 
NAMEL gives extra protection, too . . . against “shopwear” 
and handling. Merchandise finished with WAX-O-NAMEL 
keeps that “showroom” look longer. In your customer's 





home, too, it will resist dirt, clean easier. 

This fall, WAX-O-NAMEL will be merchandised to 
consumers in Johnson’s Wax national advertising. Adver- 
tisements will carry a special message telling readers to 
“Watch for WAX-O-NAMEL!”, the patented, wax-im- 
pregnated enamel that will soon be available on the home 
equipment they buy. 

WAX-O-NAMEL labels and tags will help sell 
Teamed with an accepted brand name, WAX-O-NAMEL 
labels and tags can add sales impetus—make the product 
more appealing to your customers, because they 
have confidence in the Johnson name. A success- 
ful prewar finish, WAX-O-NAMEL is easily 
applied to any surface suitable for ordinary 
enamel. Though not available at present, ow” 














4. 












now is the time to get the complete 
WAX-O-NAMEL story. Fill out and mail the coupon today! 









S.C. JOHNSON & SON, Inc., Dept. HA 
Product Finishes Department, Racine, W is 
Gentlemen 

If WAX-O-NAMEL can help me, I'm int 
"What's Aheu 











lin Product Finishes” brochure 











Name 
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Company Name 
Product_— 
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reported company age and reputation 
most important buying factor! 


A number of commercial tape agents were recently asked to list 
the most important factors in the purchase of friction and rubber j 
tape. Almost unanimously they reported the above results. 


On both these points, PANTHER and DRAGON 
Friction and Rubber Tapes stand high 


They are made by a company in the electrical insulation business 
> 1878. 


hey are compounded and produced by the same research 
ts and skilled workers that make world-famous Okonite and 
Haz wire and cable products. 


PA R and DRAGON Friction Tapes adhere firmly and have 


















high a@@mive characteristics. PANTHER and DRAGON Rubber 
Tapes f adily and securely and have high elongation and excel- 
lent elect qualities. All tapes pass ASTM and Federal Emer- 









gency Spe@iRations. 
For completé 


nearest recog 












ormation on these tapes — or for the address of your 
i distributor — write today. 


PANTHER & DRAGON 
friction and rubber TAPES 


Sold Through Recognized Independent Wholesalers 


1 HAZARD 
INSULATED WIRE WORKS 
OT MArIicls Moh Mme Ail-m@) aolalhi-m Ge 


. 
Pennsy 
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Apex oils and greases must be good! We back every one of our 
products with a money-back guarantee—thet’s how sure we are 
that your customers will be fully satisfied with Apex quality. 

There’s a reason why Apex is the largest supplier of oils and 
greases to independent implement and hardware dealers in 
America. Apex products are packed in containers the public 
likes—all the way from one quart cans to 55-gallon drums. 
Aggressive sales promotions help dealers make the first sale. 

Reliable jobbers located throughout the United States, Cana- 
da and Mexico make Apex oils and greases easy to get, safe to 
handle. Ask your jobber about Apex, or write direct to us. 


APEX OIL PRODUCTS CO. 


100-200 17th Avenue North Mianeapolis, Mint 
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CORRUGATING COMPANY 
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the PLUS Combination | 
that Adds to the 
roofing business you want in 1945 





Wheeling IS the greatest name 

in roofing, fence and metal- 
+ ware.. Its 55-year-old record for 

quality is PLUS value for You. 


WHEELING CORRUGATING COMPANY 
WHEELING, WEST VIRGINIA 


NEW YORK «+ PHILADELPHIA + CHICAGO + ST. LOUIS + RICHMOND ¢ ATLANTA 
KANSAS CITY +¢ MINNEAPOLIS. ¢ BUFFALO «+ LOUISVILLE ¢ DETROIT 
BOSTON + NEW ORLEANS + CLEVELAND «+ PITTSBURGH + HOUSTON 
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E POSTWAR DEMAND for Delco Water Systems will be tremendous. 
Your share in the profits will be as big as you make it. Let Delco 
Appliance help you lay your plans now and you will have a groundwork 
for good business for years ahead. 
Only Delco Appliance gives you all these advantages: 


1. COMPLETE LINE of Water Systems for farms, homes, and small 
commercial installations. 


2. FRIENDLY FACTORY COOPERATION on Sales and Service. 
3. POWERFUL NATIONAL ADVERTISING and Sales Helps. 


4. MILLIONS OF PREFERRED PROSPECTS —satisfied users of other 
General Motors products—because Delco Water Systems are built 
and backed by General Motors. 


A Deco APPLIANCE FRANCHISE may still be available in your community. 
. Write for full details of our Dealer Plan. 


MAIL THIS COUPON 
FOR COMPLETE PLAN 


Delco Shallow Well 





‘Water System, Model 

AAT-42. Pumps 350 DELCO APPLIANCE DIVISION, Dept. HA'75 
General Motors Corporation 

-gallons per hour. Now Rochester 1, New York 


I am interested in your Plan for Dealers. 
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Designed for perfect harmony with postwar 
needs and homes, this new Mascot model is 
the world’s first coal and wood rangette! Its 
insulation will keep your kitchen cool . . . 
And its smooth, attractive lines will fit into 
the picture of tomorrow’s well-appointed 
homes . . . More important still, this number 
is HEAT-ENGINEERED. That means it’s 
constructed to get the maximum heat from 
every pound of fuel and to give years and 
years of successful cooking. And note these 
other features: This stove can be used as 
a kitchen heater, a water heater, or an in- 
cinerator. Patent has been applied for. This 
model will not be ready until after Victory, 
but ask us about our available models. 


Mascot’s new magazine type water heater will give you plenty of hot 
water for every purpose with less work and fuel. This model is 
HEAT-ENGINEERED to make the most of every pound of coal, 
so it operates for a full twenty-four hours on one filling. . . . 
Remove the jacket and install a lining of fire-brick and you have 
an efficient room heater. Patent is applied for. This model also 
will not be ready until after Victory; write about available models. 


BUY MORE BONDS Ya Pprapvaauadl BUY MORE BONDS 
MORE OFTEN J (We Ag MORE OFTEN 


Sroves HEATERS 
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@Shirley offers the products that will complete 
your line of floor merchandise for Mrs. Housewife’s 
modern kitchen. 

Here you have a simple, yet fully comprehensive 
line of standardized units . . . pressed-steel sink and 
cabinet combinations . . . steel base and wall stor- 
age cabinets to match. 

With these units every housewife can modernize 
her present kitchen. And when she plans to re- 
equip her kitchen completely —these Shirley units 
will lend themselves to her purposes perfectly. 

But that’s not all. This fine line of sure-selling 


STEEL KITCHEN CABINETS 
PORCELAIN STEEL SINKS 





merchandise is supplemented by the Shirley “‘Add- 
a-Unit” merchandising plan. “‘Add-a-Unit” means 
that each unit sale encourages another and another 
. . - Every sale thus has a future. 

The Shirley line meets all the needs of the lady 
who wants a whole kitchen all at once. And it fits 
the purse of the family with a “build-as-we-can” 
budget. 

Write for the name of your nearest distributor. 
He will give you full details. 


SHIRLEY CORPORATION - Indianapolis 2, Indiana 





e 
SHIRLEY 7440-Uoed/ KITCHENS 
 ——, 
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Pen Now 


TO CLEAN UP ON YOUR 
HOUSECLEANING SALES! 


Display the whole Tavern Line 
Spotlight these famous Tavern Cleaners 


There’s profit in the whole Tavern Line! And 
special seasonal profit in the 5 famous 
cleaners which are part of that line. Before 
cleaning time comes ’round, plan to promote 
them. Tell customers how Tavern Paint 
Cleaner whisks grease and smudges off 
porcelain, tile, woodwork and walls. Play up 
the safety of Tavern Rug Cleaner for rugs, 
draperies, upholstery. Explain how Tavern 
Dry Cleaner leaves no rings, no odor—is safe ~ — 
for delicate fabrics. Point out that Tavern ¥ TAVERN 
Furniture Gloss leaves no oily surface to eae” : { | paint 5 
attract or hold dust. Remind them that Tavern ree Bae jileanerg 
Window Cleaner won’t streak, won’t chap hands. 
And that Tavern Lustre Cloth is specially treated 
to polish as it dusts. 
Every one of these products is made by Socony-Vacuum’s laboratories, advertised 
regularly in Ladies’ Home Journal, Life Magazine, Woman’s Home Companion, American Home, 
Good Housekeeping. Women already know and want Tavern! Order today from your nearest Socony- 
Vacuum Office, or from 26 Broadway, New York 4, N.Y. In the To 
Southwest order from Magnolia Petroleum Company, and on the 
West Coast from General Petroleum Corporation of California. 


EVERY TAVERN HOME PRODUCT CARRIES THE SIGN THE NATION KNOWS 











TAVERN HOME PRODUCTS 


Tavern Liquid Wax - Tavern Paste Wax « Tavern Non-Rub Floor Wax 
Tavern Window Cleaner - Tavern Candles - Tavern Electric Motor Oil 
Tavern Lustre Cloth - Tavern Parowax or Paraseal Wax - Tavern Rug Cleaner 
Tavern Furniture Gloss + Tavern Paint Cleaner - Tavern Leather Preserver 
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RIGHT 
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SLIPIT 


REG. U.S. PAT. OFF. 
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ORDER PAD 
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Fen Now 


TO CLEAN UP ON YOUR 
HOUSECLEANING SALES! 


Display the whole Tavern Line 
Spotlight these famous Tavern Cleaners 


There’s profit in the whole Tavern Line! And 
special seasonal profit in the 5 famous 
cleaners which are part of that line. Before 
cleaning time comes ’round, plan to promote 
them. Tell customers how Tavern Paint 
Cleaner whisks grease and smudges off 
porcelain, tile, woodwork and walls. Play up 
the safety of Tavern Rug Cleaner for rugs, 
draperies, upholstery. Explain how Tavern 
Dry Cleaner leaves no rings, no odor—is safe mee 
for delicate fabrics. Point out that Tavern 3 i . | TAVERN 
Furniture Gloss leaves no oily surface to : eae” : § | Paint 5 
attract or hold dust. Remind them that Tavern a ‘408 3 Gleanery ¢ 
Window Cleaner won’t streak, won’t chap hands. 7 4 
And that Tavern Lustre Cloth is specially treated 


to polish as it dusts. 
Every one of these products is made by Socony-Vacuum’s laboratories, advertised 
regularly in Ladies’ Home Journal, Life Magazine, Woman’s Home Companion, American Home, 
Good Housekeeping. Women already know and want Tavern! Order today from your nearest Socony- 
Vacuum Office, or from 26 Broadway, New York 4, N.Y. In the .apee, 
Southwest order from Magnolia Petroleum Company, and on the (%,S9qs8 ; 
West Coast from General Petroleum Corporation of California. 


[| EVERY TAVERN HOME PRODUCT CARRIES THE SIGN THE NATION KNOWS 


TAVERN HOME PRODUCTS 


Tavern Liquid Wax - Tavern Paste Wax « Tavern Non-Rub Floor Wax 
Tavern Window Cleaner - Tavern Candles - Tavern Electric Motor Oil 
Tavern Lustre Cloth - Tavern Parowax or Paraseal Wax - Tavern Rug Cleaner 
Tavern Furniture Gloss » Tavern Paint Cleaner - Tavern Leather Preserver 





¥ 











HARDWARE AGE 
















RIGHT 
NOW 
WRITE 


SLIPIT 


REG. U.S. PAT. OFF 


: ON YOUR 
ORDER PAD 











ARTING THE MONTH OF JUNE 





\ Paes \ [Rt 
te Homes are HN BE] itis we MA i 
ra rena American _- : 


Ma ching wth gee 












GET THE BACKING OF THE 


COFFEE INDUSTRY 
FOR YOUR 
COFFEE MAKER 


 - IS A REAL OPPORTUNITY for manufacturers of 
home coffee brewing devices to get the cooperation of 
the coffee industry behind them! 

The National Coffee Association, in conjunction with 
its campaign to promote greater coffee enjoyment and 
consumption, is sponsoring this Seal of Recommenda- 
tion. 

It will be awarded only to manufacturers of brewing 
devices for the home which prove, by accurate and 
impartial tests, that the coffee brewed according to the 
manufacturer’s instructions meets the standards set up 
by the Association’s brewing committee. ‘ 


ein 


Today! 


This Seal will be extensively promoted by the Pan- 
American Coffee Bureau, through magazine, newspaper 
and radio advertising, as the consumer’s guide to greater 
coffee enjoyment and satisfaction. It will be established 
as the one unquestionable assurance of a product de- 
signed to brew good coffee. Only those coffee makers 
displaying this Seal will enjoy the approval and recom- 
mendation of authorities in the coffee industry. 


Ensure the backing of the coffee trade for your prod- 
ucts. Take full advantage of this sure-fire way to increase 
your sales and profits. Write today for complete infor- 
mation and application forms. 


IMPORTANT FACTS TO REMEMBER 


L Seal will be extensively promoted. 


Seal may be displayed on brewing device and 
used in all advertising and promotional 
material. 


3 Brewing devices will be judged by tests that are 
* scientifically accurate and impartial. 


There will be no unfavorable publicity of devices 
which fail to meet specifications. Names of ap- 
plicants will be ‘strictiy confidential. 


§, Devices failing to pass initial tests may be re- 
checked at no additional charge. 


6 National Coffee Association experts will be 
* available for valuable advice and consultation. 


The Friendly Drink ...from Good Neighbors 


PAN-AMERICAN COFFEE BUREAU 
120 Wall Street, New York 5, N. Y. 


BRAZIL COLOMBIA COSTA RICA “CUBA DOMINICAN REPUBLIC 


EL SALVADOR GUATEMALA MEXICO VENEZUELA 


in cooperation with THE NATIONAL COFFEE ASSOCIATION 
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The basic, “priceless ingredient” in your success 
as an Appliance Dealer, is of course, your own 
good name in your community ... your reputa- 
tion for efficient service and fair dealing. 


You capitalize on this reputation 100% when you 
tie it to the famous name “ALLEN” on Heaters and 
Ranges of known quality. 


ALLEN Distributors are recognized leaders in the 
territories they serve-carefully selected on a 
basis of reputation and dependability. 


Right now, it will pay you to investigate the revo- 
lutionary ALLEN “LoPilot” Oil Burning Parlor Fur- 
nace and Oil Burning Water Heater. The “LoPilot’’ 
Burner (patent pending) affords amazing fuel-sav- 
ing economy, made possible by a new, specially 
designed pilot light which permits fast, low-pilot- 
to-high-fire burner operation in mild or changing 
weather. 


“Tie Up Gree Lol 


with these 


ELL: 


AGeiadmre 


KNOWN NAMES 


= 
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ALLEN DISTRIBUTORS © 


THE YANCEY CO., INC. 

Atlanta, Ga. 

J. R. HUNT & CO. 

Baltimore, Maryland 

WESTERN MERCHANDISE 
DIST., INC. 

Buffalo, New York 

UNITED DIST. Co. 

Cambridge, Mass. 

SOUTHERN RADIO CORP. 

Charlotte, N. C. 

SMALL & SCHELOSKY CoO. 

Evansville, ind. 

MORLEY-MURPHY CO. 

Green Bay, Wisconsin 

Milwaukee, Wisc. 

D & H DISTRIBUTING CO. 

Harrisburg, Pa. 

ROYAL DISTRIBUTING CO. 

Houston 2, Texas 


MURRAY-BROOKS HDWE. 
co., LTD. 
Lake Charles, La. 


GOUGH INDUSTRIES, INC. 


Los Angeles, Calif. 


STRATTON-WARREN 
HDWE. CoO. 
Memphis, Tenn. 


MAJOR APPLIANCES, INC, 
Miami, Tampa, and 
Jacksonville, Fla. 


ee 
PMs 


GEO. H. LEHLEITNER & 
co., INC 


New ‘Orleans, La. 
HARPFR & McINTYRE CO. 
Ottumwa & Cedar Rapids, ta. 


ARIZONA WHOLESALE 
SUPPLY CO. 

Phoenix, Arizona 

APPLIANCE WHOLE- 
SALERS OF OREGON 

Portiand, Oregon 

NELSON & SMALL 

Portland, Me. 

WYATT-CORNICK, INC. 

Richmond, Va. 

DALCO APPLIANCE 

Sacramento and 

San Francisco, Calif. 


WYETH HARDWARE & 
MFG. CO. 
St. Joseph, Mo. 


RYAN RADIO & ELEC. CO. 
St. Louis, Mo. 


MOTOR POWER 
EQUIPMENT Co. 

St. Paul, Minn. 

RADIO TELEVISION & 
APPLIANCE CO. 

Seattle, Washington 


RUDNING ROBERTSON Co. 
Sioux Falls, S. Dakota 
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ALLEN MANUFACTURING CO., 
NASHVILLE, TENNESSEE 
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He’s finished-his job for the Signal Corps—strung his last 
communication line under enemy fire—run his last power 
line to light an emergency first aid station. 
Now he’s home again—back on the job of keeping 
America’s peacetime communications moving—the motors 
of industry turning. 
It will feel like old times up on the sticks with a pair of 
sturdy Klein pliers in his hand. For these quality pliers 
that served him so well in the Army will serve him as faith- T6it took on the 


fully on his peacetime job as they have other linemen and care and safe use 
electricians “since 1857.” of tools will be 
sent on request. 


DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: international Standard Electric Corp., New York 


a moors WO ILE EN com & Sons 
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To meet the demands for this es- 
sential and important market— 
training aerial gunners—it was 
necessary to supply millions of 
Western Xpert trap and skeet 
loads . . . millions of White Flyer 
segmented targets... thousands 
of Western traps and Winchester 
Model 12 shotguns. 


SHOT SHELLS 


The boys who took this training 
represent a huge and profitable fu- 
ture market for Western Super-X 
and Xpert ammunition. To be 
sure of getting your share of this 
business include Western World 
Champion Ammunition in your 
post-war plans. .. . Western Car- 
tridge Company, East Alton, IIl., 
Division of Olin Industries, Inc. 


WORLD CHAMPION AMMUNITION ([RRIAGTS 


TRAPS 


-AND TARGETS 
37 
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THE TRADEMARK 
OF QUALITY CORDAGE 
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John Q. Fisherman is "starved" for ae 
new fishing tackle. In the postwar | rus 
buying days that are coming, he'll 
need rods, reels, lures and acces- 
sories by the millions. } 


Mr. Dealer, will you be set to get 
your top share of this profitable 
business? You will be if you plan now 
to sell the great new line of H-I Fish- 
ing Tackle. Designed for every fisher- 


man and every fishing requirement, Today — made from the best 








it will establish new standards for | substitute fibres available. 
sales, profits and customer satisfac- | 
tion. || Tomorrow — identifying the finest 
* * * 
Right now we can supply you with some quality produced from the best fibres Th 
tackle items, but selection and quantities b . . 

; skilled - more than | 
cre very limited. Essential materials are y ae vopemmaners soli: mere ro 
scarce and H-I will continue to be up to seventy-five years’ experience, pote 
its wader tops in war production until the tre 
job is finished. | 

° Until final Victory, rope Until better rope is 
HOR ROCK S-IBBOTSON co. | wn eee. Ee available, be wise and 
your customers to con- 
Utica, N. Y. serve it. carry only modest stocks. K 
Peacetime Manufacturers of the Largest 
+ Line of Fishing Tackle in the World The Makers of H&A “Blue Heart" Manila Rope 
. Ex 
hei 
THE HOOVEN & ALLISON COMPANY on 


XENIA, OHIO 
(| at eo Pitt ' 
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The most popular trap on the market. 
Standard for muskrat, opossum, mink, 
raccoon. Its powerful steel jaws will not 
rust tight or clog with dirt. 


No. 1 VG VICTOR 
STOP LOSS 


TT LELLLLLL LAA i" 


er 


- - 


The ideal muskrat trap. The auxiliary 
guard holds the animal so that it is 
unlikely to twist or gnaw off. Every 
trapper needs some of these sure-fire 
traps on his line. 


Equipped with metal pedal which re- 
leases four ways. Bait may be tied 
on hook. 
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VICTOR AND NEWHOUSE 
DOUBLE SPRING 


Two springs of tempered steel. No. 2 
Victor for fox, raccoon and opossum; 
Nos. 3 and 4 for otter, beaver, coyote 
and wolf. The NEWHOUSE double 
spring trap (not illustrated) has been 
the universal favorite of professional 
trappers since 1848. 


VAC STA DECOYS 


Customers, as well as ducks, will “come 
= 99 ; 

in” for these. Made from water resist- 
ing lumber, they’re painted in realistic, 
non-glare colors for each of ten breeds. 
Twin air spaces balance each decoy. 


LITITZ, . PENNA. 


For the trapper who wants a quick 
acting, light, compact trap that is easy 
to conceal, Made of scientifically 
tempered steel especially adapted for 


the purpose. 


No. 2 VICTOR 
COIL SPRING 


eS 


The outstanding fox trap. Compact 
size and shape permits small flat set, 
easy to conceal, Extra ‘powerful coil 
springs. Adjustable pan tension. 


HOLDFAST 


MOUSE AND RAT TRAPS 


Four way release. Bait is pressed into 
hole in wooden bait pedal. 


V 





SUPER HEATER ad 


> G 
Employs new: © 
: d wn-drait Combination 
clusive, @° on 
principle which Coal-Wood and til 
burns the gases: (or Gas) 
minimizes smoke, 
and saves fuel. The 
most efficient coal: 


wood magazine 
type heat 
market today- 


Combination ; 
Coal Wood and Electric 
(or Gas) 


ba 


“ KITCHEN-HEATER 
Combination 
Coal Wood 
e 
ae Range with roaster stag ng 
built into cooking toP- ‘ et ee 


ELECTRIC RANGES 


is shown exclusive 


MODEL 798 COAL-wooD RANGE 


All-white porcelain Balanced design 
'  Glass-lined flues. 


AS WPB releases come through, Monarch pro- 
duction will convert to a full line of Monarch 
Ranges, including Electric, Gas, Coal-Wood and 
Combination. Coal-Wood Ranges and the Super 
Heater are now being built, but production is 
limited. Watch for Monarch trade paper adver- 
tisements announcing production developments. 


MALLEABLE IRON RANGE CO. 
2475 LAKE STREET * BEAVER DAM, WISCONSIN 
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wise Here is a cut-away view of what gave Speed Queen dealers their 
raed competitive selling punch before the war — and what will continue 
Gas (or to do likewise after the war: 


scion oh (1) BOWL-SHAPED TUB which produces a washing 
speed no other washer has ever surpassed. 
(2) DOUBLE WALLS which keep water hotter and turn 


out cleaner clothes — also gives porcelain tub 
full protection. 


(3) FULL-LENGTH CHASSIS with nested tub — pro- 
viding extra strength and rigidity. 


These basic Speed Queen features (plus others) in the hands of an 
average salesman — can run rings around the most expertly presented 
conventional washer story. 

Now is the time to fortify yourself with an exclusively-featured line 
that can weather the bad days as well as the good. Write for 
franchise details. 


BARLOW & SEELIG MFG. CO. 


RIPON, WISCONSIN 


Oe ld 
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“DREAM BARNS” are being 
PLANNED TODAY 









BARN 
EQUIPMENT 


DAIRYMEN 
everywhere owe their 
farms complete 
rehabilitation 






with sv ARLINE 


Starline’s complete line of time and labor-saving barn 
equipment is playing a big part in post-war building pro- 
grams of dairy farmers. Make your store Barn Equipment 





Headquarters and assure yourself of these profitable 
Starline Equipment Sales. Helping your customers with 
their plans now — insures extra profits as more equipment 
becomes available. 


Farmers everywhere quickly recognize the many outstand- 
ing time-saving, labor-saving, profit-making features found 
in Starline Barn Equipment. 


* * a 


CANNON BALL DOOR HANGERS AND SELF CLEANING TRACK - STALLS AND 

STANCHIONS + RUST SHIELDS + ALIGNMENT DEVICES + BULL PENS + CALF 

PENS + WATER BOWLS + LITTER CARRIERS + HAY CARRIERS + HAY FORKS 
VENTILATORS 


Never in our history have 
farmers’ bank accounts 
been bigger than they are 
today—nor has there ever 
been a greater need for 
new barns to be built and 
equipped or old barns to 
be modernized. It is the 
duty of everyone asso- 
ciated with the farm in- 
dustry to urge farmers to 
earmark — right now — 
sufficient funds to rehabil- 
itate their farming plants 
to protect their future 
profits. 








TODAY’S OUTSTANDING BARN 
EQUIPMENT FEATURES 


Originated, Patented and Perfected 





STARLINE DAN 
THE BARN 
EQUIPMENT MAN 


la 
me STARLINE, INC. 


i * HARVARD, ILLINOIS © ALBANY, NEW YORK 
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No question about PROTECTION 


for them... if you stock 


@ Spring — Summer — and Fall are 
open seasons for open windows— 
and Cortland Brand Screen Cloth 
provides screens that are closed to 
insects and pests. 

At the Wickwire plant a complete 
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BRAND 


SCREEN CLOTH 


line of screen wire cloth is produced 
—under one control from steel to 
finished merchandise—in one group 
of mills—with quality guaranteed by 
over 70 continuous years serving the 
hardware trade. 

Stock Cortland Brand wire screen 
cloth—and thus bring full and per- 
manent satisfaction to the trade you 
serve. 

Standard finishes and meshes are 
available in limited quantities. Mili- 
tary needs still come first. 


WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 
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—fheres about a escent 


THAT WORK NOT ORDS WILL PROVE 


OG 
C) And it’s more than the 


“J ZA feeling of confidence 
AN that it gives to a good mechanic’s 


“5 
sf hand...more than its sturdy con- 


struction ... more than the name 
“Crescent” proudly stamped on 
the handle. 

The answer is Good Work, and lots 
of it. Look in the tool kits of ex- 
perienced mechanics and you'll 
find Crescent Wrenches that may 
look workworn but not workweary. 
Crescent and “Crestoloy” wrenches 
are built right of the best steel to 
do the best work. 

Someday, these famous Crescent 
“Best Sellers” will again be avail- 
able. In the meantime, remember 
the battle is only half-won . . . buy 
more War Bonds for total Victory. 


CRESCENT TOOL COMPANY 
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America’s Leading 


E 
STUD - 


Precision is a Principle at Ferry Cap 


| the production of this Pratt & Whitney 2,000 
h. p. two-stage supercharged aircraft engine*, 
studs by Ferry Cap perform a very important func- 
tion. Ferry Shinythreads—America’s Leading Air- 
craft Engine Studs—are used at most critical points 
throughout the aircraft engine. 


In keeping with the high order of excellence of 
the airplane engine, Shinythreads are of the tough- 
est aircraft quality alloy 
steel, finished to ex- 


tremely close thread and body tolerances. They re-. 
lect outstanding accuracy, workmanship, and finish. 


ry Shinythreads—Straight or Step Type—are 
pragision rolled threaded to Class 4 fit, resulting 
in tly greater production and 15% to 20% 
greate& strength, due to compression of metal 
and reSyltant thread grain flow by our thread 
rolling pkocess, than by other known methods. 
Every Shin\ghread must be an exact duplicate of 
g by which the thread gauge is set. 


ciple with us for the past 38 years. It is your assurance 
sanding accuracy and guarantee of highest qualj fucts. 


bas cA 
a *Built only’ S 


pur fastener problem? We 


Pith you. 


Bion of United Aircraft Corp. 


THE FERRY CAP & SET SCREW CO. 


"72155 SCRANTON ROAD 


CLEVELAND 13, OHIO 


Pioneers and Recognized Specialists Cold Upset Screw Products since 1907 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS © SPRING BOLTS AND SHACKLE BOLTS © HARDENED AND GROUND BOLTS 
SPECIAL ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © COMMERCIAL AND ALLOY STEEL STUDS © FERRY PATENTED ACORN NUTS 
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LOOK at the profits Pyrex ware 
offers you! 40% on sales when 
you buy in 10-case lots. And it’s 
protected by Fair Trade laws in 45 
States! Your discount is your gross 


LOOK at the Joca/ delivery ad- 

vantages of Pyrex ware! Dis- 
tributors are now established in 144 
major cities to save you time on 
shipments. 








LOOK at the beautiful Display 

Kits Pyrex ware sends you four 
times a year! They’!] help increase 
sales if you’ll use them right. 





Cmaeae 
(DOES THIS ! 
<=_*" 


4 LOOK at Pyrex ware’s national 
advertising! 110 metropolitan news- 
papers and 30 leading magazines pre- 
sell your customers with an average of 
eight messages a year per family! 





Consumer Products Division, Corning Glass Works, Corning, N.Y. 
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LOOKING for a sure way to build business .. . satisfy cus- 
tomers... and turn a better store profit? Then, consider these 
important sales advantages of G-E Lamps: 
(1) They bring customers into your store. (2) They sell 
all year ’round. (3) They pay good profits. (4) They are 
consistently nationally advertised. (5) They offer a com- 
plete display service. 
Facts like these make General Electrie Lamps first choice 
among leading retailers for better, more consistent, and more 
dependable sales and profits. Better find out for yourself. 
Sell G-E Mazda Lamps . ... and get all the benefits of . . . the 
lamps that bring ’em in and bring ’em back! 
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G-E MAZDA LAMPS 


GENERAL 
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HARD, cold—and not unwelcome—fact 

that business men are rapidly coming 
to appreciate is that one of their best post- 
war prospects is the American farmer. 


Figures are sometimes dull. But here are 
figures that inspire . . . for they are figures 
that can mean the continuance of prosper- 
ity in America after the war. 


Farm income in 1944 is estimated at 27.9 
billion dollars, an all-time record for any 
occupational group. Farmers’ savings are 
overl@% billions, and to that sum add the 
value of farmers’ War Bonds, life insurance, 
and liquid securities. In the post-war period 
farmers will unleash these billions to satisfy 
their pent-up needs . . . buying heavily the 
things which are not now available. 


Can any advertiser ignore the farmer—or his 
favorite magazine—in post-war plans? 


Because paper is a tool of war, space is 
mighty tight in the Gent today. Despite this 
condition, C, G. has provided—all through 
the war years—more editorial matter for its 
readers, more advertising space for its adver- 
tisers, than any other farm magazine. 


However, Country Gentleman’s first obliga- 
tion is to its readers—to deliver to them the 
quality and variety of information upon 
which they have come to depend. Such 

service has made Country Gentleman the l &. 
No. 1 magazine in winning the confidence 
of America’s top half farm families. 


ountry 
entleman 


What business can ignore 
the farmer's strength? 
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HAT’S right, brother, 

fence him in — with good 
tight American Fence. You 
won’t be taking any chances 
then. 

U-S-S American Fence is 
strong. It’s made from special 
tough steel. The tension curve 
keeps the fence tight winter and 
summer. 

There is more American 
Fence in use than any other 
brand. More American Fence is 
being made, too, but there is 
still not enough to supply the 
demand. 

For permanent installations, 
American Fence is tops. On 
many farms it has been in serv- 
ice more than 40 years. 

These facts make excellent 
sales ammunition for you. Our 
national farm paper advertis- 
ing will give you more. If you 
want further details, send: for 
our catalog of American Fence 
and Wire Products. 

Other U-S-S American Prod- 
ucts include: Poultry Fence and 
Netting, Posts, Gates, Barbed 
Wire, Welded Fabric, Roofing, 
Nails, Staples, Tacks, Bale Ties. 








AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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TAKE at re LOOK AT YOUR 


PAINT CUSTOMERS! 


@ Don’t see them as they are today—willing to buy 
anything and get service when they can. No, see your 
customers as they will be when selling paint really 
becomes selling again. And when that day comes, 
customers will be attracted to dealers who offer better 
products and services than they ever did in the past. 
Dealers wide awake to the vital importance of better 
store layout, beter inventory control, better merchan- 
dising, better advertising, and better paint products. To 
bring you all these things, to help fortify you against 
the strongest competition, is Martin-Senour’s primary 
job today! Why not call in your nearby Martin-Senour 
Distributor to talk over plans for the days ahead! 
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THIS WAY £ 


ms 


THERE 27 A RIGHT WAY 
TO CUT GLASS 


Sure it’s a tough job to cut glass under water with a 
pair of shears. And who’d want to try it for many 
customers? 

There are many ways of cutting glass...and a 
variety of tools and equipment of which three are 
shown right. While most Hardware Retailers cut win- 
dow glass on the conventional flat table (A), some en- 
terprising stores use the combination storage rack and 
cutter such as that used by Sears, Roebuck & Company 
(B) and/or (C), the Montpelier cutter and glass stor- 
age rack which anyone can use. 

These improved methods not only make it easier to 
cut glass, but take up less room, have a section for waste 
glass, and are compact and convenient. More im- 
portant, they can be placed right on the first floor 
where they are a constant reminder to your customers 
who need glass. 

Whichever method you use, we recommend that you 
put your glass-cutting table in the store where it will 
constantly promote sales. When your supply gets low, 
call your L’O°’F Distributor for some easier-cutting 
L:O-F Quality Window Glass. Libbey‘Owens‘Ford 
Glass Company, 3875 Nicholas Bldg., Toledo 3, Ohio. 








LIBBEY* OWENS ° FORD 
a Gueat Name in GLASS 
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5th in a Series of Research Reports from the Rubberset Laboratories 


a sa RE 


ited Se ye? 
pare poe ee ips 


ihn 


Pye hae 


See the Difference? Nylon brush on the right has conventional square tip. After wear and use, it 
will look like the one on the left. But the one on the left is a new brush—a Rubberset Nylon! For a 
patented feature enables us to manufacture the Rubberset Nylon with the “chisel” tip it would take 
painters weeks of use to acquire. And until a brush has been worn to a chisel tip, it is not a perfect 
tool for general painting use. 


This stands for honorable service— Remember . . . the man or woman who 
‘wears this button has been honorably discharged from our armed forces. 


Rubberset Company—56 Ferry St., Newark 5,N.J. « Factories: Newark, N. J., Gravenhurst, Ont.,Canada « Branches: Los Angeles, Cal., St. Louis, Mo. 
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TO) BREAK IN THE BRUSH? 


UST ABOUT the worst part of buying a = set Nylons (the Navy’s on its second 
J new brush is the time and trouble it _ million!) will last you up to 514 times as 
takes to break it in. long as the finest hog bristle brushes . . - 
will save your strength, too, because 
they’re actually easier and faster to paint 
with! 


We have put an end to all that in our 
new wonder brush, the Rubberset Nylon. 


As soon as the Navy—the sole user— 
says we can let civilians have this new «The Man Who Knows 
kind of brush . . . you’re going to get a Ss Rubberset” 
t 
paint brush that’s already broken in before i fleasgauy 
you buy it! 


Not only that, of course. These Rubber- 








Here’s what happens. Outside bristles of conventional brush on 
right trail in paint film, actually “plough” little furrows in paint film 
until worn down by use. Now look at the Rubberset Nylon brush on the 
left. Its chisel tip is just what you would have after an extended break- 
ing-in period. 


RUBBERSET 


“=| NYLON BRUSHES 
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(PLUMB... TUVLS 


2% 


; 
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because PLOMB DISTRIBUTORS HAVE MORE THAN QUADRUPLED 


DELIVERIES TO ESSENTIAL INDUSTRIES DURING WARTIME 











Plomb Distributors throughout the nation have done a mag- 
nificent job of getting Plomb Tools into the hands of the men 
who need them to speed war production and maintain other 
essential activities. 

They have multiplied deliveries over four times in spite of 
war handicaps in service and personnel. Look at their record: 
As compared to 1940 they delivered 
86% more tools in 1941, 

203% more tools in 1942, 
264% more tools in 1943, and 
416% more tools in 1944, 

And in 1945 Plomb distributors will continue to carry large 
stocks to fill the needs of those men and industries eligible to 
buy Plomb wrenches, sockets, screwdrivers and other tools 
for essential work. 


SQ2us .o8 


DELIVERIES 
THROUGH PLOMB 
DISTRIBUTORS TO 
ESSENTIAL USERS 

SINCE 1940 

ye , 

ws|| | | | | | 
a Sb a a 


ee 
i.) To 


IN ADDITION— 

Plomb factories were a major direct supplier of fine hand 
tools of special design to the armed services and essential war 
plants. — Plomb Tool Company, 2227 Santa Fe Avenue, Los 
Angeles 54, California. 


» SSD SN 
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Because of the versatility of our 


a mag- 

ne A odern equipment, Buffalo Bolt is in a position 
th 

1 other Bply you with any size or shape circle © fastener— 

deg or special—for your present war effort or post-war planning. 


COMPANY 


NORTH TONAWANDA, NEW YORK 


SALES OFFICES IN PRINCIPAL CITIES 
Drilling the rods for cartridge cases. Millions have been 
turned cut by Buffalo Bolt Company since Pearl Harbor. 








REMOVER: 
ARLEACHER 





REMOVER 





More Than 120 MILLION Advertisements 
on Savogran Products in These Magazines in 1945 


THE SAVOGRAN COMPANY 


60 West Superior Stre India Whart 2627 Army Street 
CHICAGO oT) BOSTON 10, MASS. SAN FRANCISCO 19 





TRADE MARK 


ALUMINUM TRIM 


Yes, you'll get the matchless qualities of aluminum in SUPERIOR 
metal trim. Better yet, you'll find a SUPERIOR number to do a 
masterful job on any installation. But best of all, you will have 
quality, quantity, and price in tune with your demand. SUPERIOR 
Aluminum Trim beauty is within the price range of all. 

We are making shipments every day . . . of course, not satisfying 
the increased demand for SUPERIOR trim; but, shipments are made 
in the order in which they are received. Use the coupon... you'll 


find why people prefer the SUPERIOR line. 


YOUNGSTOWN MANUFACTURING, INc. 


66-76 S. Prospect St. Youngstown, Ohio 


Vis, px BY V7 


ee ee se a 


BRANCH OFFICES AND WAREHOUSES Please send us literature and prices 
YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO 
363 W. Peachtree Street NE, Atianta, Georgia Your Name 

363 S. Wall Street, Columbus, Ohio 
217-219 N. Alabama St., indianapolis, Indiana Address 


510 Arch Street, Phitadelphia, Penna. City State 
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AT YOUR tuger Ciyed- 


Wer 1.500 Brushes 


for INDUSTRY dd TINE ARTS 


Bad Se 
aT a 5 


pout 
mae — 
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This catalogue illustrates and describes 


the most complete line of brushes offered 
today. Copies available for Purchazing 
Agents, Executives, Superintendents, etc. 


Write for your copy today. 


q#é SOLO- HORTON BRUSH CO.,INC. 


333 WEST 19TH * Dept. A-3 * NEW YORK cCerTyY i 
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Plan NOW for fall sales and profits on these 
protective coatings by 


—AND LET DEVOE’S DEALER HELPS <a 
HELP YOU TO COVER YOUR TRADE | 








o"Y ©5 wae sowes 


aalgeenene 


Like a mighty billboard across the farm belt, Devoe 


advertising in farm papers paves the way for more and _ Farm and Home Brushes give customers 
more sales for you. e right brush for the job-——a natural sale with 
every sale of paint. 


Devoe Caulking Compound and Plastic Cement 
Devoe Stock Farm Red for pointing up brick work and patching roofs 


onsen yar See ! or timely items to st d sell 
sottanae + ts OLS, are two os: ems to stock and sell. 


Devoe Karioad Klub Black Roof 
Paint puts an “umbrella” over roofs 
the way our Air Forces put an um- 
brella over our ground troops. This 
paint protects ... saves... guards 
against attacks by snow, rain, sleet. 
Every farmer .. . factory owner... 
‘warehouse man is a prospect. 


KARLDAD KLUE 


_ 
|e OATING 


Let people know you sell Devoe: 

by using free four-page direct-mail 
FREE Window Displays — in color — sales punch piece, in color, with space for impri 
and power at point of sale. of your name and address 


(2) DEVOE PAINT 


787 FIRST AVENUE, NEW YORK 17, N. 
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What makes this 
Unson-Walten Oval Steck Black 
a Better Black? 


Upson-Walton oval steel blocks for use with Manila rope are 
specifically engineered to give maximum service under actual 
operatirig conditions. Check these features that make Upson- 
Walton oval steel blocks better blocks! 


STEEL SHELLS ARE ALL FLANGED to 
prevent the rope from chafing 
against the sides; lengthens op- 
erating life of the rope. 


SHEAVES ARE MADE FROM CLOSE- 
GRAINED GREY IRON, hence they 
are stronger. Closely inspected 
to exclude all blow-holes, 
pits and other weakening in- 
clusions. 


AS WE GO TO PRESS, DELIVERIES 
ON UPSON-WALTON OVAL STEEL 


BLOCKS ARE GOOD 
‘ working loads. 


All Upson-Walton oval 
steel blocks are furnished 


Established 1871 complete with becket. 


THE UPSON-WALTON COMPANY 


j “—- “- 
THanupacturers of Wire Rope. Wire Kop: 7 ttinga WET) SSM ALY 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 


737 West Jack » Boulevaé 241 Oliver id =] 
Chicago 6 Pittsburgh 22 


114 Broad Street 
New York 4 


SHEAVE RIM AND CENTER PIN ARE 


CONCENTRIC. Center pins are 
made of cold rolled steel. Un- 
usual care is taken to insure 
true-running sheaves. Close tol- 
erance between sheave bearing 
and center pin results in longer 
life for the bearing. 


STURDY STEEL STRAPS are securely 
riveted to the shell assembly 
producing a more rigid block. 


HEAVIER DROP-FORGED HOIST HOOKS . . . not the usual and weaker 
round stock type, but specially-designed, heavy-duty hoist type as used 


on cranes and heavy equipment. Permits greatly increased safe 
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1. Raw Material Inspection: Every month, American 
buys hundreds of miles of steel, brass, bronze, and everdur. And 
every lot is checked for quality before going into production. 


2. Process Inspection: Product-samples are checked 
every few minutes to make sure that machines are maintain- 
ing accuracy on every process... heading, slotting, shaving, 
threading. 


3. Head, Thread & Point Inspection: 
Moving along on conveyor belts, screws are in- 
dividually checked to make sure there are no 


‘burred heads, drunken threads, or dull points. ny 
1 


4. Automatic Weigh-Count: N 

Each newly filled box of screws is weighed 

against a counted gross, to make sure that 

there are at least 144 perfect American Screws 

in every gross-box. 

American's modern, high-speed manufacturing methods 
... Checked by these four inspections... are easy-to- 
see reasons why more and more screw and bolt buyers 
are marking their orders: ““American brand... 

don’t substitute.” 


AMERICAN SCREW COMPANY 
PROVIDENCE 1, RHODE ISLAND 


Chicago 11: 589 E. Illinois Street 
Detroit : 502 Stephenson Building 











A SURE SIGN OF BETTER BUSINESS 


The Victron trade-mark on elec- 
trical appliances is a sure sign that they are 
designed right, built right and priced right. 
These basically important features assure the 
wholesaler and dealer the consistent sales 
and consistent profits that make for better 
business. Now is the opportune time to fully 
investigate the profit possibilities of the 
Victron line of products—to get set for the 
post-war business to come. Your inquiry will 
receiveour promptand cooperative attention. 

Our plans call for a greatly expanded pro- 


duction of Victron Electric Appliances as 
goon as conditions permit. 


EXHAUST 








MANUFACTURERS OF VICTRON DESK AND PEDESTAL FANS—VICTRON AIR CIRCULATORS—VICTRON EXHAUST 
FANS—VICTRON VENTILATORS —VICTRON PORTABLE IRONERS—VICTRON F.H.P. MOTORS 


VICTOR ELECTRIC 


PRODUCTS INCORPORATED 


Dept. HA-62145, 2950 Robertson Avenue, Cincinnati 9, Ohio 
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Id dcyotitiieg 
HOW MUCH OUR HOLT EARNS! 


Before Pearl Harbor we bought Holt 
floor machines for rental service. We 
bought Holt precision-built equipment 
because it stands up under the hardest 
use and abuse, gives uninterrupted ser- 
vice year in and year out and all with- 
out breakdowns or costly repairs. 
Soon, Holt equipment will again be 
available to dealers for rental purposes. 
Why not plan NOW to include this 


money-making service in your store’s 
business. 

A complete promotional program 
for building home floor maintenance 
service is now being prepared forindi- 
vidual stores and dealers. 

Take advantage of this profitable 
business in your city. Send the coupon 
below for full information and details. 
There is no obligation. 


HOLT MANUFACTURING CO. 


NEWARK, NEW JERSEY OAKLAND, CALIFORNIA 








SEND THIS COUPON i IS COUP Please send. us full informa-_ 


} tion regarding Holt floor service equipment for rental 


_-service and also your plans for promoting rvice 
' to our customers. We understand mhsie be ng: pele 
tion for this information. Fag j 











7 


HOLT MEG. CO, +407 23,54 ,g9ai,c1 Om 
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Covered by U. 8. 
Pat. Nos, 2255527 
and 127471, and 
Can. Pat. No. 401088. 
Name Reg. in U.S. 
and Can. Pat. Off. 


MODEL 420 


America’s Most Popular Heater 
Outsells All Others! 


Dealers enjoy rapid sales because of public 
demand for the Nation’s most popular coal 
heater. Nearly a million now in use!!! 


Such a record speaks for itself. First: Here 
is a heater that is different . .. with amazing, 
patented, interior construction features that 
have produced remarkable heating efficiency 
and economy ... the only heater of its kind 
in the world! Second: Its merits have been 
widely publicized throughout the Nation. oman ro 
That’s a combination that means sales . . . and LINERS 
more sales ... for WARM MORNING deal- 
ers everywhere. 

ORDER NOW from your wholesale dis- 
tributor. If he is temporarily out of WARM 
MORNING Coal Heaters . . . Remember, 
they're worth waiting for! 


LOCKE STOVE COMPANY 
114 West 11th St. Kansas City 6, Mo. 
(TJ-15) 
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You cost us a Million Bucks - 
and we love you wk for it! 











You think that doesn't make sense? 


Well, it's like this: Lately you 
have read a lot about appliance 
manufacturers making deals with 
national merchandising organiza-— 
tions and mail order houses. 
Duo—Therm has been notably absent 
from these write-ups. 


Then are we missing the gravy . 
train? Are we crazy or something? 
We'll ask you to be the judge! 


We believe that giving you 
independent dealers a clean 
franchise is just as impor- 
tant as giving you swell 
merchandise. We're on your 
team, and we're staying there. 





And what has the pay-off been? > 





S tisten to this: In spite of mail 
order, national merchandising 
organization and all other com— 
petition — Duo—Therm is now THE 
LARGEST MANUFACTURER OF FUEL OIL 
HEATING APPLIANCES IN THE WHOLE 
WORLD! 





Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION 
LANSING 3, MICHIGAN 


1945, Motor Whee! Corp. 
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Now let anyone ask either of 
us who's crazy! 


Doing business with you the way 
you want it done has worked out 
swell for us both. And in the 
future, as in the past, every Duo- 
Therm Fuel Oil Space Heater that 
comes off the line will have the 
name "Duo-—Therm" shining on the 
nameplate...there'll be no 


special brand merchandise. 
guvo-THERY 


You, as a franchised dealer, will 
continue to get the leading fuel 
oil heater on the market backed by 
the most aggressive advertising 
program in the industry. 





And we aren't worried about the 
million or so bucks we might get 
through national deals and mail 
order houses! No, sir! You made 
us the leader we are today — and 
boy, we're satisfied! 


ARE YOU AN INDEPENDENT CUSS? 





Then you're our boy — 

and if you aren't 

already set to sell the 

Duo-Therm line, let us 

hear from you. Some swell dealer- 
ships are still open, so get all 
the information on protected 
Duo-Therm franchises by mailing 
the coupon now! 


DUO-THERM Division of Motor Wheel Corporation 

Dept. L-21, Lansing 3, Michigan 

1 would like full information regarding the Duo-Therm Appliance market 
in my territory as well as the Duo-Therm protected franchise story. | am 
interested in selling Duo-Therm Fuel Oil Space Heaters () Duo-Therm 
Automatic Fuel Oil Water Heaters (1). Check one or both. 





Wi BEES 


YOu PLACE the abrasive products you 
carry ‘‘on a pedestal’’, and rightly so, 
for quality pays off. But do you give 
equal attention to bolts and nuts 
which, as you know, are bread and 
butter to a distributor? They can be 
gravy, too — if the fasteners are right 
and are properly merchandised. 








A detroit distributor picked this 
RB&W EMPIRE Bolt and Nut from 
his stock. Had his hand fallen on 
another from the same RB&W stock, 
it would have photographed as well, 
for all RB&W fasteners are uniform in 
their clean-cut heads, fine-finished 
barrels, perfect threads. No wonder 
RB&W fasteners assemble faster. 








FOR 100 YEARS RB&W's policy has 

been to make its line one on which 

distributors can build reputation, as 

well as volume and profit. To this 

end, a continuous program of re- 

search and development work has 

constantly improved quality. To this 

end also, RB&W has invested in ad- : . 

vertising the extra values of its prod- Reet i n 
uct—the same values which you will | of er glng. ; | Pac 
. ‘step | bd 

find work so well in actual selling. . ie ni ner cates cial 


pre 
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RUSSELL, ea & bd BOLT AND NUT COMPANY 


Factories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at Philadelphia, Detroit, ‘Chicago, Chattanooga, Los pene Portland, a M 


i 
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Sitha Sthewath, RIVETING 


® Master-perfection in riveting means that Master a lock literally stronger than a solid block of steel. 
Padlocks are put together fo stay. Batteries of spe- This is another of the vital features which have won 
cially constructed presses deliver mighty blows — at for Master Laminated Padlocks universal recognition 
pressures up to 300,000 pounds — that unite these as the world’s strongest. ® Today, Uncle Sam has us 
world-famous locks once and for all. This terrific busy making padlocks for him. As war needs permit, 
force actually expands the rivets the full length of you can depend on us getting more Master Padlocks 
the case, wedging them in the plates so as to form to your jobber for you. 


WEQO DEUS 


EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee. Wis. ° Worlds Leading Padlock Manufacturers 
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LUMITE-rhe screen that lasts / 


A screen that can’t rust — ever? 

Yes, that’s LUMITE*, the mod- 
ern plastic insect screen cloth. 
Nothing can corrode it! A swish 
or two with a damp cloth restores 
its spotless freshness. And be- 
cause it is non-staining, repaint- 
ing of sills and sidewalls is a 
thing of the past. 

LUMITE’s durability is no less 
amazing. It has unusual tensile 
strength and resilience . . . will 
not dent or bulge in ordinary use. 

LUMITE can never wear out 
through natural causes. Its “life 
expectancy” is far greater than 


ordinary screens. Tested daily on 
today’s battlegrounds, LUMITE is 
a proved product ...a “must” in 
any postwar building plans. 


Memo to the trade? In ads like 
this, in professional publications, 
we are telling the LUMITE story 
to Architects, Engineers, Build- 
ers. They’ll be “ripe” customers 
for you the day we get our con- 
sumer-production “green light.” 
Although your jobber cannot 
ship LUMITE till the war is over, 
write us now for full information 
and samples and get the jump on 
tomorrow’s building boom. 


"WOVEN FROM SARAN, PRODUCT OF DOW CHEMICAL Co. 


LUMITE 
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Tested in War — Ready for Peace 


Many millions of feet of LUMITE screening are 
now being used successfully to protect the 
Armed Forces against disease-bearing insects. 
Today’s fighting men are your tomorrow’s cus- 
tomers... and they’re sold on LUMITE already! 


* 100% Rustproof under any conditions. 

* Cannot stain sills or sidewalls. 

* Strong, resilient . . . can’t dent or bulge. 

* Never needs painting . . . non-infl 

* Not affected by humidity or salt air. 

* Will be competitively priced with better 
grades of wire screen cloth. 


hI 














Chicopee Manufacturing Corp., Lumite Division 


40 Worth Street (( &) New York 13, N.Y. 
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Here’s what Red Jacket dealers have to help them clinch a growing 
but competitive water system market ¢oday for the time when they'll 
again have plenty of pumps to sell. 


Outstanding and exclusive mechanical features developed from 67 
years’ experience in building more than 6 million water service 
products— perfected to an even greater degree making pumps for 
the Armed Forces. ; 


An amazing Service Record—Red Jacket pumps are so well built 
and operate so effectively they require little field service from the 
dealer who sells them. 

A complete line of deep and shallow well water systems, hand and 
windmill pumps, and water conditioning units that will meet 95% 
of water service needs—every type in a price range to fit every 


pocket-book. 
There’s a proven combination that gets business. 


MANUAL ON “HOW TO 
SELECT THE PROPER 
WATER SYSTEM” 


Red Jacket has prepared a complete and compre- 

hensive Manual for Jobbers and Dealers that 
makes it easy to select the proper water system for each job. This 
booklet contains complete diagrams on various types of installations 
—pump type classification guide—water system selection chart—sec- 
tion on why water conditioners are necessary. 


Write today for this free handy manual. Address Department 11. 


STANDOUT SALES MAKERS OF 
RED JACKET SHALLOW WELL PUMPS 


1, Oilite Bearings—The same positive protection 
against lubrication neglect you find in high priced 
automobiles, 

2. Greater Bearing Surfaces —Connecting Rod, Cross 
Head and Eccentric a// have large bearing surface to 
lengthen life, 

3. Large Leak Proof Stuffing Boxes — Extra large box 
with sx treated stuffing rings on water end of pump 
assures long pes ife. Full size stuffing box on 
power end of Red Jacket pumps instead of just a 
shield or wiper keeps dust and water out of oil. 

4. Quick Removable Plunger — Inspection or replace- 
ment of leathers is only a matter of moments, 

... and many other outstanding features — double bear- 
ing crank shaft, self-aligning ‘““V" belt drive, auto- 
matic relief valve, brass valve seats with large water 
ways, complete automatic operation. 








AVAILABLE NOW? Yes, through Red Jacket jobbers in the 
limited quantities war restrictions permit. We'll make more 
as soon as we're permitted. 


7S __=3 RED JACKET MANUFACTURING CO. 
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DAVENPORT, IOWA 





Featuring a full line of 
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PUMPS for shallow and deep wells, and WATER SOFTENERS 


| 








rhe PROFITABLE way yi |e 


e XE é THEY RECOGNIZE ee just 
to Enjoy Distinction NATIONALLY tre LABEL pe 
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THE QUALITY WARE! | 
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Become known as a Vollrath dealer, and, ons. 
aside from the profit you gain, you : 
enjoy distinction as a dealer in quality Y ‘ RP. 
housewares .. . P RU. 
_ 
JULE: 
BRO\ 
JANI 
For, the dependable beauty and dura- ; McD‘ 
bility of Vollrath Ware attracts dis- i 
criminating women, everywhere. 
Although war-needs still limit produc- ot 
tion of Vollrath Porcelain Enameled VAN 
Ware and defer manufacture of Vollrath 
ar . THE 
Stainless Steel Ware, make the most of 
the quality reputation in Vollrath’s ex- 
clusive blue-and-white label. Display it BEL 
as it becomes available. BIRA 
The FRA} 
MILI 
PAX 
p2 B. V 
es 
SELL 
SHEBOYGAN e WISCONSIN on 
NEW YORK - CHICAGO - LOS ANGELES 
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PARTIAL LIST OF 
DISTRIBUTORS 


LAH ELECTRICS 
JUDSON C. BURNS 
Philadelphia, Pa. 
BONDURANT BROTHERS 
Knoxville, Tenn. 


KEITH SIMMONS COMPANY, INC. 
Nashville, Tenn. 


LAVENSON & SAVASTA 
San Francisco, Calif. 
McDONALD ELECTRIC COMPANY, 
INC. Miami, Fla. 
FRENCH NESTOR COMPANY 
Jacksonville, Fla. 
YANCEY COMPANY, INC. 
Atlanta, Ga. 


ZION COOPERATIVE MERCANTILE 
INSTITUTION 
Salt Lake City, Utah 
L&H ELECTRICS and GAS 
AMERICAN WHOLESALERS 
Washington, D. C. 
APPLIANCE WHOLESALERS 
Nework, N. J. 


COMMONWEALTH SALES CORP. 
Richmond, Va. 


ELECTRIC PRODUCTS, INC. 
Pittsburgh, Pa. 
GREUSEL DISTRIBUTING CORP. 
Milwaukee, Wis. 
R. P. McDAVID COMPANY, INC. 
Birmingham, Ala. 
R. U. LYNCH, INC. 


Providence, R. 1. 


WAHN DISTRIBUTORS, 
Division of Geo. H. Wahn Co. 
Boston, Mass. 


L&H ELECTRICS, GAS, 
. KEROGAS 


JULES ALEXANDRE, INC. 
Harrisburg, Pa. 


BROWN CAMP HARDWARE COMPANY 
s Moines, lowa 
JANNEY SEMPLE HILL & COMPANY 
Minneapolis, Minn. 
McDONALD BROTHERS 
Memphis, Tenn. 
ODELL HARDWARE COMPANY 
Greensboro, N. C. 
PEDEN IRON & STEEL COMPANY 
Houston, Texas 
VAN CAMP HDWE. & 
IRON CO. Indianapolis, Ind. 
THE GEORGE WORTHINGTON 
COMPANY Cleveland, Ohio 
KEROGAS 
BELKNAP HARDWARE & MFG. CO. 
Lovisville, Ky. 
BIRMINGHAM ELECTRIC BATTERY 
Birmingham, Ala. 
FRANKFURTH HARDWARE COMPANY 
Milwaukee, Wis. 
MILLER JACKSON COMPANY 
Oklahoma City, Okla. 
PAXTON & GALLAGHER COMPANY 
Omaha, Nebr. 
B. V. REDMOND & SON 
New Orleans, La. 
SELLER BROTHERS & CO. 
San Francisco, Calif. 


WYETH HARDWARE & MFG. 
COMPANY St. Joseph, Mo. 
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It’s exciting, ear-tingling news! Something [’'ve known for a long 
time, and now I must tell you about it. You’ve never seen anything 
so eye-arresting as the modern Kerogas oil ranges for postwar! 
They’re stunningly beautiful—and as thrilling as a thrush’s morning 
song. They have kitchen-tested, use-approved features bound to make 
every housewife sing like a lark — many new and improved labor- 
saving devices and that famous cooking ease which has delighted 
generations of housewives. Appliance merchants will be captivated 
by the profit-strong, desire-to-own appeal of Kerogas cooking and 
heating appliances. For an assured future, not just during the lush 
“take-away” period but also when selling gets really competitive, 
affiliate with L&H — the family-traditioned and time-honored 
line with 70 years of progressive and successful history back of it. 





A. J. LINDEMANN & HOVERSON CO. 


MILWAUKEE 7, WISCONSIN Ss. 


Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS © GAS RANGES > O1L STOVES > PORTABLE OVENS + Cit HEATERS + WICKS 
71 











| Why do all these 


FOOD MANUFACTURERS 
use “ENTERPRISE’’ 
Choppers? 








Soup Makers 
Canners 
Confectioners 





Bakers 

Mince-meat Makers 
Meat Packers 

ice Cream Makers 


Soup makers chop meat and vege- 
tables with an “Enterprise” to get food 
properly and efficiently cut, at low 
cost of production. 


USS ed 
PROFESSIONAL FOOD-CUTTING 
SERVICE IN THE HOME THAT 
SOUP MAKERS GET WITH 


THEIR “ENTERPRISE” CHOPPER 


BY“ INDUSTRIES use “Enterprise” Choppers to get food 
cut fast, economically—and right. 

Housewives want properly cut food just as much; food 
that’s really cut, not mashed or torn; food in which the 
flavor-giving juices are preserved. 

Whether for industry or the home, all “Enterprise” 
Choppers employ a System of Cutting that’s exclusive; 
all parts scientifically engineered for peak performance. 
Your customers can use, and will appreciate, this professional 
cutting service in their kitchen. You can give it to them soon, 


as wartime restrictions are relaxed. 


An “ENTERPRISE” 


Does alt this 


Cuts Raw Meat 
Cuts Cooked Meat 
Cuts Vegetables 
Cuts Fruits 


Prepares Baby P It's so useful, so many ways, 
Prepares Desserts she'll use it almost every day. 


The ENTERPRISE MFG. CO. of PA. 


PHILADELPHIA 33, PA.. 


79 YEARS’ EXPERIENCE BEHIND THE MOBERN “‘ENTERPRISE’’ 
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DEFROSTING 
TRAYS 


for all standard 
refrigerators 




















Popular with customers who find it 


so easy to replace broken defrosting 





trays with a sturdy product—popular 
with retailer and wholesaler because 
they are a profitable line with excel- 


lent turnover —these McKee Glass 








Refrigerator Trays come in 28 sizes 
and several styles. Send for descriptive 


circular on the entire line or inquire 

















of our Representatives or your 
wholesaler. McKee*Glass Company, 
Jeannette, Pa. Established 1853. 


BLAS McKEE LASBAKF 
OVEN WAR 


E Reg TM 


yO many ways, —~ oe 
ost every day. i € 

a oes * és ° 
& RAN BE- TE 


TOP-OF- STOVE TE fog. Tm 





























#258 —15 x 734x134" —_— 
| | | } res —— i THE MOST COMPLETE LINE OF GLASS 


COOKING WARE IN THE WORLD 
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for Profitable WATER SYSTEM Business 





JACOBSEN 
Jet Shallow Well 
System 








JACOBSEN Reciprocating Shallow Well Pump 














..- BY BECOMING A DISTRIBUTOR OF 
JACOBSEN DEPENDABLE DEEP AND SHALLOW 
WELL PUMPS AND WATER SYSTEMS 


\& FY A Great and profitable market centers 
around YOU as a distributor of Jacobsen 
pumps and water systems. Over 25 years 

of successful manufacturing experience stand square- 
ly behind the design and production of this reliable, 
trouble-free line. As a Jacobsen distributor you will 
be able to build a continuous, profitable sales volume 


— because of factory sales and service cooperation. 


> 


4 
)—~ Get The Facts—about Jacobsen Pumps 


and Water Systems. There is a size and 


type for every domestic requirement. You 
also will be interested in the stofy of the complete 


Jacobsen Distributor Program. Your inquiry is invited. 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 
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TWO NEW 
IN THE SCREEN CLOTH FIELD 


...to salt air. Green Edge AlcrominA is a worthy 
competitor of bronze screen cloth. And more—because 
AlcrominA won’t stain surrounding woodwork, and it 
costs less than bronze screen cloth. 


The new Green Edge AlcrominA Screen Cloth is a 
new screen cloth with a new face. Its silver-like sheen 
is the outward sign of a newly developed Reynolds- 
engineered super-finish. This new finish makes im- 
portant functional contributions... 


It not only adds sales appeal—it assures extra wear 
and added protection. For this super-finish makes the 
screen more highly resistant to rust... to corrosion 


REYNOLDS WIRE CO., 


AlcrominA 


. .. the new Super Screen Cloth ~ 





under present government restrictions 
MANUFACTURED IN 16 MESH ONLY...IN LIMITED QUANTITIES 
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FACES 


Red Edge CrominA is the other new screen cloth with 
a new face. After being electro-plated-with zinc, it is 
given an additional special coating. Its life is almost 
double that of any galvanized screen cloth. 


DIXON, ILLINOIS 


Ked Edge 
CrominA 


... another new development 





» 
MADE IN 8 WIDTHS: 24, 26, 28, 30, 32, 36, 42, 48 INCHES 


7 

















shot blasting 


WARREN HEAVY 
HAND TOOLS 


Here’s another example of the careful at- 
tention which Warren Tool exercises in the 


manufacture of heavy hand tools. 


A rain of shot at high velocity upon the 
tools slowly revolving in the drum, removes 
scale and peens the surface of the tool to a 
bright, smooth lustre. Paint, when applied,’ 
digs in, takes hold, and stays put . . . so the 


tools will not become unsightly and shopworn. 


Warren Tool Corporation manufactures 
Warren-teed and the famous Devil Line of 


heavy hand tools exclusively for the rail- Shot Blasting is one of the many steps in the manufacture of | 
quality Warren Heavy Hand Tools. line includes 
road and hardware trade. Beira bles ton dioe Cen cd aw shi we Peove Bey ome 


- Sales office located at 2119 Bankers Bidg., 105 W. Adams St., Chicago, Ill. 
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When he asks you 
for a Rasp... 


There are times when a farmer has to double as a garage 
mechanic, or machinist, or carpenter to keep his farm and 
farm machinery running. . 

So, when he asks you for a rasp, remember, he may want 
that rasp for anything from fitting mortise and tenon joints 
or shaping an axe handle to rounding the holes in an incu- 
bator he’s building. It will be a tremendous boost for you 
if you show an interest and advise him on the proper 
rasp to select. 

This will likewise give you an opening for showing him 
the cabinet, wood and other files he may have occasion to 
use around the farm. The chart on the right contains several 
helpful suggestions. 

Above all, make certain you explain the Heller NUCUT 
“Wavy Teeth” File design, and why this patented two-in- 
one file feature cuts more quickly, and more smoothly than 
any other file. Your jobber will be glad to suggest the right 
stock to meet your customers’ needs best. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers — Good Tools Since 1836 


Newark 4, New Jersey . Newcomerstown, Ohio 


HELLER 
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Heller NUCUT Wood File & Rasp Finder Chart 





NAME APPLICATION 








Cabinet File Removing wood stock before sanding. 


For finishing wood and other non-metallic 
surfaces, making end grain cuts. Fitting 
mortise and tenon joints. 


Cabinet Rasp 


Flat Wood Rasp For rapidly cutting and shaping wood. 
Rounding wood stock, axe and other 


tool handles. 


Round Wood For rapidly cutting and shaping wood, 
Rasp Rounding wood stock axe and other 
tool handles. 


Last Makers Filing wood wherever, smooth finish is 
Cabinet Rasp required. 


Pattern Makers Filing wood wherever smooth finish is 











Cabinet Rasp required. 
| Awarded to the, 
Ni 





WAVY-TEETH 


FILES 
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A “penny untversily” tn 1652 


The first English coffee house in Lon- in the 15th Century in Abyssinia, there 


don was opened in St. Michael’s Alley, are many mythical stories which claim its 
Cornhill, London, about 1652. Others use as early as 575 A. D. Others relate 
followed and soon became popular __ it was used as a food in the year 800, as 
centers of wit and learning— later to a medicine about 1100, and as a drink 
be known as “penny universities” be- in the early part of the 13th Century. 


cause the greatest of the world’s minds But there is nothing mythical about 
met at the coffee houses daily for a the advantages of the West Bend Coffee 
penny cup of coffee. Makers, perfected by years of research 





| Although coffee was first recorded and development. 










Available soon after the war is over—three 
popular types of West Bend cédffee makers 
sketched at the right: No. 3188 DeLuxe Drip 
coffee maker, No. 542 Percolator, No. 68 
Vacuum-type coffee maker (all aluminum) 





























Five stars in 
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THERE WILL BE a great demand for radio sets—regard- 


. less of make—in the first months of the postwar period. 







As soon, however, as this immediate business is taken 
care of, the public will return to its customary buying 
habits and demand the best-known, trade-marked, nation- 






ally advertised sets, as always. 


* 
Friendly See what happened following the first World War. In 
the period between 1922 and 1939, 886 separate and dis- 
tinct lines of trade-marked radio receiving sets were put 


+ 
Warning on the market, according to authoritative figures. 742 of 


them are out of business today! 






Dealers who spent their money and their efforts on 






P TO RADIO these 742 lines probably were exceedingly sorry, in most 
: ! 
DISTRIBUTORS AND — 

As for Stewart - Warner (a $50,000,000 institution which, 

DEALERS FROM records show, has spent over $25,000,000 in advertising), 







we intend to occupy a leading position in the radio indus- 


Stewart. -°-ver try, as we have done continuously for more than 20 years. 


Since Pearl Harbor, we have devoted our large radio 
production facilities entirely to radar, radio and communi- 










cations equipment for our armed services. 





During the course of this work, we have developed 
, many new and interesting features which can and will be 
) incorporated in our postwar sets. 


However, the point of this mes- 





sage is.a word of caution to all our 
friends in the radio distributing field. 






If you can’t get the postwar 






franchise you want from Stewart- 
Warner, tie up with a substantial, 
well-known, experienced radio man- 







ufacturer who believes in advertis- 






ing, and who has a proved record of 





performance behind him. * 






Business in the postwar era will, 
no doubt, be good—for the man who 










exercises caution and good judg- 





ment now. 





Senior Vice President 














CORPORATION - CHICAGO 14, ILLINOIS 





STEWART-WARNER 
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Make Your Store 


Waterproofing Headquarters 








You can. stand 
squarely back of 


KAY-TITE 


It will positively 

prevent the seep- 

age of water. 

It’s guaranteed to 

do the job. 

Any one can apply 
Goes on like 





Pp Boller and Elevator 

ump, ler v 
Pits 

Reservoirs 

Silos 

Field and Quarry Stone 


also can be used as a mor- 
tar for pointing up brick 
and masonry, also to patch 
concrete. 
. Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 Ib. drums. It comes in 


Grey and White. 
Write for complete information. 


A 10 lb. package will waterproof 100 to 150 aq. ft. 
Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 





HOUSEWIVES WOULD RATHER 
HAVE THIS THAN THIS! 


: 


\/\/ \ oe 
OE 
vee |« 
‘ ‘ \ B “ 
WALLS and DRAPERIES 
are KEPT CLEAN with 


SINCLAIR INDUSTRIES, INC. 


These handsome regis- 
ter shields filter the 
smudge and dirt from 
the hot air heating sys- 
tem, saving the walls 
and drapes—and giving 
cleaner air to breathe. 


Wall and floor models 
fit any size of register. 
Easily attached. Hand. 
somely finished frames 
with special - treate-! 
washable filters. 


They sell on sight—e 
good mark up. Displays 
available. 

Send for Folders 
and Price List Now! 


BROADWAY AT CASS 
AVE., ST. LOUIS 6, MO. 
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| Plates Gold 


REPEATING 
PROFITS ON 
SUPPLIES 


Owners of Warner 

Electroplaters come 

back again and again 
for needed supplies. 

You make repeating 
profits on Renewable 
Anodes, and op Gold, 
Silver, Nickel and 
Copper Electropiat- 
ing Compounds. Sup- 
ply list and discounts 
included with your 











first shipment. 


An Electrolytic 
Tool of 
103 


Gus ELECTROPLATER 


, Silver, Nickel, Copper! 


NEW SALES-MAKER! ... just what every hob 
byist and mechanic needs and wants! With the new 
battery model Warner Electroplater entire modets 
and fittings can be plated easily and quickly. Wore 
articles, faucets, tools, silverware, etc., can be replated 
with beautiful coat of gleaming metal. Equipment in 
cludes: 10’x14” Control Panel, Variable Voltage 
Regulator, Work and Brush Terminals, Battery 
Connectors, Paterited NYLON-LUCITE Elec. 
trolytic Brush with 4 Anodes. All necessary sup 
plies: Electroplating Compounds for Gold, Silver, 
Nickel, Copper—also Degreaser, Cleanser, Instrue- 
tion Book and Wiring Diagram. LIST PRICE 
$19.75. Your price for sample, $14.81. Lots of 3 
, Or more: $13.17 F.O.B. Shipping weight 71Ibs. each. 


MASON-WILLIAMS CO., Dept. 5-7 
663 N.Wells St’ ~ ‘CHICAGO 10, nL 
aE A 





NATIONALLY ADVERTISED IN 
LEADING TRADE MAGAZINES 


TIME AND 


EFFORT-SAVING FEATURES 


1. Powered beyond ordinary requirements. 


2. Light in weight and 
3. Perfectly balanced f. 


easy to handle. 
or safe, one-hand use with greatest weight on 


long end of board—eliminating binding near end of each cut. 


4. Quickly adjusted for 


depth and bevel cuts to 45 degrees. 


Ask your Jobber or write for Catalog 
MALL TOOL COMPANY 7702 South Chicago Avenue, Chicago 19, i 


Mall, 


parorr | 


PORTABLE | 
-OWER TOOLS | 
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Wilson Open Back... 
with Steel I-Beam 
Handle Reinforcement. 
The quality shevel of 
the low price field. 


Stvart Closed Back... 
with Steel I[-Beam 
Handle Reinforcement. 
Everything extra ex- 
cept the cost. 


























SELL ON SIGHT. 
Features sell mer- 
chandise, and WOOD 
Shovels have the ex- 
clusive construction 
which creates prefer- 
ence. 






MEETING EVERY 
HARDWARE 
NEED OF 
QUALITY f 
CONSTRUCTION | 
PRICE. 








e KEEP CUSTOMERS 
SATISFIED. When you. 
sell WOOD Shovels, 
you sell customer sat- 
isfaction. Every 
WOOD Shovel must 
make good or we will. 





yal 


A WOO} 
aE 


f AW ’ 
oe be f = | A F 
iy | a ee ' SEY eB -? 
3a : pig ee , - 
‘ TPL “ 





BUY WAR BONDS AND 
BACK THE ATTACK, 
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Other Thursday 
“The Hardware Dealers’ Magazine” 





Editorial and 
Advertising Offices 
100 East 42nd St., 
New York 17, N. Y., U. S. A. 


Executive Office 


Chestnut and 56th Sts., 
Philadelphia 39, Pa., U.S. A. 


Established 1855, succeeding and embodying “Hardware” of 

New York; “Stoves and Hardware Reporter,” St. Louis; “The 

Western Hardware Journal,” Omaha; “Iron Age Hardware,” 

New York City; “The Hardware Reporter,” St. Louis; “Hard- 

ware Salesman,” Chicago; “Hardware Dealers Magazine,” New 
York, and “Good Hardware,” New York. 
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Store buyer rates... 




























REG. U.S. AND CANADA PAT. OFF, 


THE SAFETY FIREPLACE CURTAIN 





Oulslanding Features 
MAKE FLEXSCREEN 
QUICK-SELLING PROFIT-PRODUCER... 


There’s no question about it”—says a well known 
buyer for a large, metropolitan store—‘‘we think the 
Bennett Flexscreen is by far the finest fireplace screen 
on the market.” 


Gives positive protection against flying 
sparks and embers. 

Prevents fire-damage to floor, rugs, and 
furniture. 

Flexible, woven-metal curtain lets firelight 
shine through. 

Beautiful, sheer appearance adds distinc- 
tive charm to any fireplace. 

Easy to open or close curtains with one 
hand, Unipull control. 

Need not be moved to add fuel to fire—no 
burned hands. 

Nationally advertised —customers are pre- 
sold, ask for it. 
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Manufacturers of Basket Grates, Hand Forged Cranes, 
Fireplaces, and Metal Building Supplies 







745 NORTH STREET * NORWICH, N. Y. 
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ACCO CHAIN REPAIR LINKS 
NOW AVAILABLE IN 6 SIZES 


@ Your customers will thank you for reminding 
them to buy ACCO repair links for chains. They’re 
the handiest gadgets men can carry in their tool 
kits or pockets. é; 
With these repair links they can repair broken 
chain strong and safe in just a few minutes. Or 
they can join odd lengths together. That’s a big 
advantage at a time when every bit of chain is more valuable than ever before. It saves 
useful material and makes a limited supply of chains go farther. 
AMERICAN CHAIN repair links are cold-forged from rolled steel. Long, tapering laps make 
a smooth assembly. Links can be closed cold or heated for welding. Easy to close and they 
stay closed. Bright smooth finish. 


OTHER POPULAR SEASONAL ITEMS: American Chain is also supplying its wholesalers (under 

existing limitations) with the following chains, which are in great demand at this season: Cow Ties, 
Tie-Outs, Halter Chains, Pump Chain, Sash Chain, and 2/0 Tenso. Deliveries are also 
being made on Campbell Cotter Pins. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 
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Intormal Editorial Comments... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








OPA Pricing Policy Continues 
On Basis of “Profits Before Taxes’:— 


iP: FEW weeks ago 


Chester Bowles, OPA Admin- 
istrator, issued an official bul- 
letin entitled “OPA Pricing 
Policy.” It contains no infor- 
mation not generally known to 
business men, but it does bring 
further emphasis to the sad 
fact that OPA’s thinking on 
the subject of profits is based 
entirely on the “before taxes” 
status—which every business 
man knows is tragically ri- 
diculous and unfair. 

In this bulletin, Mr. Bowles 
attempts to justify the forcing 
of wholesalers and retailers to 
absorb price advances by pro- 
ducers—and bases his entire 
argument on reputed great in- 
creases in “net profits before 
taxes.” Throughout this pol- 
icy statement are numerous 


references to large “net profits 
before taxes” enjoyed by dis- 
tributors. 

No gage could be more un- 
fair nor more unsound than 


“profits before taxes” as a. 


guide to OPA pricing policies. 
As a former successful busi- 
ness man, Mr. Bowles should 
realize the error of such a 
practice yet he seems strangely 
oblivious to this fundamental 
wrong that is being done legiti- 
mate business under the ban- 
ner of curbing inflation, 

The only profits that are 
truly “net profits” are the “net 
profits after taxes” and, unless 
both manufacturers and dis- 
tributors are to be permitted 
reasonable “net profits after 
taxes,” it will be difficult, if 
not impossible, for business to 
fulfill its post-war obligation 
to create employment for re- 
turning service men and dis- 
placed war workers. 


xx* 


In substance, Eric Johnston, 
president of the Chamber of 
Commerce of the United 
States of America, has so tes- 
tified before the House Bank- 
ing Committee. A recent bul- 
letin of the Chamber encour- 
ages the belief that this 
committee may insist that 
OPA recognize the need of 
profits if we are to have maxi- 
mum production, which means 
maximum employment, as we 
approach resumed, full time 
peace economy. 

Mr. Bowles has been quoted 
as recognizing the needs of 
profits but if he means only 
what he terms “net profits be- 
fore taxes,” and his most re- 
cent policy statement so indi- 
cates, he is not favoring the 
kind of profits that encourage 
or permit expansion of our 
economy which is probably 
the only true means of curbing 
inflation for the long pull. 


Keep on Fighting 
To Tax the Cooperatives:— 


ACH week there is evi- 
dence of more interest in 

the subject of levying a fair 
tax on Cooperatives, the same 
taxes and on the same basis as 
non - cooperative operations. 
There appear to be an increas- 
ing number of supporters for 
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this campaign which, though 
by no means won, was never 
closer to realization. 

At the same time, the Co- 
ops are not idle. They are 
keen fighters and will not 
relax in their efforts to main- 
tain their unfair and unwar- 


ranted tax exemption advan- 
tages. 

Wm. L. White in the Em- 
poria Gazette of Kansas offers 
a brief and very much to the 
point observation when he 
writes:— 


“The 


Cooperatives are 
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convinced that they have 

within their system the germ 

of a wonderful New Era. 

So far as we are concerned 

this is a free country and 

they are entitled to go on 
thinking this, provided they 
are willing to hump them- 
selves and sweat in fair 
competition with the rest of 
us, and don’t expect their 

New Era to get a free ride 

into power at the expense of 

other taxpayers.” 

This thought by Mr. White 
tells the story in a nutshell. It 
is worth pasting in your hat 
and is worthy of being quoted 
when you write your Congress- 
men telling them where you 
stand on this question. 

Here is another pungent 
analysis of the Co-op tax ex- 
emption and its gross unfair- 
ness. It is taken from a recent 
bulletin of the Chicago Retail 
Hardware Association and 
reads as follows:— 

“What it’s all about... . 
Leave it to Les Oester, farm 
machinery dealer and 
mayor of Mendota . . . and 
to Phil Hanna of the Chi. 


Daily News to put it down in 


Steel Goods 


A STEEL goods manufac- 
turer recently asked 56 
hardware wholesalers in 30 
different states the simple 
question :— 
“Would you be willing to 
buy steel goods in June for de- 


livery next fall and winter?” 


* * 


black and white. . . . Here’s 
what the difference between 
co-ops and private firms 
really is—the reason for all 
the shootin’. .. . “Assume a 
co-op and a corporation or 
a partnership were doing 
business side by side and 
making a $25,000 each net. 
In the hands of a corpora- 
tion that sum would be tax- 
able at 40 per cent at least 
and taxed again if paid out 
as dividends; while as co-op 
“patronage dividends,” to 
many patrons in the low- 
income brackets, the portion 
of the $25,000 that Uncle 
Sam would receive would 
not likely be more than 15 
to 20 per cent. . . . Received 
by an individual store owner 
it would be taxed at better 
than 50 per cent.’ . . . That 
difference is genuine!” 

And if you haven’t written 
your two Senators and your 
Representative in the House— 
get busy and do it now! And 
get your neighbors and friends 
to do the same thing. Don’t 
relax on this fight—the Co-ops 
won’t, and they are politically 
potent and active. 


* 


“Futures :— 


There were 33 answers (59 
per cent) received of which 
28 answered “yes” and five 
answered “no.” The five nega- 
tive answers suggested either 
August or September instead 
of June as the time to make 
such future commitments. 


* 


Returning Service Men 
Will Need Your Help:— 


~ ERVICE men returning to 
civilian life need, and 
have richly earned, all the 
help that all of us can provide 
—and a patient understanding 
that will make their transition 
period a little less difficult. 
Many never had been em- 


ployed but went to war di- 
rectly from schools and col- 
leges. Many more had but 
short business careers before 
they were called into the ser- 
vice. Relatively few out of the 
great total will quickly adjust 
(Continued on page 109) 


HARDWARE AGE 





..- Here’s 
ice between 
vate firms 
ason for all 
“Assume a 
,0ration or 


vere doing 


’ side and 
0 each net, 
a corpora- 


uld be tax. & 


nt at least 
if paid out 
le as co-op 
lends,” to 
- the low- 
he portion 
hat Uncle 
ive would 
e than 15 
. Received 
‘ore Owner 
| at better 
... That 
ne!” 

’t written 
and your 
_ House— 
mw! And 
id friends 
g. Don’t 
he Co-ops 
olitically 


wers (59 
of which 
and five 
ive nega- 
‘d either 
- instead 
to make 
nts. 


war di- 
ind col- 
nad but 
| before 
the ser- 
it of the 
y adjust 
109) 


E AGE 


The Hardware Dealer who establishes a Builders’ 
Hardware Department along proven modern 
lines will enjoy an increase in over-all business 
through closer and better contact with each proj- 
ect. Selection of Builders’ Hardware brings 
owner, architect and contractor to your displays, 
creating a favorable opportunity for selling ad- 
ditional building supplies and equipment. This 
is plain “good business.” 

But the line of Builders’ Hardware you select 
is a vital consideration. The Lockwood Line has 
long enjoyed a reputation for high quality, good 
styling, sound engineering, and fair trade dealing. 
Lockwood has made many of the outstanding ad- 
vances of recent years, and Lockwood’s imme- 


ou can use 
‘Builders’ Hardware to 


get a major share of the building dollar! 


diate postwar line is now definitely scheduled. 

Lockwood goes farther than this, with a defi- 
nite plan to outline your investment and profits 
in dollars and cents, with stock and display 
suggestions, a Factory Sales Training Program, 
sound advertising support, modern cataloging, 
and a large 20-page section in Sweet’s Architec- 
tural File for handy reference by architects in 


writing specifications. 


Certain territories are still open. We 
shall be glad to go further into the 
subject with you if you will write us 
on your Jetterhead, please. 


” 


LOCKWOOD HARDWARE MFG. CO.. Fitchburg, Mass. 


Division of Independent 


PATRICIAN POLYFLEX MORTISE LOCK 


BOR-LOC 
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Lock Company 


CAPE COD BALL BEARING CLOSER 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


l \ BANK is remiss in 


its obligations to its community 
and to the national economy if it 
does not exhaust every resource 
of experience and ‘talent to try 
and find a method of making 
bankable every request for credit 
which offers integrity, “know- 
how” and reasonable financial 
substance and is to be used for 
some constructive purpose. 

Our banks have no obligation 


to risk the funds of their deposi- 


tors in the hands of those who, in 
their judgment, are not honest or 
those who lack a real moral will 
to repay their obligations, but pre- 
fer to run to a bankruptcy court 
and be legally freed of their obli- 
gations and then to go elsewhere 
and repeat the operation. 
Likewise, banks have no obli- 
gation to lend money to those 
who do not know what they are 
about—do not understand their 
business—who, in other words, 
lack the “know-how.” Remember 
the age-old adage, “A fool and 
his money are soon parted.” It is 
still true, unhappily, that in losing 
his own money he loses much of 
the money which has been loaned 


to him. 





*An address delivered before the 
American Management Association Fi- 
nance Conference, at the Hotel Bilt- 
more, New York City, Jan. 31, 1945. 


“They shall beat their swords into ploughshares 


Financing Post-| W 


“Don’t be carried away by this category, 

‘little business man’ used so much today. 

The little business man is generations 

older than the big business man and bank- 

ing in this country has grown up with the 

little business man . . . Banking itself is little 
business incarnate.” 


The great concerns with fine 
accounting departments and skilled 
financial officers have no credit 
problems with their banks—but, 
on the other hand, they would be 
the first to draw down or draw 
out their deposits from banks 
which they had reason to believe 
were making poor loans. 

On the other hand, the medium- 
sized and small concerns in a 
great many cases do not have in 
their managements the financial 
talents possessed by the larger 
and perhaps more seasoned ones. 

There is an old saying that, 
“The great oaks from little acorns 
grow”—but they grow only from 
sound acorns. 


Serving Small Business . 


American industry has grown 
up from little business and with 
little business and depends upon 
little business. 

Three-fourths of all business 
fatalities are in concerns employ- 
ing three persons or less and over 
one-third are in the retail food 
and liquor categories of business. 

Poor place for a fellow who 
does not have what it takes! 

It takes “know-how” and “guts.” 

Think of it! 7000 concerns 
pass out of existence every month 
in this country; 233 every busi- 
ness day; 30 every hour; and 
this in 1940, before priorities 
and other restrictions due to war 
came into being. 

I know of no greater satisfac- 
tion in banking than helping a 


sound acorn grow to oak stature. 
And second only to that is the 
satisfaction and pleasure of deal- 
ing with a concern whose gears 
are stuck in “low” and whose gas 
and oil tanks are almost empty, 
and putting some gas and oil into 
its tanks—at the same time explor- 
ing with its management why the 
gears are stuck in low, seeing the 
problems overcome and helping 
that business take its place on the 
economic high road and move in 
the inside traffic lane. 

This is how American industry 
grew up. This is how privately 
chartered banking grew up. Such 
cases are dependent upon coopera- 
tion. Cooperation to be effective 
must be mutual. It does not suf- 
fice for the banker to give his 
confidence and funds to the bor- 
rower. The borrower must like- 
wise give his confidence to the 
banker. 

Many inexperienced borrowers 
do not present their cases logical- 
ly or well, but it is then the 
banker’s duty to reduce the facts, 
as given, to principles and to try 
and find out how to make the 
loan bankable. 


Selecting Your Banks 


To my mind, banking relation- 
ships are like matrimony—for bet- 
ter or for worse, for richer or for 
poorer and, hopefully, not to 
swell the records of the divorce 
courts. 

Any given concern requires 
some one or more of the follow- 


HARDWARE AGE 





a et. pe ae 2 ae) 66k. 


a 






tion- 

bet- 
+ for 
t to 
orce 


nires 
low- 


ATES 








By HUGH H. McGEE* 


Vice-President, 
Bankers Trust Company, 
New York City 


ing banking services: credit, 
credit information, investment in- 
formation, foreign banking facili- 
ties, pay-roll facilities for the main 
office or for out-of-town opera- 
tions, clearance of checks and 
others—and above all the safety 
of deposits. 


Must Have “Know-How” 


Your bank or banks should, in 
the composite, provide, in a man- 
ner satisfactory to your company, 
all of the facilities which your 
operations require and should be 
carefully selected to that end— 
but, in addition, your bank or 
banks, and especially those from 
which you propose to seek credit, 
must, in your judgment, possess 
the same degree of integrity and 
“know-how” which they expect to 
find in you. 

You should be satisfied that 
your banker understands the cred- 
it requirements of your own in- 
dustry. 

Your banking business should 
be concentrated in such bank or 
banks and not scattered around in 
a lot of banks for no better reason 
than that your wife’s nephew-in- 


law is in a bank. When the clouds 


gather, these brittle ties snap 
quickly. 

Your relationship with your 
local banker should be especially 
close and strong—he can and will 
champion you much more often 
than you realize. 

You should give him the breaks 
whenever you can reasonably do 
so; you should discuss with him 
all of your financial requirements, 
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HUGH H. McGEE 


and you should also discuss with 
him the selection of new bank re- 
lationships in other cities. He 
will know how they perform and 
will be working with them in your 
behalf. 

Your banker, if he is on the 
job, will get around and visit with 
you from time to time. Take him 
through your offices and plants 
and tell him what you are doing. 
He gets very worthwhile impres- 
sions by this means. Develop the 
habit of visiting with him in his 
bank—he appreciates it. Sit down 
and think out loud with him— 
give him your confidence and 
seek his confidence. 


Sound vs. Unsound Loans 


Banks have a definite obliga- 
tion to bring to bear in their lend- 
img operations a curb on unwar- 
ranted borrowing. Money im- 
properly loaned to a poor credit 
risk is, in addition to the risk of 
its loss, almost bound to react 
against sound concerns in the 
same line of business. 

As to the lending of money in 
excessive amounts, we have, of 
course, the experience of the 
banks in one of the Federal Re- 


and their spears into pruning hooks.’.... 


serve Districts which, in 1921-22, 
made loans in rising markets to a 
point where 60 per cent of the 
banks in that district, represent- 
ing 30 per cent of the bank re- 
sources of that Federal Reserve 
District, failed. Certainly that 
was no contribution to the econ- 
omy or to any other worthwhile 
purpose. 

While I have never seen them 
defined in any dictionary, I very 
strongly believe that. there are 
such things as “horse-sense” loans 
—loans made without any mys- 
terious waving of wands, but 
based on the integrity of the bor- 
rower, his “know-how” of his 
business, the worthmess of the 
proposed usage of the credit, and 
a plain, honest, intelligent and 
morally courageous judgment as 
to the amount of credit which can 
be loaned under the circumstances 
— with substantial expectation 
that it will serve the borrower’s 
purpose and that it will be repaid 
according to the terms of the loan. 


War-Production Loans 


I will say something about the 
so-called “V” type of loans which 
have been developed during the 


ii, 4; Michah, IV, 3 
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period of intensive war produc- 
tion. 

“V” loans were devised in 1942 
to make credit available for war- 
production purposes, where maxi- 
mum production for war was the 
criterion. The amounts of credit 
required were frequently out of 
all proportion to the substance of 
the borrower, hence the govern- 
ment guarantee. 

“VT” loans were devised in 
1943 to provide in like cases not 
only for financial requirements of 
production but also to provide a 
means of freeing a contractor’s 
working capital upon termination 
of his contracts by the govern- 
ment. 

“T”, or termination loans, were 
devised in 1944 solely to free 
working capital upon contract 
termination. 

War production contractors and 
sub-contractors should promptly 
assure themselves that they will 
have immediately available to 

them upon the ultimate cancella- 
tion of their contracts, sufficient 
credit to free their working capi- 
tal and to deal with their own 
creditors. This may be done by 
“T” loan procedure, which is 
relatively simple, or by a straight- 
out commitment by a bank with- 
out any reference to a govern- 
ment guarantee, and many are 
being done by this latter means. 

All of these so-called “V” types 
of guaranteed loans, of course, 
will disappear with the consum- 
mation of the contract termina- 
tion. 


Actual Performance 


As a matter of actual perform- 
ance by banks, it is interesting to 
note from the authoritative fig- 
ures that the chartered banks of 
this country had actually out- 
standing in war-production loans 
in the late spring of 1942, before 
we had any Government guaran- 
tees, over $2,000,000.000 and in 
large part to necessitous borrow- 
ers who were exceedingly light- 
waisted as to financial resources. 

According to the official figures 
of the Federal Reserve Board the 
outstanding “V” loans have never 
reached that figure. 

This guarantee of domestic 
commercial credit by government 
must stop as soon as the war 
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production bill is paid if we are 
not to invite political credit. Po- 
litical credit and private enter- 
prise cannot go hand in hand. 


Bank Credit Groups 


After an intensive study of the 
subject and an effort to appraise 
the post-war credit requirements, 
the American Bankers Associa- 
tion undertook some time ago a 
two-pronged objective; first, a 
country-wide educational program 
designed to promote the use by 
the banks in their lending opera- 
tions of some newer methods of 
lending which have been used 
with considerable success by a 
number of the larger banks for 
the past few years; and second, to 
inspire the organization of a num- 
ber of regional bank credit groups 
over the country. 

As to the educational program, 
the funds were promptly provided 
by 3000 banks, and this program 
is well and, I think, effectively 
under way. 

The bank credit groups, of 
which there are now 25 in ex- 
istence and 12 in active course of 
organization, represent aggregate 
commitments on the part of their 
member banks at present of $457,- 
000,000. 

I think of these bank credit 
groups as “back stops”—some- 
thing like the baseball player who 
backs up the infielder on the off- 
chance that the ball may get by 
him. 

In particular as to the bank 
credit group of New York City, 
with which I am most familiar, 








Join the Hardware Age 
Post-War Forum! 


Day by day peace comes nearer 
and after it will come the era of 
post-war business. It is essential 
that you plan for this period and 
every branch of the hardware busi- 
ness — manufacturers, wholesalers 
and retailers — should be engaged 
in getting ready for the future. Post- 
war competition will be keen and 
there will be new factors entering 
into the business of distribution. 
Make your plans now! 

The HARDWARE AGE Post-war 
Forum is given over to an exchange 
of ideas on this vital subject of 
post-war thinking and planning. 
You are invited to take an active 
part in its deliberations and to con- 
tribute your ideas upon this impor- 
tant subject. 


its stated and agreed purpose is 
to implement, augment and under- 
take the financing (through loans 
or other credit accommodations) 
of small and medium-sized busi- 
ness concerns in the United States 
during the reconversion period, 
which is expected to continue af- 
ter the cessation of the present 
hostilities, by participating with 
local originating banks in financ- 
ing risks so undertaken which 
may be in amounts, for periods or 
upon terms or under conditions 
which may make usual banking 
accommodation unavailable. 


This bank credit group has had 
committed to it by its 28 New 
York City Member Banks an ag- 
gregate amount of slightly more 
than $100,000,000. Its credit com- 
mittee is made up of a high order 
of official credit talent represent- 
ing the New York banks. I am 
confident that this New York City 
Bank Credit Group will give a 
forthright account of itself as oc- 
casions develop. These, I feel, will 
most likely occur when the con- 
tract termination program has 
fairly begun to run its course. 


Government Lending 


We have, today, in direct and 
active competition with our pri- 
vately chartered banking system, 
some 46 lending agencies of our 
Government. We in banking have 
no choice, in my judgment, but to 
stand up in open competition with 
these Governmental agencies. 


Unless you can bring yourselves 
to believe that political credit 
would be a good thing to have in 
this country—because this Govern- 
ment lending is the straight and 
undeviating road toward exactly 
that—have an obligation to pre- 
sent your credit problems ade- 
quately and fairly to your char- 
tered banks of account, and to en- 
courage your medium-sized and 
small business friends to do like- 
wise and to urge them not to “sign 
off” the chartered banking system 
of some 14,535 banks of this coun- 
try, simply because some one or 
two banks say “no” to their re- 
quests for credit. 


Do not judge the entire banking 
system or even all of the banks of 
your own community or area by 

(Continued on page 113) 
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Here is a display 
featuring garden 
goods which was a 
recent feature in 
one of Pickard’s 
windows. The onion 
sets were not in- 
cluded for they'd 
been disposed of by 
that time. 


[ CJ 


(s IVING merchan- 


dise away may not bring in any 
immediate returns in cash, but fre- 
quently it is the means of building 
up plenty of good will. Victor 
Pickard, owner of the Pickard 
Hardware Co., Inc., White Plains, 
N. Y., found that to be the case 


when recently he found himself 


with more onion sets than time on 
his hands. 

In Mr. Pickard’s words, “I re- 
ceived the sets too late to do a 
real selling job. As the days 
passed, prices dropped to as much 
as three cents below cost. Rather 
than advertise them, I thought I 
might as well go ‘whole hog’ and 
give them away before they were 
completely spoiled.” 

There were several ways of do- 
ing this at his disposal. He could 


pass them out to customers as 


they came to his store or he could 
take them home after hours and 
offer them to his neighbors. These 
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Gives Onion Sets Away and Reaps Harvest 
Of Good Will As the Result 





things to have done—but he didn’t _—of the city. Each holder of a card 
do them. took one pound or more of the 

Instead he went to the garden 
committee of the local War Coun- 
cil in his county-seat city of 40,- 
000-odd population and made his 


offer. The committee in turn vol- he was through, Mr. Pickard had 
unteered to mail 250 penny post- disposed of two bushels to the Boy 
cards at its own expense announc- Scouts and had presented the local 
ing that anyone who wanted at Fire Department with another 
least one pound of onion sets free eee 


could obtain them at the Pickard 
store merely by presenting the 


The Idea Works 


would have been the ordinary dropped in from various sections —_ go ‘whole hog’, didn’t it.” 


















































Pickard Hardware Co,., Inc., attracts 
150 people to store by means of 
offer. Garden committee of local 
War Council distributes the cards 


sets; many purchased other mer- 
chandise—and all agree that it 
was an excellent method to use in 
building up good will for both 
the store and its owner. Before 


“T figure,” says Mr. Pickard, 
“that those cards brought in 
about 150 people—maybe more. 
This, naturally, helped the store 
get acquainted with many strang- 
did the’ trick. People — ers in town. It certainly paid to 
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Booth Type of Display Saves 


View of paint department booths giving an idea of the extent #f the section. 


Arrangement eliminates ladders and 
permits C. E. Stukas & Son to devote 
180 feet of space to paint section 





A PAINT department 


with the stock so arranged that it 
is not necessary to climb ladders 
to get paint cans on top shelves 
has been used successfully for 
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many years by C. E. Stukas & Son, 
Clinton, Iowa. It’s an arrange- 
ment that saves time and steps 
and increases sales. 

The entire right side of the store 
has been partitioned into a num- 


ber of small booths. These par- 


titions are really rows of shelves 
which face outward toward the 
main aisle at right angles to the 
wall. Stock can be placed on 
these aisle shelves from both sides. 
There is a 3-ft. space between each 
set which permits a sizable stock 
of paint to be placed in these 
booths. 

Each right angled set of shelves 
protrudes 6 ft. toward the main 
aisle, and since there is display 
space on both sides of the shelves 
it means an additional 12 ft. for 
display of paints for every set of 
shelves. 


180 Feet of Paint 


Twelve of these partition-shelves 
are used for showing paint which 
means 144 ft. of paint stock dis- 
play, plus 12 of the 3-ft. sidewall 
areas, totalling 36 ft., giving a 
total paint display area of 180 ft. 

The area above this section has 
a floor which is curtained off and 
is used for storage. 
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“We find that this method of 
stocking and displaying paint 
works out very well for us,” says 
Earl Stukas. “There is a limit to 
the height a customer’s glance will 
normally travel. If we had-some 
stock higher than six or seven feet 
the customers would not see it and 
our staff would spend extra time 
putting paint up there and taking 
it down. Under our present setup, 
we can stock the paint and take it 
out with a minimum of effort and 
still get exceptional display. Of 
course, the fact that our store is 
wide gives us opportunity to use 
this type of display. In a narrower 
store it might not be possible to 
do it, without crowding the center 
aisle too much.” 


Spot Displays 


Outside each partition are little 
counter level shelves which permit 
the spot display of key paint and 


Accessories are featured on this table and also on ledges before partitions. 
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cleaning items. There is also room 
for the showing of painting fold- 
ers and color charts. The wood- 
work here is well varnished and 
presents an attractive appearance. 
Each partition is numbered so that 
a new salesman can easily find 
what he is looking for by consult- 





ing a chart which gives the shelf 
location. 

Toward the front of the store 
where the partition-shelves _be- 
gin, Mr. Stukas has made an at- 
tractive sign. The word “Paints” 
is in red and is placed against a 
white background which immedi- 


= DUCO mT 





Closeup of booth showing th-ee-wall shelf arrangement. 
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ARCHERY is THE worto's 
MOST ASTONISHING SPORT.-.FOR 
THIS GENTLE DIVERSION, INDULGED 1 
CHIEFLY BY COLLEGE GIRLS: OR 

MIDDLE AGED AND ELDERLY MEN 


MORE HUMANS 
BEEN SLAIN BY ALL THE SHOT 
AND SHELL EVER EXPLODED Vi 
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HUNTING "DEER WITH BOW AND 
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ately brings the department to the 
attention of everyone who enters 
the store. 

Painting accessories are dis- 
played attractively on counters 
and tables directly in front of the 
partition-shelves, and many of 
these counters have step-up dis- 
play arrangements high enough 
so as not to interfere with the gen- 
eral view of the paint department 
from the main aisle. The large 
displays of accessories help sell 
many of these items to inquiring 
and browsing customers. 


Help the Customers 


“We try to be as helpful as we 
can to every person who has a 
painting job to perform, be it 
small or large,” says Mr. Stukas. 
“We are proud of our quality line 
of paint, its variety and the acces- 
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sories we have in stock. We try 
to get the customer to tell us the 
size of room he is going to paint, 


what his color combination will 
be, the condition of the woodwork 
and the plaster. From his answers 
we are then able to advise him 
correctly. We also stress the fact 
that an additional coat of paint 
will often give added beauty and 
durability. We don’t try to over- 
load the customer with advice but 
we can tell from his attitude if he 
is interested in getting full infor- 
mation on the paint job he is go- 
ing to tackle. Our customers ap- 
preciate such help. They come 
back year after year to buy at our 
store for their various paint jobs.” 


Department Advertised 


Mr. Stukas also advertises his 
paint department by means of 
window displays and uses adver- 
tising in local newspapers. How- 
ever, he thinks his best form of 
advertising is the word-of-mouth 
recommendations by his satisfied 
customers. 

This dealer caters to both a city 
and rural trade. The farmers have 
been large buyers of paint during 
the war period, for they have the 
money and they have more build- 
ings to paint than have the city 
home owners. However, there has 
been a general desire on the part 
of all local home owners to im- 
prove the appearance of their 
homes both inside and outside and 
plenty of paint has been used in 
the process. Mr. Stukas believes 
that this trend will continue well 
into the post-war era and expects 
his department to reach new highs 
in that period. 





Takes Advance Orders for Post-War Appliances 


HOMPSON STEWART, owner 

of the Hepner Hardware Co., 
Freeport, Ill., believes that now is 
the time to get started on his pust- 
war appliance department. With 
this thought in mind, he has in- 
stalled signs on the walls of his ap- 
pliance section which invite his cus- 
tomers to place their orders for ap- 
pliances which will be delivered 
when they are obtainable. 

After having the signs up a cou- 
ple of months, Mr. Stewart reports 
actual orders for appliances of 14 
refrigerators, 16 washers, 33 irons 
and two pressure cookers. He is 
confident that as time goes on these 
lists of customers will grow so that 
he will have many, many orders to 


fill when appliances are again avail- 
able. 

In making up his signs, Mr. 
Stewart searched for national ad- 
vertisements of his companies show- 
ing post-war models and he placed 
these on the sign. Room is also left 
for the prospect to sign his name on 
the placards, thus signifying his in- 
tention of buying. 

Many customers have put down 
sizable deposits on the appliances 
they have selected. But the chances 
are that any man or woman who 
publicly lists his order for an ap- 
pliance is not going back on his 
word. That is why Mr. Stewart’s idea 
of getting those orders at this time 
is very sound. 
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Wood-burning box stoves which 
can be equipped to burn coal 
occupy a considerable area 

and attract many farmers 


Attract the Farmer’s Attention 
And the Next Step Is a Sale 









Missouri farmers have the money 
for merchandise and the firm of 
Roberts & Green is their answer 
to the problem of where to buy 


A GOOD merchan- 


diser figures all the angles. Take. 
for example, the case of Roberts 
& Green, Columbia, Mo., a city of 
more than 18,000. This company 
has taken full advantage of a gold- 
en merchandising opportunity. 
And therein lies the story, told 
best, perhaps, in syllogistic form. 
Farmers are prospering; Roberts & 
Green handles implements as well 
as hardware—therefore: Farmers, 
on their way to the service depart- 
ment with their implements to be 
repaired, are ideal potential cus- 
tomers for farm items. Things 
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like small box stoves and feed 
troughs and egg crates, etc. 
Following through on this sort 
of reasoning has paid off well for 
the company. Farmers are human 
—they can’t resist a bargain when 


_ they see one. And the way Roberts 


& Green has laid out their lines 
and utilized all display space 
makes it doubly hard for the farm- 
ers to do so. Small, wood-burning 
box stoves, which can also be 
equipped to burn coal, occupy one 
display area. These stoves are in 
strong demand in small farm 
homes, as well as in tool sheds, 









Two tables near the front hold 
household items for the ladies. 


barns and chicken houses, and 
some of them have _ stovepipe 
warming ovens. 

Another table — placed right 
smack in the farmer’s path as he 
comes in, as are all tables—is 
loaded with poultry-watering foun- 
tains, feed troughs, egg crates, fer- 
tilizer and other related items. And 

(Continued on page 112) 
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“See What We Have” Policy 
Doubles Dinnerware Sales 


















Below is shown the 
dining room table on 
which pottery and 
dinnerware are often 
featured. The items 
are displayed upon 
doilies which gives 
them a _ distinctive 
appearance. On the 
sidewall are shown 
some of the gifts 
and figurines. 


O,.. of the time- 


tested principles of good selling is 
efficient display. As a way of ad- 
vertising, it reflects the owner's 
personality and the store’s stand- 
ing in the community, and it 
boosts sales, to say nothing of win- 
ning new friends and keeping old 
ones. 

The Skandia Hardware Co., 
Rockford, Ill., populated 84,637 
strong, has found this merchan- 
dising rule to be true, for by using 
open displays of dinnerware, glass- 
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ware and gifts, the volume of sales 
on these lines has almost doubled. 
The profit double-jump was ef- 
fected by new management, who 
insisted on a “let-the-customers- 
see-what-we-have” policy. 


New Arrangement 


Prior to the war most of these 
lines were featured on shelves 
where their display features were 
not emphasized. Considerable 
merchandise was sold despite this 
handicap but some time ago the 
decision was made that the set- 


Open sidewall displays have done 
much to build the enviable record 
made by the firm in these lines. 


up should be changed to provide 
for a more open type of display. 

Step-up shelving along one side- 
wall of the store serves as an 
effective display spot for pottery 
and glassware to say nothing of 
numerous gift articles. The walls 
have been finished in a light color 
and serve as effective backgrounds 
against which this merchandise is 
featured. These lines show to the 
best possible advantage in their 
new setting and catch the eyes of 
every customer who enters the 
store. 

Results came immediately. Cus- 
tomers flocked around the center 
aisle tables, they viewed the 
stepped-up shelves along the side- 
walls with renewed interest. And 
— most important of all — they 
bought. 
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One attractive feature, located 
at the front of the section, is a 
small dining room table which is 
used for displaying glassware, 
luncheon sets and pottery sets. The 
various articles are displayed upon 





showing partiality to any one line. 
Sets of china, ranging upward 
from $10, with $17.95 the popular 
price, sell well in the 32 and 54- 
piece sets, with occasional 95-piece 
sets being sold to large city and 
fasm families. Moving at about 
the same pace are the pottery, 
flower vases and figurines—the 
last sought after by collectors. 
This last type of business is on 





shown on one of the center-aisle 
tables—and glassware business is 
good, too. The same can be said 
for the fruit plaques, colored 
wastebaskets, framed pictures, 
mixing bowls, butter churns, white 
china and crocks. 

The management of this store, 
located in a quieter section of town 
where it is easy for the rural trade 
to find parking space, reports that 


Displaying lines where customers 
see ‘em builds glassware and gift 
business for Skandia Hardware Co. 





Attractive center aisle display tables like these have been the answer 
to the problem of moving crockery, gifts, glassware and other items. 


doilies which serve to make them 
stand out and which give a true 
homelike atmosphere to the entire 
display. Women customers are 
always attracted to this table. Dis- 
plays there are changed frequent- 
ly and the ladies are always curi- 
ous to see the various items as 
they would appear upon their 
own tables in their own homes. 
And, once’ their curiosity is 
aroused, their interest increases to 
the point where they make pur- 
chases. 

They’re still buying, without 
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the increase. More and more peo- 
ple are becoming amateur collev- 
tors of these articles and this not 
only augurs well for the sale of 
figurines but also for many other 
types of articles. Salt and pepper 
shakers and small pitchers are 
other articles which are sought by 
many collection-minded custom- 
ers. Needless to say, the Skandia 
Hardware Co. is prepared to grat- 
ify the desires of this type of 
customer and does so. It all 
means additional profits. 

The wooden and plastic ware— 


the entire department has proved 
successful with the women, who 
use it as a gift-shopping center 
and often bring their friends along 
when they come back for more. 

Plans for the post-war period in- 
clude remodeling of this depart- 
ment. Lines will be enlarged, the 
interior and window displays im- 
proved and all lines promoted by 
intensive campaigns. 

A satisfied customer, is always 
a fine advertisement for any store 
and this one has been fortunate 
in this respect. 
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Radio Repair Shop 
Helps Increase Traffic 
For Hardware Store 


Vierke’s Hardware and Carl L. Clink 
have a mutually beneficial’ set-up 
which builds up profits for both 





Wives, F. 


VIERKE of Vierke’s Hardware, 
Rochelle, Ill., and Carl L. Clink, 


radio and piano repair man, have 
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an ideal service cooperative ar- 
rangement. The firm has rented 
Mr. Clink space at the rear of the 
store for his radio service shop for 
a number of years. As Mr. Clink 


has many radio customers coming 


Carl L. Clink in his shop at the rear of the store. 








to him from 10 to 20 miles out- 
side of town, this setup has in- 
creased the store’s traffic to a con- 
siderable degree, particularly dur- 


ing the wartime period. 


Bring in Radios 

Mr. Vierke requires customers 
to bring in their radios for repair 
now, during wartime, and_ this 
plan brings potential hardware 
customers to the store weekly. By 
constantly passing out cards that 
state that his service shop is lo- 
cated in the hardware store, Mr. 
Clink activates interest in the 
store. During the month, he goes 
to the surrounding outlying dis- 
tricts to tune pianos and repair 
radios. He leaves a card at each 
home, which action directs pub- 
licity toward the store in rural 
areas. 

The space occupied by the ser- 
vice shop is not large, and the 
benefits derived from such an ar- 
rangement should prove profitable 
to other hardware dealers and 
radio service men. During noon 
hour and busy times,* Mr. Clink 
assists in the store and, by the 
same token, the store staff takes 
care of his phone calls while he 
is out. 
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It’s been a long time since... 


The first time an American rifle 
team engaged in international 
competition was in 1874. Some of 
the shooting positions were so 
strange and unusual that Currier 
& Ives, outstanding lithographers 
of the day, recorded them for pos- 
terity by poking a little good- 
natured fun at them, as in the 
print above. 

The popularity of target shoot- 
ing has grown tremendously since 
then. Every year, up until our en- 
try into the war, thousands and 
thousands of American men and 
boys have engaged in rifle compe- 
tition under the supervision of the 





National Rifle Association, the 
Boy Scouts, the 4-H Clubs, and 
many other organizations. With 
the war, millions of young fellows 
have been taught the rudiments 
of target shooting, and large num- 
bers of them will continue shoot- 
ing targets after the war—just for 
sport. Therein lies a vast potential 
post-war market for the sale of 
sporting arms, ammunition and 
accessories. And, asin 1874, Rem- 
ington will be the choice of marks- 
men. For marksmen and sports- 
men alike have come to kiow, “‘If 
It’s Remington—It’s Right.” 
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DEALER LETTER Gea 


Chart Shows Comparative 
Power of Remington 
Hi-Speed 22's 


FOOT SECONDS 








FOOT POUNDS 




















BRIDGEPORT, CONN., JULY 5, 
1945. Many shooters and a lot of 
dealers are interested in the difference 
in power of Remington Hi-Speed 22 
short, long and long rifle cartridges. 
The chart above shows the muzzle 
energy in foot pounds of Remington 
Hi-Speed solid point 22’s. 

The 22 short has a muzzle energy of 
82 foot pounds (the amount of energy 
required to lift 82 pounds one foot off 
the ground). The 22 long has a muzzle 
energy of 122 foot pounds; and the 
long rifle, 168 foot pounds! 

Muzzle velocity ranges from 1130 
foot seconds for the solid point short, 
to 1400 foot seconds for the hollow 
point long rifle. It is significant that in 
the Remington Hi-Speed line, even 
the 22 short cartridge has practically 
as high a velocity as ordinary long 
rifle cartridges. 

- Remington Hi-Speed bullets all have 
a remarkably flat trajectory, ranging 
from a maximum of 4.6 inches at 50 
yards for the hollow point short, to 
only three inches for the solid point 
long rifle. 








REMINGTON HOLLOW POINT 











Since the beginning of the war, a total of 14 
Army-Navy “E” awards for excellence in 
production have been made to Remington- 
owned or operated plants. 


* * * 


Unlike the deer, which sheds its entire antlers 
each year, the prong-horn antelope drops 
only the sheath, retaining the bony core, 
around which a new sheath is rapidly formed. 


* * * 
Hi-Speed is Reg. U.S. Pat. Off. 
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by Remington Arms Co., Inc., Bridgeport 2, Conn. 


The Remington hollow point 22 bullet 
was designed by ballistic experts to 
give maximum effective expansion. 
The picture on the right shows a cross 
section of one of these bullets, illus- 
trating its hollow point; and the entire 
bullet, both before and after impact. 
It has really got a wallop that makes 
it extremely effective for dropping 
small game and pests. 








22 EXPANDS ON IMPACT 















Giving First Aid to Ailing Appliances 
Helps Develop Post-War Prospect List 


Meyer & Wahr will tackle any kind 
of a repair job. Service men keep 
their eyes open and check up on 
what customers will need when 
new merchandise is available 


peers of 


many kinds are repaired in the ser- 
vice department of Meyer & Wahr, 
Manistee, Mich., and the constant 
flow of traffic shows that this de- 
partment is appreciated by the 
Hardly a day 


passes but what a miscellany of 


store’s customers. 


small items such as toasters, waffle 
irons, and irons are 
brought in for repairs. In addi- 
tion, the firm does a lot of solder- 
ing for its customers, items being 


lanterns 


things like cream and milk cans, 
tea kettles and boilers. 


Collecting and Delivering 


The heavier appliances which 
are repaired include washing ma- 
chines and vacuum cleaners. The 
lighter items are brought in and 
also called for by the customers, 
but the more bulky ones are han- 
dled by the store. A large num- 
ber of washing machine parts is 
ordered annually for the firm has 
many washers in service in this 
area. 

This hardware store intends to 


100 


He’s repairing a 
toaster now but 
the shop is able 
to take care of 
any larger type of 
appliance it may 
be required to put 
in order. 


sell a full line of appliances in the 
post-war period and, of course, 
the present service department 
helps the firm in developing a 
large list of prospects for them. 
The heavier appliance service 
brings the service man into many 
customers’ homes where he has an 
opportunity to show them the re- 
liable featues of Meyer & Wahr 


service. He can also check on the 
appliance needs of many of the 
homes he visits. 

Both city and farm people pat- 
ronize this service department. 
Farmers in the area bought many 
appliances in the 10 years before 
the war, and they are just as 
anxious as anyone else to have 
these articles kept in condition. 





Signs: on Saws Save Stock and Time 


HE average homeowner seeking 

to purchase a saw does not 
know that when he handles one his 
fingerprints may rust it. 

The Freeport Hardware Co., Free- 
port, Ill., has an excellent saw dis- 
play which attracts attention to the 
line, but the management has also 
placed signs on the display which 
read, “Stop! Please don’t handle. 
Fingerprints mean rust.” 

A sign like this, according to the 
management, does not retard sales. 
Many men will stop to read the sign, 
then see the saws and make a pur- 
chase. The signs also help to im- 
part this information to all saw 
owners and prospects and save 
the salesman’s time. When selling 
a saw, the salesman advises the cus- 
tomer to wipe it with an oiled rag 
after using. 


This sign saves time, preserves 
stock and imparts good advice. 
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TRUE TEMPER AXES: 
Edge—Preferred pis ‘gee a mg oad Witat Forged Shank Dynamic. Both taper forged in 
d one piece from a bar of steel. 
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Every item tops in its field. 


methods, with modern equipment. 


Millions of users know and prefer True Tools Create the Largest Sales 
Temper Tools. Each year we tell more mil- Volume and the Best Profit of Any 


lions through advertising in the pages of Hardware Line 
A man called at a hardware store to buy a True 
Temper Dynamic Hammer. Before he left he 
bought—fasteners, 87¢-—paint, $3.50—putty, 10c— 
paint brush, $1.50 — thinner, 50¢— total $6.47 — 
bra table volume created by the man’s desire for 
rue Temper Hammer which he could buy only 
at the Hardware Store. 


THE AMERICAN FORK & HOE COMPANY 
Cleveland 15, Ohio, Makers of 


America’s finest magazines about 
the added quality, value, and utility, 
and direct them to see and buy 
True Temper Tools in their Home 
Town Hardware Store. 


TRUE TEMPER PRODUCTS 


a THE KNOWN VALUE EIGHT STAR LINE 


vice. 





AGE 
JULY 5, 1945 





This is the type of window that attracts the prospective tool buyer. 
Backless display gives a view of the tool section inside the store. 


Tool Windows Catch the Eyes of Men 


Who Are Planning Future Shops 


4 Big Hardware Stores Co. uses them 
to attract people who contemplate 
opening own business after the war 


Here's what the prospect sees on entering the store and facing left. 
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\ ‘on planned dis- 


play of hand and power tools are 
bringing mechanics’ and machin- 
ists’ trade to the 4 Big Hardware 
Stores Co., Rockford, Ill, and are 
helping to achieve an ever growing 
volume of this line. T. C, Young, 
manager, states that when the store 
began to display and stock the 
tools some months ago, there was 
a quick influx of male customers 
who were interested in them. 
Many men have acquired tech- 
nical and mechanical training in 
numerous war plants and such 
skills will be used by them in nu- 
merous small, independent busi- 
nesses in the post-war period and 
in home workshops as well. These 
workers have the money with 
which to buy tools, and many of 
them are buying one or two items 
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@ Making bolts and nuts requires much the Same equipment 
as manufacture of aircraft engine valves, rifle barrels, axles 

»r Cars, tanks and tractors, and anything else 
made of steel which requires heat treatment to increase its 
strength and wear-resistant qualities, There are many differ- 
ent kinds of heat treating furnaces used in Lamson & Ses- 
sions’ plants—and each type provides a Special “heat treat. 
ment” specified by our engineers. A Lamson 1035 cap 
screw for example requires entirely different heat treatment 
than a Lamson Carriage bolt, and a Lamson thread-forming 
screw has a different heat treatment than a Lamson machine 
bolt. All are given Precisely the correct heat treatment to 
make the strongest possible product, in its size, for the pur- 
Pose intended. There is nO guess-work about it for auto- 
matic controls Operate all heat treating equipment. e Profits 
on the Lamson line are as Consistent as the quality back of the 
Lamson name on the cartons that your distributor ships you. 


THE LAMSON & SESSIONS COMPANY, General Offices, Cleveland, 0. 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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at a time in order to build their 
stocks for the future. 

The 4 Big Hardware Stores Co. 
maintains a large stock of tools 
and keeps them up in front on the 
left side of the store. Excellent win- 
dow displays are always featured. 
Mr. Young is making note of the 
requests of the customers for vari- 
ous types of tools so he can stock 
enough of them when they are 
available in larger quantities. 


The store handles drill presses 
which sell from $86.50 to $200 
and numerous customers show in- 
terest in these itemseas well as in 
other power tools. Sales, at the 
present time, are for cash. 

“A good tool window will ap- 
peal to most men,” says Mr. 
Young. “They just can’t resist 


stopping and inspecting such a dis- 
play. Many times they will decide 
to come in and take a look around. 
That is why we spend a lot of time 
making up our display windows.” 

The tool windows at this store 
are rounded at one end to permit 
a fuller view of the inside of the 
store. Varying step-up levels are 
used throughout the window area 
to allow for better display. 


1944 Tax Sources 


F the $40.6 billion in taxes col 

lected by the Federal Govern- 
ment in 1944, fifteen billions (or 
37 per cent) was drawn from the 
income of businesses. Individuals 
paid from their personal incomes 
another eighteen and a quarter bil- 
lion dollars (or 45 per cent of the 
total). 








There’s Been a Change 






























































(From “The Columbian Crew,” Columbian Rope Co., Auburn, N. Y.) 
“Looks like they took Mr. Peebles off the road and gave him a desk job.” 
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This Padlock Is 
A Collector’s Item 


Padlocks were big in those days. 
Note the difference when compared 
to modern padlock shown at right. 


HIS huge hammered iron pad- 

lock and key, illustrated for 
comparison purposes with a smaller 
and more recently made padlock 
and key, has an interesting history. 
Welton Stanford, Baldwin, Long Is- 
land, N. Y., a retired Schenectady, 
N. Y., hardware, dealer, obtained it 
from his father who purchased it 
and other curios more than 50 years 
ago from a museum and curio shop 
operated in the “Old Fort” near 
Scotia, N. Y. From the same collec- 
tion many people obtained ancient 
muzzle loading flint lock muskets 
and other relics of the early Amer- 
ican Indian war days. Until his 
passing in 1891, Abe Veeder owned 
and conducted the “Old Fort,” which 
was sometimes known as “Abe 
Veeder’s Fort.” 

Mr. Stanford says, “Al! the hard- 
ware used in the ‘Old Fort’ was of 
this huge but efficient character, 
usually the product of a local black- 
smith. Door hinges and thumb 
latches were of hammered iron. The 
front door fastening was of wood 
and was inside while the latch string 
really hung inside. The padlock was 
actually used on this fort.” 

Abe Veeder, who passed gway in 
1891 at the age of 80 was the son 
of a Revolutionary War veteran, 
Nicholas Veeder who was born in 
1761 and died in 1862. Nicholas 








Veeder’s epitaph in the Scotia Re- 
formed Cemetery states that he was 
“the last soldier of the American 
Revolution in New York State, who 
fought in General Herkimer’s Army 
in 1776.” 
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Smile, if you will, 


but, in 1917, this was it! 


This venerable cake-mixing ma- 
chine isn’t exactly photogenic by to- 
day’s standards, we'll admit, but back 
in 1917 it was really something! And 
thumbing through the family album 
(we only do that on birthdays, this 
being our 35th) we remember what 
the old-timers will never forget— 
the sales-splash made by this grand- 
sire of today’s sleek Hamilton Beach 
Food Mixer. 


The cake-mixing machine or early 
model food mixer was a Hamilton 
Beach “first.” So were these other 
highlights that helped dealers to 
make electrical home-appliance his- 
tory: 

First practical use of the universal 
motor in appliance application. 


HAMILTON 





First self-contained portable vacuum 
cleaner. 

First improved portable cleaner com- 
bining wheels and a floor brush. 
First modern type electric drink mixer. 
First portable sewing-machine motor. 


Be first and you make friends. Be best 
and you keep them. .Hamilton Beach. 
dealers today, as in the past, know 
that we'll continually strive to meet 
both ends of that proposition. They 
know, too, that the three-and-a-half 
decades of manufacturing know-how 
behind Hamilton Beach will make it 
easier to win that kind of develop- 
ment “double-header.” Hamilton 


Beach Company, Division 





of Scovill Manufacturing 
Co., Racine, Wis, 






HOLDS MORE + EB 
Each Neoceta bristle is channeled to sa ci F a "5 Lk e THE NEW 


pecty. Fewer dip Lows Fatgue. | cn 4 sceemiiiaaesme For 
SPREADS BETTER FINER FILM FUNT BRUSH 


Neoceta bristles brush out well. Carry Perfectly tapered Neoceta a 5 ; i“ & : H 
and spread paint evenly over mox- bristles lay paint smoothly. 5 a ce Pi 
Pad 


works EASIER {ONG LIFE 


High capacity—perfect balance plus May be used in all oil, casein and 
fewer dips—less effort. Light stroke water paints, varnish base enamels, - | 
—ittle brushing. varnishes and shellac. Cleans easily. A en 


imum area. Not limp. Not too stiff. aie ie 


The name NEOCETA is a registered Trade Mark of the Pittsburgh Plate Glass Co. 


WORTHY COMPANION OF THE FAMOUS Gald Stuge BRUSHES y re) 
YEARS 


PITTSBURGH Eu 
PLATE GLASS COMPANY jp ope 
G 


Grush Deutsiou 


REPRESENTATIVE LINE OF NEOCETA BRUSHES NOW AVAILABLE SEE YOUR NEAREST PITTSBURGH’ BRANCH 
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BECAUSE nis man- 
ufacturer has not 
sacrificed quality in 
wartime to increase 
sales volume! 


BECAUSE iis 

paintsare preferred by 

more people than any 
*other brand! 


BECAUSE nh. is 
backed by the most 
consistent paint mer- 


chandising! 


BECAUSE his man- 
ufacturer considers 
him first, refusing to 
sel] any new full-line 
accounts for the dura- 
tion! 











BECAUSE he be- 


longs to the most 
extensive dealer or- 
ganization in the paint 
industry! 


BECAUSE nis 


store is “Paint Head- 
quarters” throughout 
his community! 


BECAUSE iis 


paints have been con- 
sistently advertised 
during the war! 


BECAUSE iis 


Paint and Color Style 
Guides offer the most 
constructive con- 
sumer service in the 
industry ! 


HE IS THE 
SHERWIN-WILLIAMS DEALER 


Dealers desiring to become Sherwin-Williams full-line dealers after the war should write 
NOW to The Sherwin-Williams Company, Dealer Sales Department, Cleveland 1, Ohio. 


TOP MAN IN PAINT TODAY 
AND TOMORROW! 











Throughout the past 





50 years the name 
— Vichek — has be- 


come a standard 





of value. Year by 
year these fine tools 
have increased in 


popularity. 


























* HARDNESS 
* SIZE 
* BREAKING POINT 
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THE VLCHEK 
TOOL COMPANY 


3001 E. 87th ST., CLEVELAND 4, O. 

















HE Freeport Hardware Co., 

Freeport, Ill., has an excellent 
dog goods department located near 
the front door which, is a. meeting 
place for all dog owners in the com- 
munity. Dog harnesses and collars 
of various sizes, as well as chains 
and leashes, are featured and; in 
addition to this, there also is a show- 
ing of dog remedies and dog food. 


Dog Department a Real Sales Builder 






























This department is frequented by dog owners. Practically everything 
for dogs or puppies is here and the section is a revenue producer.” 


The display is placed against the 
wall and has several levels. 

The second display level, con- 
taining the dog remedies, is equip- 
ped with indirect lighting and this 
helps to attract the attention to the 
line. This section is a spot where 
dog lovers like to browse about and 
few of them leave it without mak- 
ing a purchase. 





HAT does ‘retailing offer as a 
vocation? Here’s what a leaf- 
let distributed and used by the Salt 
Lake City, Utah, Public Schools and 
the Retail Trades Committee of the 
Chamber of Commerce says about it: 








| more taxes, and provides more com- 


1. Retailing is rapidly taking its 
rightful place as a highly specialized 
occupation rather than just a job. 

2. The great wealth of these 
United States is based on its highly 
developed commercial activity. Pro- 
duction is effective only if there ex- 
ist proper facilities of distribution. 
Expert distribution is the province of 
retailing. 

3. Being a matter of personal ser- 
vice and human relations, no de- 
velopments in a machine age will 
alter the permanence of retailing. 

4. It offers year-round security, 
and is not a seasonal occupation. 

5. It presents opportunity for 
ownership and independence. 

6. It has more people enjoying 
the benefits of wages in the higher 
brackets than any other peace-time 
yocation or profession. 

7. It employs more people, pays 


Retailing As 


a Vocation 


forts daily than any single industry. 

8. Its fundamentals, properly 
learned, are useful in every walk of 
life. 

9. It requires developing the abil- 
ity to meet all types of people, there- 
by enhancing personality and poise. 

10. It develops the ability to work 
and cooperate with others. To live 
for and within one’s self does not 
bring happiness and satisfaction, 

11. Requiring the exercise of in- 
genuity, imagination and creative 
ability, no profession offers greater 
satisfaction in work well done. 

12. In a field where so many in- 
dividuals are engaged, a comforting 
sense of mastery may be developed 
through solving competitive prob- 
lems. 

13. Special abilities are quickly 
recognized. In this profession there 
is always room at the top. 

14. It need never become monot- 
onous; new situations, new merchan- 
dise, new people present themselves 
daily. 

15. No field offers greater satis- 
faction to the curious mind. The 
changes going on in the merchandise 
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field alone offer a whole new world 
of interest. 

16. It supports all public institu- 
tions, and provides leaders in com- 
munity life. 

17. It is an occupation that offers 
the opportunity to earn while. you 
learn. 


Civilian Employees 

on Federal Payroll 

URING the past five years 

there has been no increase in 
the number of employees working 
for all*state, county, city, town and 
village governments but the number 
of civilian employees on the federal 
payroll has more than tripled, rising 
from 911,000 in March, 1939, to 
3,257,000 in March, 1944. As of the 
same date there were more people 
working for the federal government 
than were working for all the 48 
states and the thousands of cities, 
towns, villages and counties. 


Just Among Ourselves 
(Continued from page 86) 


their thinking, and therefore 
their actions, to the normal 
needs of civilians living and 
working. 

Those who saw active com- 
bat duty in many parts of 
the world and will have to out- 
grow a restlessness born of 
many months’ close contact 
with the enemy, with men 
dying and wounded, plus the 
uncertainty of their own health 
and the many other hardships 
which war imposes. It will 
not be easy for them to settle 
down to the jobs that must be 
provided or to which many of 
them will return. Employers 
and associates can ease the 
way for these men who come 
back if they will show pa- 
tience, interest, and above all 
be understanding. It is little 
to ask for those who have done 
so much. 








Latest News on 
PRIORITIES 


and 


WAR-TIME ORDERS 
on page 142 
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During more than a quarter-century of continuous 
production of “air-cooled power,” Briggs & Stratton 
has been constantly recognized as the leaders in 
this field—and has earned foremost recognition for 
pioneering in improved design — for engineering 
advancements —and for constantly improved 
precision manufacture. 


Their unequalled performance has again been 
proven by the brilliant record of Briggs '& Stratton 
4-cycle air-cooled gasoline engines in hundreds 
of standard and special wartime uses and 
applications. Their dependable service under 
severest conditions assure still greater setvice 
in the period ahead — through use on an ever 
increasing number of gasoline-powered 
appliances and equipment. Ay 









Only in Briggs & Stratton 4-cycle air-cooled gasoline engines can you 
get the extra performance, the durability, and economy made possible 
through 25 years of consistent leadership. Let us help you plan in fit- 


ting this dependable power into your designing and produc- 
tion of gasoline powered equipment, tools, and appliances. 
BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S. A. 

































L, 1905—40 years ago 
—TI received a letter in St. Louis 
from Lester E. Tilley of St. Joseph, 
Mo., asking for a job as traveling 
salesman with The Norvell-Shap- 
leigh Hardware Co. He had had 
some experience as a stock clerk 
in a hardware house in St. Joseph. 
I wrote him to come to see me. 
He came, I hired him and sent him 
to Kansas to travel with Hutchin- 
son as his headquarters. 

His father, who is 87 years old, 
recently called on me here in New 
York and we have had a good, old 
fashioned talk about Kansas of 50 
years ago. His father lives in Vir- 
ginia, is in perfect health, has re- 
tired on a pension and, being an 
ex-railroad man, travels on a pass. 
He said his hobby was traveling 
and visiting. He visited his son in 
Kansas at the time of the last 
Kansas City convention of hard- 
ware and implement dealers, went 
there with him and had a grand 
time meeting the Kansas hardware 
dealers. 


Forty Years on the Job 


Going back to the time I hired 
his son, he said Lester received my 
letter but didn’t have the money to 
pay his fare to St. Louis so he got 
him a round trip ticket and backed 
him with cash for his expenses. 
So, he said, he helped Lester get 
his job. Now all this leads up to 
the fact that Lester still has that 
job on the same territory with 
headquarters in Wichita and 
Hutchinson. Forty years on one 
route and still going strong is a 
record not to be sneezed at. 

Lester writes me about the de- 
lightfully moderate winter they 
have had in Kansas, no severe 
weather at all but with plenty of 
snow that will guarantee one of 
the best winter crops of wheat 
Kansas has ever had—and wheat 
at $1.75 a bushel! 

Kansas needs a good press 
agent. Most people when they 
think of Kansas think of grass- 
hoppers, winds, droughts, dust 
storms and all that. Even the 
term “Bloody Kansas” is not for- 
gotten. 
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The 
Dean’s 
Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


What people do not know and 
have not been told is that Kansas 
is one of the healthiest states in 
the country. Health reports— 
tuberculosis for instance—as less 
than Colorado, California or Ari- 
zona. Then take that other great 
scourge, especially of the middle 
aged—heart disease—Kansas fig- 
ures are way down under almost 
all of our other states. The kind 
of living they do there does not 
develop heart disease and sudden 
death. 

Once the Dean lived in Central 
Kansas, Salina to be exact, and he 
never knew any one to be sick and 
was never sick himself. Almost all 
year Kansas is flooded with sun- 
shine. Sunshine and fresh air are 
the best aids for longevity. 

Besides that the living and eat- 


ing conditions in Kansas are nor- 











mal. There are plenty of homes 
and rooms to be had in the smaller 
towns. People seeking health and 
rest rush over Kansas to our over 
crowded far western states, beg 
for rooms, and pay extortionate 
prices for food and often are com- 
pelled to go without. 

Millions are rushed over the 
state on the night and day stream- 
lined trains. At night they never 
see the state, by day they nap or 
read books. They say “how flat 
and uninteresting Kansas looks.” 
But these same people cross the 
ocean and never complain that the 
sea is flat and there’s nothing but 
water and clouds and often no 
clouds. They sit in their steamer 
chairs in the sun and breath the 
pure air and feel it’s grand. Kansas 
will supply the same without the 
roll of the ship and no sea sick- 
ness—and at low and reasonable 
prices. 

The late William Allen White, 
editor of The Emporia Gazette, 
gained fame by an_ editorial 
“What’s the Matter With Kansas.” 
The trouble then was “Populists.” 


No Black Markets 


When peace comes a lot of pee-_ 


ple will be hunting homes. Our 
large cities are crowded to over- 
flowing. Our large cities are just 
plain robbing the people. There 
are no black markets in Kansas. 

Kansans, if they wish more peo- 
ple, should just advertise the ad- 
vantages of living in their state. 
They might also tell something 
about the kind of people one will 
find as neighbors there. I know 
these Kansas people and they are 
fine neighbors and real Ameri- 
cans. Foreigners there have had 
time to assimilate. Cultured peo- 
ple in Kansas do not have to suf- 
fer from assimilating people whose 
traditiens have been different. 

Seme one once wrote that a@ 
happy people have no history. 
Maybe that is the real trouble with 
Kansas. Maybe its inhabitants are 
just satisfied to grow old there and 
die of old age. 

I forgot to say that Tilley, Sr., 


when he arrived in New York’ 


visited several hotels seeking a 
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PRESENTING... .the locks with the look of tomorrow 


Here’s a glimpse of the new streamlined 
Eagle locks that you have been promised. 
Modern design has been added to the fine 
quality and excellent craftsmanship that you 


have learned to count on in Eagle products. 


As soon as possible after the end of the war, 
this complete new line of Eagle locks will 
be on your shelves... but not for long. They 
will move fast... bring in more profits... build 


consumer preference ... make friends. 


And the new Eagle watchword—streamlined 
styling—applies not only to the product. 
Eagle’s sales plans and policies, which in- 
clude strict adherence to the jobber distri- 
bution system, are streamlined to fit perfectly 


into your postwar merchandising picture. 


THE EAGLE LOCK COMPANY 


SUBSIDIARY OF BOWSER, INC. 
—America’s FIRST Lockmakers— 


217 Eagle Street, Terryville, Connecticut 





Remember to specify EAGLE for screws 
and bolts. Precision manufacture gives 
you concentricity of head with shank... 
clean finish on heads and threads, no 
burrs . . . uniformity in centering ond depth 
of slots. Write: Screw Division, The Eagle 
Lock Company. 


CABINET LOCKS * PADLOCKS « NIGHT LATCHES « LUGGAGE HARDWARE « WOOD SCREWS « MACHINE SCREWS « STOVE BOLTS « SHEET METAL SCREWS « DRIVE SCREWS 
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better values than ever, as soon as the 
Government gives the word. 


remax Froducts 


DIVISION CHISHOLM-RYDER CO., 
4509 HIGHLAND AVE., NIAGARA FALLS, N. ¥ 


INC. 
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Order Your Supply Today 
from Your Jobbe: 


\MINUTE MOP CO. 


(3 E. 23rd. St. 





Two new sales-pullers join famous, original A Mop 
with Drainer for greater, easier profits—Minute Disb 
Mop and novel Soap Bank that uses soap scraps 

All three, of Du Pont Ce'lulose sponge, sell fast, 

Cuts down drudgery ef home washing 
Mop and wash cleaner and faster 
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5 oe 











room. All were full up. Finally 
he tried an apartment building. 
They had a three-room apartment. 
After some negotiating they let 
him. use one room at $5.00 per day. 
He landed on a meatless day. 
Down in Virginia he said his 
dealer gets meat direct from Chi- 
cago and he has never suffered 
for lack of it. We New Yorkers, 
like Bernard Shaw, are becoming 
vegetarians. Our Mayor over the 
City radio tells us every Sunday 
what substitutes we can use for 
food. 


“Nostalgia” 

Prescott, the New York Times 
book critic, tells about a book de- 
voted to American names. He 
dwells on words. He writes about 
the word “nostalgia.” Just what 
does it mean—homesickness. From 
the Greek nossos—“back home.” 

These two Tilleys—father and 
son—have given me a nostalgia 
for Kansas. I would like to visit 
Salina, Hutchinson, Hays City and 
Wakeeny again. Oh yes, Mr. 
Tilley, Sr.; went to the circus— 
seat cost him $4.50—12,000 audi- 


ence! 


Attract the Farmer's 
Attention and the Next 
Step Is a Sale 

(Continued from page 95) 


during the season, the company 
also carries an extensive display 


| of package and bulk garden seeds, 


insecticides and garden tools. 


Feminine Items 


The feminine side of farm life is 
also represented here. Two tables 
near the front of the store are en- 
tirely for feminine benefit. 
are large and small crocks, 
flower pots, 


There 
jugs, 
cookie jars, 
butter-making jars— 
all attractively arranged and wait- 
ing to be bought. Harnesses, in 
quantity, are displayed in the rear 
of the store. 

Finally, 
its farm 
watering 


mixing 


bowls and 


this store, along with 
machinery line (stock- 
tanks, heaters, pumps, 
hay forks)* has a variety of items 
helpful to the farmer in his food- 
production job. 


| 
| 
| 
| 
' 


by weeding out non- 
producing cows. Ex- 
tra adjustable indi- | 
cator can be set to 
deduct weight of 


HANSON 


” ” 
x 2” x 17”. Heavy SCALE COMPANY 
construction assures % 
years of reliabie 525 N. Ada St 
service. List $5.00 Chicag 
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ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


OFFICER'S 
BAG 


No. 83. Officer's 
bag for service men 
or civilians. Made 


with 
tings. Built to take 
the hard knocks of 
all traveling. Folds 
up into compact 
bag that conserves 
space, 




















BABY SWING 


No. 96. They will be in big de- 
mand this spring and summer. 
Cash in on this item. Made from 
heavy washable Khaki Duck ma- 
terial, reinforced for long and hard 
wear. In ordering specify No. 96. 


FOLDING AUTOMOBILE 
BABY SEAT 


No. 104. A sturdily made 
steel frame with strap 
hangers to fasten on auto 
seat lean back. High qual- 
ity fabrics used for seat 
part. Fully assembled. 
Packed in bulk, 





Inc. 


SPRADLING'S 
ST. LOUIS, MO. 
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Financing Post-War Business 


(Continued from page 90) 


the occasional “Old Man Sour- 
puss” of the “Sourpuss Bank.” 

In my judgment, the great lend- 
ing vehicle during the forthcoming 
reconversion and initial post-war 
eras will be the term loan. The 
term loan, generally speaking, is 
a loan with an ultimate termina- 
tion date of more than one year 
and one which normally provides 
for serial amortization during its 
tenure. 

Term lending came into active 
use by commercial banks in the 
very early part of 1934 and in the 
intervening period of 11 years has 
been used increasingly, both as to 
dollar amount and as to number 
of banks utilizing it. 

In my own institution, which, I 
believe, made one of the first really 


so-called term loans, we regard it 
as a sound adaptation of method 
and have made a great many such 
loans in a very substantial aggre- 
gate amount of money. Very fre- 
quently, other banks, one up to 
20 odd, have joined us in a par- 
ticular term loan. 

Term lending provides a very 
adaptable and very flexible means 
of lending—does not require regis- 
tration with Governmental author- 
ities—and can be adjusted prompt- 
ly to meet changing conditions by 
agreement between the borrower 
and lender in the light of then- 
known conditions. 

Term lending is really only a 
realistic recognition of many bank 
lending practices which had gone 


on over a period of years. The 











GOALS AND SALES 


FOR 7 WAR LOANS — ALL INVESTORS 
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ACTUAL FIGURES 


Billions of Dollars 
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Illustrating the goals together with the sales realized on the former 
War Loan drives. Sales for the current drive are sure to top the goal. 
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YOU GET 


4h or 
* "  o¥e Satisfied 
Customers 


* Repeat 
Orders 
* Bigger 
Profits 


HACK SAW BLADES 


i? Star ‘‘Moly’’ High-Speed 
Steel blade is unbeatable for fast 
cutting when a clean, smooth finish 
is desired. 

The Star Unbreakable Special 
Flexible blade is the ideal tool, 
for maintenance and general util- 
ity work. It’s tough, sturdy — and 
just the tool, even for awkward 
positions. 

IT TELLS HOW — This handy pocket- 
size booklet “Metal Cutting” is a 
useful instruction \ Yaw 3 | fall 

manual on the se- , 
lection, use and } 


care of Hack Saw = : 
Blades. Send fora 


supply. 












CLEMSON 


CLEMSON BROS, Inc, Middletown, NY 


Mohers of h power hack sav 
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With victory, produc- 
tion greatly enhanced 


in the war, is ready for 
larger service through 
distribution of quality 
Music Wire to the 
hardware trade. 


XLO Music Wire in all 
standard sizes from .003" 
to .200" comes to you at- 
tractively packaged. 


JOHNSON STEEL & WIRE CO.INC 


ESTER |, MASSACHUSETTS 


WORC 





5 ANGELES 








BIG DEMAND FOR . 


7 


Hay Covers 











it may be a long time before farm- 
ers can replace barns and storage 
buildings. In the meantime they 


need to protect their crops from ' 


weather and dirt. Harvested feed 
grasses, such as alfalfa, clover, hay, 
etc., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpan- 
lins. 

Fulton Bag & Cotton Mills, estab- 
lished in 1870, also manufacture 
back bands, cotton twine, tarpaulins, 
—_ covers, tents and other canvas 
tems. 


WRITE “DEPT. H A" POR INTERESTING DEALER PROPOSITON 


FULTON BAG & COTTON MILLS 
Manufecturers since 1870 


Atiaata 


Minneapolis New York 


St. Louis 
New Orleans 


Dallas 
Kansas City, Koa. 
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banker who told an individual that 
he would lend him for 90 days 
and would give him four renewals 
was really making a term loan at a 
90-day interest rate; the banker 
who gives a line of credit to a 
commercial concern which has ag- 
gregate lines of credit in excess 
of its peak requirements and ro- 
tates these lines, but never pays off 
at any one time all of its indebted- 
ness to all of its banks—that bank- 
er is participating in a term loan 
without always realizing it. 

We have had a good deal of 
experience now on term loan prac- 
tice and its methods and we have 
found that it is practicable for 
small loans as well as very large 
ones, and [-repeat my statement 
made above, that I am confident 
that we will use it a great deal in 
the next few years. 

Its essentials are a loan agree- 
ment which is tailor-made to fit 
each case and which, among its 
other terms, generally includes the 
period for which it is to run, the 
amount and rate of amortization, 
and, normally, some fixed mini- 
mum dollar amount of working 
capital. 

As to tenure, most banks which 
are active in the term lending field, 
will make these loans up to a one 
to five-year basis, but there are, 
however, a number of banks who 
will, as a matter of practice, make 
them as far as a one to 10-year 
basis and also for longer periods 
in conjunction with life-insurance 
companies. 

There will, of course, be many 
cases where the only means of 
financial assistance must take the 
form of investment in equity 
capital 

The Investment Bankers Asso- 
ciation, whose membership in- 
cludes almost all of the investment 
banking concerns of the country, 
is giving serious study to making 
available capital of this type to 
medium-sized and small business 
during the reconversion and initial 
post-war eras. 

This may well take the form 
of regional investment trusts 
equipped with the necessary ad- 
visory talent as well as investment 
funds. You know, a lot of strug- 
gling small business concerns 
really need sincere guidance more 
than they need money. 
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I offer no apologies for the per- 
formance of banks as a whole dur- 
ing recent years in the face of the 
pillorying which they have had. 

Six thousand one hundred com- 
mercial banks reported to the Re- 
search Council of the American 
Bankers Association that they had 
made, during the last six months’ 
period in 1940, 14,046,000 credit 
transactions, involving over $21.,- 
300,000,000. The reported trans- 
actions were at the rate each 
month of 2,341,000 in number and 
$3,554,500,000 in amount. 

In addition to giving data as to 
loans made and renewed, banks 
granting lines of credit, and having 
centralized information available, 
were asked in the council’s ques- 
tionnaire to state the total sum 
placed at the disposal of their cus- 
tomers and the amount which was 
being availed of. This question 
covering the latter half of 1940 
was answered by 1400 banks. 

They stated that they had 
granted $6,140,200,000 in open 
lines, of which amount $2,241,- 
500,000, or 36.5 per cent, was in 
use on December 31, 1940. Simi- 
lar data for the first half of the 
year showed a ratio of 33.1 per 
cent being availed of on June 3Q, 
1940, while on June 30, 1939, the 
reported figures showed a ratio 
of only 26.9 per cent in use. 


Average Loans Small 


Analysis of the figures for 1940 
indicates that large proportions of 
these loan transactions were for 
relatively small amounis. The 
average size of the new loans was 
$1,787, the average renewal loan 
was $1,403, and the new mortgage 
loans averaged $3,347. 

Don’t be carried away by this 
category, “little business man,” 
used so much today. The “little 
business man” as a category is 
generations older than the big 
business man, and banking in this 
country has grown up with the 
little business man. 

As to little business, when you 
ponder the fact that 70 per cent of 
our banks in this country have 
lending limits not in excess of $15,- 
000, I think that you must con- 
clude that banking itself is little 
business incarnate. Certainly, it 
lives with little business and, I 
repeat, has grown up with it. 


JULY 5, 1945 
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Show Insulation, Electric Fence and 
Plumbing Accessories in August 


INSULATION 


nave see rant? : INSULATING 
AVOID HEAT 
"SAVE FUEL WINDOW 
MERCHANDISE: 
ROLLS Insulating material 


in rolls, batts, sacks, 
granulated and loose 


or fluffed types. 


BACKGROUND: 


Central panel of 
dark blue corru- 
gated board or 
painted wallboard. 
Side panels of white 
material. Cut out let- 
ter of white material. 


























GRANULATED ROCK WOOL 


Sa in 


sxe 
‘ «4, 
PASE 


‘ 
, Sa fy tN 
» WON 
IaS2 SNS TANS a 





HARDWARE AGE Original Window Display IDEAS 





ELECTRIC 
FENCE 

WINDOW 

4 MERCHANDISE: 

Electric fence con- 


ELECTRIC PLUMBING poner feos fare 











: batteries, barbed 
F E S Cc E , ACCESSORIES wire, fence testers, 
BATTERY SETS _ 







PLUMBING 
ACCESSORIES 
WINDOW 


MERCHANDISE: 


Medicine cabinets, 
toilet seats, bath 
room fixtures, plung- 
ers, tank balls, fau- 
s x cet washers, toilet 
e30o8e F ; paper, bowl cleaner, 
drain pipe opener. 


BACKGROUND: 


Center panels of 
dark green corru- 
gated board or 
painted wallboard. 
Side strips of light 
green material. Cut- 
out letters of bright 
yellow material. 


AND ACCESSORIES 
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The store with Cye-aypeal 


Prrreririrrii iii Te 6 Ue ee ~~  }|£;_—aonzr i Ao 


CeCe eee eee eee ee eesereeeeeeeeeeeeseses 


is the store that people prefer! 





BEFORE 


BE SURE YOUR STORE has the eve 
appeal that means better business. 
Plan to modernize it . . . inside and 
out... with Pittsburgh Glass. ‘This 
attractive store in Minocqua, Wis., 
shows how Pittsburgh Glass can im- 
prove a store’s sales personality. 


Be ready to reap 
new profits by planning. 


your new store front 


and interior NOW. 


ANT a proven recipe for bet- 
ter business and bigger profits? 

It’s a simple one . . . in two parts. 
First, give your store interion 
smartness and beauty with Pitts- 
burgh Glass. Second, remodel your 
store front with Pittsburgh Glass 
and Pittco Store Front Metal. Then 
your store will have the eye-appeal 
and personality that attracts new 












customers, widens your trading area, 
boosts volume. 

Now is the time to plan your store 
modernization. Be ready to go when 
building restrictions are lifted. Re- 
member that a big backlog of mod- 
ernization work has been built up 
during the restricted period .. . and 
it will probably be difficult to get 
alterations done promptly if you 


wait till the last minute. 

See your architect to assure a well- 
planned, economical store design. 
Our staff will gladly cooperate with 
him. And meanwhile, you'll want 
copies of our free books about store 
modernization. They show many ac- 
tual Pittsburgh remodeling jobs... 
with facts, photographs and _ ideas. 
Send the coupon below .. . today. 


"PITTSBURGH stand for Duality Glass and dint 





pee 
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Store Fronts and Interiors — 
GH PLATE GLASS COMPANY. 


wai nt Me en 


stan i 


Pittsburgh Plate Glass Company 
2284-5 Grant Building. Pittsburgh 19, 


Please send me, 
illustrated booklets on store 


Name 


A ddress.------------- ‘ ‘ 


aes | 


without obligation, your 
1odernization. H 


State-- 
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Those Extra Sales 


lated merchandise is always 

good practice in retail hard- 
ware stores. Current merchan- 
dise shortages may handicap this 
basic activity to a considerable 
degree, but not to the extent that 
it should be neglected. 

Getting the maximum amount 
of business from each customer 
will always be good business. Try 
to get an extra sale from every 
person who enters the store. A 
few people may resent the sug- 
gestion that they make additional 
purchases. However, there are 
not many of this type and the 
majority of your customers need 
many types of merchandise for 
their own homes and will welcome 
any suggestion that would serve 
to remind them of their needs. 


sed ere selling of re- 


Many Allied Lines 


There are many hardware 
store lines which are allied one 
to another. Take the case of 
paint for example. Sell a can of 
paint and it immediately suggests 
sandpaper, putty, scrapers, brushes 
if they are available and a wide 
range of articles. 

If a man purchases screening 
what could be more logical than 
to suggest screen paint and screen 
hardware to him? 

When a floor sanding machine 
is rented to a customer always 
make it a point to suggest the 
various grades of sandpaper 
needed to start the work and 
carry it through to completion. It 
will add up to a nice profit for 
your store. And an added source 
of profit can be tapped by sug- 
gesting various types of floor fin- 
ishes. 

Lawns and gardens usually hit 
the jackpot in this respect. When 
a customer buys seed you have a 
ready made opening to suggest 
fertilizer, plant food, rakes, tools, 
etc. 
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Almost any type of article used 
in or around a home suggests a 
companion or allied item. All that 
is needed is a knowledge of your 
stock and its uses, imagination 
and the inclination to make the 
necessary suggestion. 

Never forget the fact that you 
are doing the customer a favor 
by suggesting that he purchase an 
allied item. Nothing is worse 
than for a man to purchase a can 
of paint and prepare to do a 
painting job only to discover that 
he has forgotten to purchase a 
brush. He will blame himself for 
his own forgetfulness, but nine 
times out of ten he will also re- 
gard the salesman as an incompe- 
tent for failing to suggest that he 
purchase the missing article. And 
once a customer has reason to 
doubt a salesman’s ability he will 
transfer his business to another 
salesman—and possibly another 
store. 





When you suggest an addition- 
al purchase you have nothing to 
lose and both you and your store 
have much to gain. You will be 
developing your selling technique 
and making yourself more val- 
uable to your store. And your 
store will be making an addi- 
tional profit—a “plus” profit. 

A short time ago the writer 
and his wife visited a drug store 
for the purpose of purchasing a 
50-cent article. What happened 
should be in the nature of an in- 
spiration to hardware store sales- 
men. The salesman “knew his 
stuff.” When we left the store our 
purchases totaled $4.85. We had 
not thought of buying any of 
those additional items, but we 
needed every one of them. We 
were forgetful, the salesman had 
reminded us and we were appre- 
ciative of the fact. As we walked 
up the street we remarked that 
he had saved us an additional trip 
and we agreed that he was the 
man who would wait on us when 
next we visited that store. © 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 very poor. The correct answers to these questions will 


be found on page 153. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Can you explain the words “line-cut” and “half-tone” as 


used in advertising? 


2—A customer wants enough 5 ft. poultry netting to enclose 
a pen 40 ft. by 40 ft. Deductions for openings amount to 10 
ft. How many 150-ft. rolls will be needed? 

3—Dealer receives an order for enough flat barn door track 
to hang three 8-ft. barn doors. The track retails for 95 cents 
per 8 ft. length. Determine the value of the sale. 

4—The pica is a unit of measure in advertising and printing 
used to indicate the amount of space to be filled. There are six 
picas to the inch. Determine the picas in the following: (1) 


3 in.; (2) 5 in.; (3) 10 in. 


5—A customer wants te fence in a plot 120 ft. by 210 ft. 
How many rods of fence will be required? 


(Answers on page 153) 
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FULL LINE means FULL VOLUME 





























Completeness—that's what puts many a sale “‘in the bag” for Myers dealers. Whether 


or not you handle all of these famous lines, remember that each line is complete— 


A MESSAGE 
with a just-right item to meet every customer's requirement. If it's a pump, water 
TO MYERS system, sprayer, or hay unloading tool, there's a Myers quality product to exactly 
DEALERS fill the bill. Talk full line to your prospects and customers and you'll build increased 


volume for the future. On all these lines you are assured your full share of our maximum 


production by our policy of allocating our output to Myers dealers and distributors. 


THE F. E. MYERS & BRO. COMPANY 


DEPT. C-17, ASHLAND, OHIO 
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START A PROFITABLE 
"PLASTICS DEPARTMENT” 












with popular 
ECLIPSE Sau DURO 
Plastics Utilities 





New Eclipse San DURO Plastic 
BABY’S DINNER SET 

















This new Baby’s Dinner Set in colorful plastic is designed by child 
specialists to help in child training and feeding. Dinner dish, cereal 
bowl and tumbler have many new features. 


advertised in PARENTS’ MAGAZINE 
National advertising in PARENTS’ MAGAZINE 
means ready demand for new San DURO Baby's 
Dinner Set. Colorful Display Cartons will help you 
tie-in on this promotion profitably. 




















San seiale ’ . 
Plastic Utensil Tray New San DURO Plastic Serving Tray Sets 


A welcome addition to every kitchen . 
cabinet, this all plastic tray fits into HANDY—COLORFUL—POPULAR 


standard cabinet drawers. Has com- 

cocaine toe heen a conene, Rumpus Room Tray Set Bridge Table Tray Set 

and other utensils. Attractive, modern Novel, useful, of durable plastic, not Clever, useful, popular for card parties 

in design, durable, with rounded cor- affected by alcohol or fruit acids, this set or casual entertaining. Four trays to 

ners inside and out, it has many ad- of 3 trays comes in three appealing colors, set in 3 colors—just the right size 

vantages in appearance and conveni- wrapped in bright display band. Size 14” for an ash tray, drink and cigarette 
ence. Sells at sight! “- diameter with 3/,” rim. pack. Saves table, and easy to clean. 















Eclipse Moulded Products Company 


5154 North Thirty-Second Street - Milwaukee 9, Wisconsin 






“PLASTIC PRODUCTS AND CUSTOM-MOULDERS FOR Ail INDUSTRY” 





JULY 
120 HARDWARE AGE 


istic 





»y child 
1, cereal 


rties 
$ to 
size 
‘ette 


AGE 








JULY 5, 










though the weather might be fickle, 


neither spot nor stain nor trickle 


marred this gentleman's appearance 
from his gaiters to cravat. 











It never rains but it shines! Of course, this “improved _ scene! * * * Rainy days always present special prob- 
umbreiic support” didn't make much of a splash— lems. And often the solutions serve to brighten our 
even in 1883. But it did help a gentleman hold his _— entire way of life. Thus, many of Autoyre’s war- 
head above water. The inventor had only one aim: learned lessons will go into lasting, worthwhile con- 


to eliminate the drizzle-puss from the American _ tributions in the bathroom and kitchen accessory line, 


TODAY, BUY A BOND x x WRITE A SERVICEMAN! 








THE AUTOYRE COMPANY, OAKVILLE, CONNECTICUT \ MANUFACTURERS 
OF BATHROOM AND KITCHEN ACCESSORIES - NOW IN WAR PRODUCTION 
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Few, if any, dealers have been 
able to stock the types or quantities 
of the saws they want. But they have 
discovered that their customers, like 
most folks these days, are willing to do 
without when they realize the reasons. 
At Atkins, the materials and the crafts- 
men formerly used to keep your stocks 
full, are working night and day on war 


c . 


goods manufacture. But you can be 
sure that as war demands diminish, 
Atkins saws will be back in your stocks 
in the quantities and kinds your trade 
demands. And you'll find those of 
your customers who were able to 
“outlast” the war because they owned 
Atkins Saws more enthusiastic over 
the brand than ever before. 


ATKINS AND COMPANY 


410 South Ilinois Street, indianapolis 9, Indiana 
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I - Bar is inserted in tensile 
testing machine. 


2. Considerable tension has 
been exerted. Bar is con- 
Gacuan “necking down” 





g, or 
near the center. 


Three stages in tensile test of a steel bar. 





3. Fracture has occurred. 


.-.to qualify steel for 


BETHLEHEM BOLTS 


BETHLEHEM 
BOLTS 


gETHLEHEY 
STEEL 
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Tensile testing machines see a lot 
ef action in the laboratories of 
Bethlehem bolt and nut plants. 
Here’s how they are used. 

A steel bar, selected at random 
from a heat to be used in bolft- 
making, is inserted vertically be- 
tween powerful jaws in the testing 
machine. Tension is exerted, and 
the ends of the bar are pulled in 
opposite directions until the bar 
fractures. 

While the test is in progress 
readings are taken by skilled 
operators. Ductility is measured 
by the lengthening and reduction 
of the bar. Strength is determined 


by the load sustained with prac- 
tically no deformation, and by the 
load required to rupture the bar. 


If the bar meets the requirements 
established through many years 
of experience in the manufacture 
of high-quality bolts, then it is 
known that bolts made from that 
heat of steel will have sufficient 
stamina to withstand the normal 
shocks and stresses encountered 
in daily use. 

This metallurgical supervision 
makes Bethlehem bolts hard to 
beat for quality. and dependabil- 
ity. Good bolts for the user, good 
bolts for the dealer who sells them. 
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32,000 Homes Built Under H-2 Program 
Of FHA Daring Month of May—18,000 in April 


Under the H-2 housing pro- 
gram, authorization was given 
for the construction af almost 
32,000 residences during May, 
according to J. B. Blandford, Jr., 
administrator of NHA, who also 
disclosed that this figure brings 
to approximately 73,000 the num- 
ber of houses so programmed 
in 366 different critical housing 
localities since last November. 

In May there were 32,000 
units permitted; in April, 18,000 
—both under H-2. And simul- 
taneous with this announcement, 
Mr. Blandford reported that pri- 
ority applications for building of 
35,541 new houses under H-2’s 
sister program, H-3, for dis- 
charged veterans of the armed 
forces, were approved through 
May 4; 6,652 for March and 
7,901 for April. 

The H-2 program, begun last 
fall to relieve critical housing 
shortages, is effective without oc- 
cupancy restrictions Neverthe- 
less, builders have been asked to 
give a break to returning vet- 
erans and their families, and 


units were built with private 
| financing and 819,912 with Fed- 
eral funds. 

Priorities under these three 


NHA—+to insure fair distribution 
of tight materials, especially 
lumber—has fixed every com- 
munity quota on the basis of 
need. 

Further, it has set sales and 
rental ceilings: not to exceed 
$8,000 on sales and $65 monthly 
rentals in high construction cost 
areas. Local quotas still must be 
cleared with Production Urgency 
Committees in classes 1 and 2 
labor areas to determine whether 
enough manpower is available to 
build without interference with 
the war effort. 

From July, 1940, when the 
war housing program began, 
through this April, units of all 
types totaled 1,811,233. Of this 
total construction work, 991,321 


programs—H-1, H-2 and H-3— 
are issued by the state and dis- 
trict offices of the FHA, which 
is a unit of the National Hous- 
ing Agency. 








SAYERS WEST COAST 
MGR. HEALTH-MOR 


H. M. Sayers has _ recently 
been named west coast division 
manager, Health-Mor, Inc., 203 


N. Wabash Ave., Chicago 1, Iil., distributor in the vacuum cleaner 


manufacturers of Filter Queen | 


| 
| 
| 








H. M. SAYERS 


cleaners, and will assist west 
coast distributors in developing 
their dealer organizers. Mr. 
Sayers, whosé headquarters will 





| ufacturers 
| moved to new quarters at 1720- 


| recently announced an agreement 
' with the United Features Syndi- 


be in Seattle, Wash., has had 
many years of experience as a 


field. 


RENO SALES CO. 
MOVES OFFICES 


The Reno Sales Co., Inc., man- 
agent, has recently 


1728 Broadway, Brooklyn 7, New 
York City. The company has 10 
field representatives who travel 
throughout the metropolitan area. 





R. C. COX ASSOCIATES 
TO MFG. LI’L ABNER 
ANIMATED TOYS 


R. C. Cox Associates, 205 W. 
Wacker Drive, Chicago 6, IIL, 


cate permitting the former to 
contract for the manufacture of 
animated toys built around the 
nationally syndicated “Li’l Ab- 
ner” cartoon. The toys, now be- 
ing designed, will be available in 
August. One of the toys in- 
cludes “Mammy and Pappy Yo- 
kum” in a dance team on an ani- 
mated stage, while angther will 
feature “Li’] Abner” and “Daisy 
Mae.” 


SPENCER S. E. REGION 
MGR. NORGE DIVISION 
BORG-WARNER CORP. 


Dean Spencer has_ recently 
been named southeast regional 
manager, Norge division Borg- 
Warner Corp., Detroit, Mich., 





DEAN SPENCER 


with headquarters in Atlanta, 
Ga. He has been field service 
superintendent since 1942, and 
was in charge of service opera- 
tions in New York and Chicago. 

Mr. Spencer joined the Norge 
distributor in Oklahoma City, 
Okla., in 1931, to work in the 
service department. He later en- 
tered the employ of Norge as 
field service representative, and 
before the war served as a 
washer specialist. In his new 
position, he will be responsible 
for Nerge distribution in terri- 
tories, of Charlotte, N. C.; 
Charleston, S. C.; Atlanta, Ga.; 
Jacksonville, Fla., and Johnson 
City, Chattanooga and Knoxville, 


MILLS GENERAL 
MGR.*CLINTON LOCK CO. 
Victor E. Mills, formerly asso- 
ciated with the Sager Lock 
Works, and the Barrows Lock 





VICTOR E. MILLS 


Works, North Chicago, Ill, both 
divisions of The Yale & Towne 
Mfg. Co., Stamford, Conn., has 
been made general manager of 
the Clinton Lock Co., Clinton, 
Iowa. While with Yale & Towne, 
he served for the past 10 years 
as purchasing agent and factory 
superintendent, of the above 
mentioned divisions. Prior to 
that, he was affiliated with the 
Johns-Manville Corp., and the 
Hubert Corp., both of Waukegan, 
Ill. Mr. Mills succeeds the late 
Earl F. Mayer, who had been 
w:th Clinton for 40 years. 





HAMMERMAN DIRECTOR 
DETECTO SCALES, INC. 


David S. Hammerman, execu- 
tive vice-president, Detecto 
Scales, Inc., 1 Main St., Brook- 
lyn 1, N. Y., was recently elected 
a director of the company. Mr. 
Hammerman is now in direct 
charge of public and industrial 
relations, from the position of 
head administrative assistant to 
the company’s president, Aaron 
J. Jacobs. He joined the com- 
pany in 1932, and has served 
since then as assistant treastirer 
and vice-president. He was ap- 
nointed executive vice-president 








Tenn. 


in 1942. 
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No Golf Tournament to Be Held in 1945 
By the Hardware Golf Association 


At a recent meeting of the 
board of directors of the Hard- 
ware Golf Association it was 
voted that there be no 1945 golf 
tournament of that association. 
A. J. Eggleston, Richards- Wilcox 
Mfg. Co., 311 W. Lake St., Chi- 


cago, Ill., secretary-treasurer of 
the association, has announced 
that the tournament was called 
off at the request of the Office of 
Defense Transportation because 
of present and expected shortage 
of transportation facilities. 








CRAWFORD SALES MGR. 
GAS HEATING DIV. 
BRYANT HEATER CO. 


James N. Crawford has re- 
cently been appointed sales man- 
ager of the gas heating division, 
Bryant Heater Co., Cleveland, 
Ohio. Mr. Crawford was pre- 
viously a member of the staff 
of the American Gas Association 
Testing Laboratory, following his 
graduation from Case School of 
Applied Science. He has been 
associated with the heater com- 
pany for the past 12 years. 





DUGGAN, GEN. SALES 
MGR. DEEPFREEZE DIV. 
MOTOR PRODUCTS CORP. 


F. F. Duggan has recently been 
named general sales manager, 
Deepfreeze division, Motor Prod- 
ucts Corp., North Chicago, Ill. 
He will be responsible for the 
direction of sales of both Deep- 
freeze home freezers and Deep- 
freeze industrial chilling equip- 
ment. He was an active partner 





F. F. DUGGAN 


1945 


JULY 5, 





in C. & D. Distributing Co., 
Charleston, S. C., before he 
joined Deepfreeze, and prior to 
that was manager of the refrig- 
erator division, Edison G. E. Ap- 
pliance Co., Inc. He has had 
more than 16 years’ experience 
in the home appliance business. 





MATHESON VICE-PRES. 
EUREKA VACUUM CO. 


William A. Matheson was re- 
cently elected a vice-president, 
Eureka Vacuum Cleaner Co., 
6060 Hamilton Ave., Detroit 2, 
Mich. Formerly president of the 
newly acquired Williams Oil-O- 
Matic Heating Corp., Mr. Mathe- 
son will manage the Williams di- 
vision of the expanded Eureka 
company, and as such, will be re- 
sponsible for the sales and op- 
eration of the Bloomington, II. 
plant, which will make oi] burner 
units, and air conditioning equip- 
ment. Prior to his presidency of 
the heating company, he was 
manager of the eastern branch 
of the General Motors Sales 
Corp., manager of the Williams 
company’s Chicago branch, and 
sales manager with Hart Oil 
Burner Corp., Peoria, [ll., and 
the Power Plant Engineering Co., 
Seattle, Wash. 





MRS. COPELAND V.P. 
ASST. SEC. & TREAS. 
VAN HOOGENHUYZE 


N. F. Van Hoogenhuyze, presi- 
dent, Wm. Van Hoogenhuyze 
Hardware Co., Inc., San Antonio, 
Tex., wholesalers, anndunced re- 
cently that his daughter, Mrs. 
Adelaide C. Copeland has been 
made vice-president and assistant 
secretary and assistant treasurer 
of the company. Mrs. Cépcland 
succeeds the late Mrs. N. F. Van 
Hoogenhuyze. Mr. Copeland is 





serving with the U. S. Marines | 
in the Pacific theatre at present, 
but will re-enter the hardware 
company in an executive ca- 
pacity when he returns to civilian 


life. 


CONNELL SALES MGR. | 
TOY DIV. NOMA ELEC. 


Philip T. Connell has regently 
been appointed sales manager of 
the toy division, Noma Electric 
Corp., 55 W. 13 St., New York 
City 11. Mr. Connell was for- 
merly connected with Geo. Borg- 
feldt & Co., as district sales man.- | 
ager in charge of the company’s | 





- 


PHILLIP T. CONNELL 


middle west territory. He was 
also vice-president in charge of 
sales, American Flyer Mfg. Co. 
Chicago, Ill., and when that com- 
pany merged with A. C. Gilbert 
Co., he joined the latter organ- 
ization as sales manager in 
charge of the American flyer di- 
vision. He has recently been 
serving the government as a mar- 
keting specialist in connection 
with the redistribution and mar- 
keting of surplus government 
property. | 





COLEMAN LAMP & 
STOVE NOW.COLEMAN 
COMPANY, INC. 


The Coleman Lamp & Stove | 
Co., Wichita, Kan., has recently | 
announced that its firm name has | 
been changed to The Coleman | 


Co., Inc. 


MARTIN MANAGES 
MAYTAG SALES 
Verne R. Martin has recently 


been made general sales manager 
for The Maytag Co., Newton, 





VERNE R. MARTIN 


Iowa, manufacturers of home 
laundry equipment. Mr. Martin 
was formerly assistant manager 
of the Kansas City branch of the 
company. As sales manager, he 
will direct Maytag’s entire sales 
organization, including those ter- 
ritories served by distributors, 
and will spend much time in the 
field. Having been with the com- 
pany 20 years he has served suc- 
cessively as district, divisional 
and regional manager in Michi- 
gan, Indiana, and Kentucky, and 
Ohio. When war production at 
the plant in Newton was threat- 
ened by an acute labor shortage, 
he became director of personnel 
procurement, After solving thi» 
problem, he was transferred to 
the Kansas City, Mo., branch. 
He will be succeeded there by 
Claire Ely regional manager in 
the Minneapolis branch for the 
past 18 years. 


CLARK WITBECK CO. 
CLOSES RETAIL BUS. 
NOW WHOLESALE ONLY 


Clark Witbeck Co., 416-418 


| State St., Schenectady, N. Y., 


hardware wholesalers, recently 


retired from the retail business 
after 75 years and is devoting its 


entire attention to the whole- 
sale and industrial field. 
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HOWARD AND GARDNER 
DIRECTORS OF NESCO 


Jas. F. Howard and E. G. 
Gardner were recently elected 
directors of the National Enamel- 


JAMES E. HOWARD 


ing & Stamping Co., 270 N. 12th 
St., Milwaukee 1, Wis. Both men 
are vice-presidents of the com- 
pany. Other members of the 


E. G. GARDNER 


board include: Alfred J. Kieck- 
hefer, president, Louis G. Bissell, 
Erle V. Daveler, Clarkson Potter 
John N. Marshall, and Hayward 
Niedringhaus. 


ADMIRAL DISCLOSES 
POST-WAR PLANS AT 
SERIES OF MEETINGS 


The Admiral Corp., 3800 Cort- 
land St., Chicago 47, Ill, re- 
cently announced comprehensive 
merchandising plans, and dis- 
closed models of post-war radios, 
electric refrigerators, electric 
ranges and home freezers at a 
series of home-office and regional 
distributor meetings. Seven radio 
and radio-phonographs, three re- 
frigerator models, two electric 
ranges, and the home freezer were 
shown at the meetings. Also the 


126 





company’s line of tubes, batteries, 
phonograph needles and phono- 
graph record cabinets were an- 
nounced. At the first three-day 
session, conducted by Ross D. 
Siragusa, reconversion, advertis- 
ing and allocation of merchan- 
dise were discussed. . 

At subsequent meetings held 
in Chicago, New York City, At- 
lanta, Ga., Kansas City, Mo., and 
Los Angeles, Cal., comprehensive 
merchandising plans for the re- 
tail sales of Admiral products to 
the consumer were given, with 
the pre-selling dealer identifica- 
tion plan. The distributors were 
given a picture of the over-all 
production plans, and received 
current marketing data. The dis- 
tributors were also shown the 
new Admiral X-Ray presentation 
book for consumer selling, the 
consymer booklet. “A Promise 
from Admiral,” and an attractive 
dealers’ window display. 


E. MASBACK, JR., MADE 
VICE-PRESIDENT OF 
MASBACK HDWE. 


Edwin R. Masback, Jr., for- 
merly treasurer of the Masback 
Hardware Co., Inc., 326-338 Hud- 
son St., New York City 13, 
wholesalers, was elected vice- 
president of the company at a 
recent meeting of the board of 
directors, At the same time, 
William K. Donald, former con- 
troller, was elected treasurer of 
the company. Mr. Masback has 
just returned from Italy and 
Africa, where he served as a 
volunteer for the American Field 
Service. Mr. Donald joined the 
company in April, 1943, and pre- 
viously was controller for the 


Nicaro Nickel Co, 


FRENCH FIRM SEEKS 
AMERICAN LINES 


Comptoir Metallurgique Lyon- 
nais, 4, Cours D’Herbouville, 
Lyon, France, is interested in 
communicating with American 
manufacturers of small tools, 
door shutters, planes, padlocks, 
pitchforks, ete. L. Tardy of that 
company, would also like to hear 
from manufacturers of household 
equipment, including novelties, 
egg beaters, meat grinders, col- 
landers, etc. 

CORY COFFEE BREWER 

OPENS NEW OFFICES 


The Cory Glass Coffee Brewer 
Co. recently opened new offices 
at 221 N. LaSalle St., Chicago, 
Il’. The spacious new quarters 
contain executive offices, sales- 
rooms and every modern facility 
for efficient service. Representa- 
tives of trade papers, national 
magazines and newspapers, and 
many friends and customers 


joined with the company officials 
in a housewarming dedication of 
the offices recently. Cory has 
also put into operation a new 
factory located at 2100 S. Mar- 
shall Blvd., Chicago. 


MELVILLE RETURNS TO 
PITTSBURGH STEEL CO. 


Norman F. Melville, who for 
the past year has been on leave 
from the Pittsburgh Steel Co., 
Pittsburgh, Pa., for service with 
the WPB, Washington, D. C., has 
returned in his former capacity 
as manager of sales, steel and 
wire products. He was in the 
steel division, WPB, as deputy 
chief of the Wire & Cold Drawn 
Bar Branch. 


WESTINGHOUSE STARTS 
PRODUCTION OF ELEC. 
FANS FOR CIVILIANS 


Westinghouse Electric Corp.'s, 
East Springfield, Mass., plant is 
now producing the first electric 
fans for civilian use manufac- 
tured by the company since 1942. 
Sales, however, are restricted en- 
tirely to hospitals, war plants, 
and other essential uses. The 
two models being made are of 
the oscillating type for desk or 
bracket use, and both are the 
same design as were made be- 
fore the war. Walter B. Massen- 
burg, manager of the fan depart- 
ment, stated that the reconver- 
sion to civilian production will 
be gradual, and it will be quite 
a time before the 25 different 
fan models, the pre-war line, are 
made. Construction of marine 
fans will be the company’s chief 
concern even while the manufac- 
ture of fans for shore use is ac- 
complished. 





MULLER, PRES. AIR 
CONDITIONER SALES 


Albert C. Muller, Jr., has re- 
cently been named president of 
the Air Conditioners Sales Corp., 


ALBERT C. MULLER 


wholly owned subsidiary of Noma 
Electric Corp., 55 W. 13th St., 
New York City. Mr. Muller was 
at one time connected with the 
lamp division of the General 
Electric Co., and has been asso- 
ciated with the electrical busi- 
ness for 25 years. He joined 
Noma Electric Corp. in 1940. 


ADDRESS OF TENEMAR 
BOOSTERS SECRETARY 


As announced in the June 21 
issue of Harpware Ace, Phil. 
Miller, Walworth Mfg. Co., S. 
Boston, Mass., is secretary and 
treasurer of the newly formed 
Tenemar Boosters Club (Texas, 
New Mexico, Arizona). His ad- 
dress is P.O. Box 1015 Albu- 
querque, N. M. 











ST. CHARLES MFG. FOURTH ANNUAL SALES MEET: The 
St. Charles Mfg. Co., St. Charles, Ill., recently held its fourth 
annual sales meeting at the Hotel Baker in St. Charles. Sales 
supervisors and assistants from all over the country discussed 
the post-war policies and plans of the custom-built kitchen 
manufacturers. Several hours were devoted to a sales school 
on new features and improved construction, as well as a dis- 
cussion of the several basic kitchen designs exhibited in the 
new display room. R. A. MacNeille, company president, wel- 
comed those attending, and Philip P. Mosher, vice-president 
in charge of sales, presided over the program. Mr. MacNeille 
awarded service pins for five to 10 years of company service 
to 12 of the 18 supervisors at the four-day conference. 
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It’s a fact, more Briddell oyster and clam 
knives are in use than any other make. 
Reason is, most likely, the | veges 

workers like the way they work. 

Well, we do try hard to make these 
knives right, so makin 
that much easier for 
gh-carbon steel, ground and oil- 
tempered to perfection—and they're an- 

chored in their handles securely. 

care goes into our cleavers, ice picks, 
oyster tongs, 
ucts for the hardware and 


a living will be 
‘ood folks. Blades 
Same 


gtapnels and other prod- 
fishing trades. 


If we do say it ourselves, mighty reli- 
able hand tools are being ma 
Crisfield-way, on Maryland’s Eastern 
Shore. For further details ask your 
supplier. 


Stars awarded June 24,1944 
and Jon. 13, 1945 
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KEEP ON BUYING WAR BONDS AND STAMPS 


CHAS. D. emseDELL, INC. 
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Charles T. Johnson-Vea Passes at 80— 
Pioneer Electric Appliance Maker 


Charles T. Johnson-Vea, 80, 
pioneer manufacturer of electri- 
cal appliances, who was founder 
and had been president of Dover 
Mfg. Co., Dover, Ohio, passed 
away June 13. Although in fairly 
good health until January of this 
year, he had not been well since 
that time. In 1893 he began 50 
years of business life with the 
goal of serving “the woman be- 
hind the ironing board” with 
better ironing equipment, early 
introducing his lines to the hard- 
ware wholesaler and dealer. That 
same year he introduced the 
Dover Asbestos Sad Iron. His 
Dover A-Best-O Iron, said to be 
the first commercially successful 
automatic electric iron was intro- 
duced in 1910, and two years 
later he came out with a heating 
unit using the principle of em- 
bedding and sealing the heating 
wire in a dielectric ceramic, a 
basic pioneer of the modern em- 
bedded element. He was well 
known and highly respected by 
the hardware trade. 





- 


JOHNSON-VEA 


Cc. T. 


Surviving are two sons: Nor- 
man D. Vea, general sales man- 
ager, Ray-O-Vac Co., Madison, 
Wis., and Matt R. Vea, Pitts 
burgh, Pa., manufacturers’ agent, 
and a daughter C. Elise Vea, 
Akron, Ohio. 








FELIX VONNEGUT 


Felix Vonnegut, 63, vice-presi- 
dent and superintendent, Vonne- 
gut Hardware Co., 402 W. Mary- 
land St., Indianapolis 9, Ind., 
passed away recently, after an 
illness of three months. He was 
the son of Franklin Vonnegut, 
and attended the universities of 
Strasbourg and _  Heidelburg 
where he studied languages. 
After this he went to Hood River, 
Ore., where for 10 years he en- 
gaged in apple raising. In 1919 
he became associated with his 
father in the hardware business. 








4 


He was a member of the Oriental 


Masonic Lodge, Scottish Rite, 
and of Homecraft Club. His 
survivors include his widow and 
father, a brother, stepbrother 
and stepsister. 





CHESTER C. BUTTS 


Chester Chamberlain Butts, 56, 
treasurer, Butts & Ordway Co., 
200 Sixth Ave., Cambridge, 
Mass., mill supplies distributors, 
died recently following a stroke 
suffered 10 days before. Mr. 
Butts was a graduate of Dart- 
mouth College, class of 1911, and 
was active in the college’s alumni 
activities. He served as a lieu- 
tenant in the infantry during the 
first World War. He is survived 
by his widow, a daughter and a 
son, and a brother, F. Marsena 
Butts, who was associated with 
him in business. 





FRED H. MACE 


Fred H. Mace, 69, former 
hardware dealer, Lecompton, 
Kan., died recently at a Topeka, 
Kan., hospital. He was a mem- 
ber of the Lecompton school 
board, and a charter member of 
Lecompton Masonic Lodge No. 
420. His survivors include his 
widow, two daughters, and 4 
sister. 
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CHARLES F. BOONSHOT 


Charles F. Boonshot, 95, for- 
merly partner in the Boonshot 
Hardware Co., Petersburg, Ind., 





CHARLES F. BOONSHOT 


and engaged in the hardware 
business for 65 years, died at 
his home recently after a short 
illness. Born in Bavaria, he came 
to the United States at the age 
of 2. He entered the hardware 
business in Petersburg with his 
father-in-law, James Shawhan, 
under the name, Shawhan & 
Boonshot, which was later suc- 
ceeded by the Boonshot Hard- 
ware Co. He was president of 
the Citizens State Bank of 
Petersburg, and a Knight-Tem- 


*plar for 55 years. He is survived 


by one son, James S. Boonshot, 
who was connected with his 
father in business for many 
years. He was a member of the 
Harpware Ace Fifty Year Club. 





THOMAS A. DAVIS 


Thomas A. Davis, 72, affiliated 
with Remington Arms Co., Inc., 
Bridgeport, Conn., since 1934, 
died recently at a Brooklyn, 
N. Y., hospital. He was promi- 
nent for many years in the field 
of trap skeet and rifle shooting. 


_ 





THOMAS A. DAVIS 





1945 








Mr. Davis had devoted much of 
his time to fraternal and welfare 
work, and was especially inter- 
ested in aiding crippled children. 
His widow survives. 





ROBERT A. PULFER 


Robert A. Pulfer, 76, presi- 
dent and treasurer, Dibble Color 
Co., Detroit, Mich., subsidiary of 
Pratt & Lambert, Inc., died re- 
cently at his home in Detroit, 
Mich. After graduating from the 
Detroit College of Law and 
spending several years on the 
Pacific coast, he organized the 
Dibble Color Co., with Fred 
Dibble. He is survived by his 
widow and two daughters. 





MAXWELL KRAUSE 


Maxwell Krause, president and 
sales manager, The Geo. Krause 
Hardware Co., Lebanon, Pa., 
wholesale hardware distributors, 
and treasurer for several years of 
the Pennsylvania Wholesale 
Hardware and Supply Associa- 


ere 





MAXWELL KRAUSE 


tion, passed away June 20 at the 
University of Pennsylvania Gen- 
eral Hospital, Philadelphia, Pa., 
Mr. Krause, who was well known 
to hardware men in the east, had 
been ill for several months. He 
was a member of the fourth gen- 
eration of the Krause family to 
be active in the hardware busi- 
ness, and became president of 
the company following the pass- 
ing of his father, the late George 
D. Krause, in 1940, 








W. S. BRADLEY NAMED 
DIRECTOR OF OFFICE 
OF SURPLUS PROPERTY 


William S. Bradley, formerly 
Deputy Federal Food Adminis- 
trator and recently appointed As- 
sistant to the Secretary of Com- 
merce, has been named ‘also di- 
rector of the Office of Surplus 
Property. Secretary of Com- 
merce, Henry A. Wallace an- 
nounced that plans have been 
completed for expanding the 
scope and function of the office, 
so that it can handle the larger 
quantities of surplus consumer 
goods resulting from VE-Day. 















NEW /- 
an ironing board cover 


that wont burn! 


...and sells like wildfire! 
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to iron over—and better-look- 
ing ironed work! 


Unfortunately, for the pres- 
ent, only a limited supply of 
these covers and pad sets are 
available. 


AT LAST—IT’S HERE! 


For the first time, housewives 
can have an ironing board 
cover that is actually burnproof! 
Safer, longer-lasting, washable, 
elastic binding for easy fit! Easier 


*Reg. U. S. Pat. Off. 







IRONING BOARD COVER 


TEXTILE MILLS: General Offices: 3948-50 Roosevelt Rd., Chicago 24, lll. 
New York Office: 200 Fifth Ave. Mills: Chicago and Athens, Ala. 
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CONGOLEUM-NAIRN 
SPONSORS SERIES 
OF FIELD SCHOOLS 


Congoleum-Nairn Inc., Kearny, 
Ne J., in. cofijunction. with its 
three New England distributors, 
has completed plans for a series 
of field schools. The first meet- 
ing will be held for two weeks 
in July at Colman Levin Co., 
Boston, Mass., warehouse, and in 
August, C. C. Bailey, Boston, 
Mass., and Capital Floor Cover- 
ing Co., Hartford, Conn., will 
sponsor two more sessions of two 
weeks each. This plan is part of 
a long range program for the 
training of new mechanics and 
particularly to give returning 
servicemen the opportunity to get 
back in business with the latest 
installation methods at their dis- 
posal. The company will supply 
all necessary materials including 
demonstration kitchen and bath- 
room units in which actual instal- 
lation problems may be analyzed 
and solved. ‘ 


MARLIN FIREARMS 
JUBILEE YEAR 


The Marlin Firearms Co., New 
Haven, Conn., which was founded 
in 1870 observes its Diamond 
Jubilee, or 75th anniversary this 
year. Frank Kenna, company 
president, who purchased Marlin 
in 1924 and added the razor 
blade division in 1936, advocates 
the establishment of an assort- 
ment of small privately owned 
businesses, rather than a few 
large industries for community 
well being. He has obtained 
recognition on his suggestions, 
incorporated into the “Kenna 
Plan,” for aiding returning war 
veterans to go into business for 
themselves. Mr. Kenna’s son, 
Roger, vice-president and general 
sales manager, stated that re- 
sumption of the manufacture of 
sporting guns is expected soon. 
He also pointed out that a large 








AUTOMATIC WASHER CO. WINS “E” PENNANT! The 
employees of the Automatic Washer Co., Newton, lowa, 
recently were given the Army-Navy “E” award for excellence 
in the production of war materiel including magazine and 
cartridge case cover assemblies, socket wrenches, miscellane- 
ous bomb parts, machine gun steam condensers, dummy fuses, 
mine sweep cutter frames, radar transformer units, etc. 
Among the employees selected for special recognition were, 
a fighter seriously wounded at Eniwetok, a mother who lost 
her son on D-Day, the mother of four sons in service, 
and a long-time company representative who has three sons 
overseas. Shown above is W. Neal Gallagher, president and 
general manager, accepting the pennant. 








part of the razor blades which 
Marlin distributes is going to the 
armed forces. Frank Kenna, who 
celebrated his own 71st birthday 
this past June, in support of his 
plan, subdivided the 39 buildings 
which he owns in New Haven, to 
house 110 small business, repre- 
senting 50 different lines. This 
project is operated on a non- 
lease, pay-the-rent-as-you-can ba- 
sis to qualified veterans anxious 
and able to go into business for 
themselves. 


GEN. DETROIT CORP. 
AGAIN TO MAKE COPPER 
FINISH EXTINGUISHERS 


The General Detroit Corp., 
2270 E. Jefferson Ave., Detroit, 
Mich., recently announced that 
it has resumed the manufacture 
of copper finish Red Star soda- 
acid fire extinguishers, after 
nearly four years’ absence, due 
to war restrictions on copper. 
The company manufactures a 
complete line of extinguishers, 
including the following types: 
carbon dioxide, vaporizing liquid 
(CTC) foam, 2%- and 5-gal. 
pump and telescope pump. 





PERTH AMBOY HDWE. 
NOW MADSEN & HOWELL 


The Perth Amboy Hardware 
Co., 311-313 Madison Ave., Perth 
Amboy, N. J., has recently 
changed its name to Madsen & 
Howell, Inc., two names which 
have been identified with the 
company since its inception. The 





FRANK KENNA 





company has specialized, through 








the years, in mill and contractor 
supplies. There has been no 
other change in the company’s 
officers or policies. 


— 


WESTINGHOUSE BUYS 
LAMP BUSINESS OF 
KEN-RAD TUBE & LAMP 


George H. Bucker, president of 
Westinghouse Electric Corp., 
Pittsburgh 30, Pa., has recently 
announced the acquisition of the 
lamp business of the Ken-Rad 
Tube & Lamp Corp., Owensboro, 
Ky. The Westinghouse company 
intends to continue the Ken-Rad 
brand and operate the business 
as it has been managed hereto- 
fore. The unit will be known as 
the Ken-Rad Lamp division of 
Westinghouse Electric Corp. 





MOORE ENAMELING & 
MFG. CO. WINS 
SECOND WHITE STAR 


The Moore Enameling & Mfg. 
Co., West Lafayette, Ohio, was 
recently given the second white 
star for its Army-Navy “E” pen- 
nant, which was originally award- 
ed in April, 1944, signifying con- 
tinued excellence in the produc- 
tion of 105 mm. shell cases, 60 
mm. mortar shells, and the like. 
The presentation was made by 
Col. E. A. Lynn, head of Cleve- 
land Ordnance District, Army 
Service Forces, and the master 
of ceremonies was Judge C. Mer- 
rell Ross. Walter B. Moore, 
president of the company, ac- 
cepted the star on behalf of the 
employees and company. 





WELTY, GENERAL SALES 
MGR. OLIVER STEEL 
IND. FASTENERS DIV. 


Edward M. Welty has recently 
been appointed general manager 
of sales of the industrial fasteners 
division, Oliver Iron & Steel 
Torp., S. 10th and Muriel Sts, 
Pittsburgh, Pa. Mr. Welty joined 
the company 34 years ago and 
was a member of the sales staff 
in Philadelphia. Appointed man- 
ager of that office, he was called 
to Washington in July, 1942, as 
chief of the Bolt & Nut, Screw 
& Screw Machine Products Divi- 
sion, WPB, serving until Dec. 
1943. He returned to Pittsburgh 
then to become assistant general 
manager of sales of the indus- 
trial fasteners division. 





HARRY PETERSON TO 
RREPRESENT DUSTLESS.- 
DUSTER CO. IN N. Y. 


Harry M. Peterson & Associ- 
ates, 1133 Broadway, New York 
City, has been appointed to rep- 
resent the Howard Dustless- 
Duster Co., 493 C St., Boston 10, 
Mass., in the metropolitan New 
York area. 


BELKNAP RE-ELECTS 
DIRECTORS—HELLER 
NEW BOARD MEMBER 


Edward W. Heller, assistam 
comptroller, Belknap Hardware 
& Mfg. Co., wholesalers, 111°E 
Main St., Louisville 2, Ky., was 
recently elected a board member 
of the company, at the annual 
stockholders meeting. All former 
directors were re-elected and 
they are: C. R. Bottorff, presi- 
dent, Luther R. Stein, senior 
vice-president, Charles Price, 
vice-president, Dara Cross, vice 
president and others. Mr. Heller 
was formerly associated with the 
Citizens-Union National Bank, 
American Creosoting, Cotton & 
Eskew, and Humphrey, Robinson 
& Co., having joined Belknap in 
1939. 





EDWARD W. HELLER 
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HIGHEST 


Increasing importance of personal appearance creates a substantial demand ane 


for hair clippers for home use. Oster Hair Clippers — hand and electric 
—help you get a profitable piece of this business. For Oster—recognized 
as outstanding in the hair-cutting equipment field for more than 20 years 
—gives you features that help you close more sales . . . and that really 
mean something in keeping your customers “sold.” Look to Oster for 
hair clippers that give you real turnover. Ask your jobber to let you 
know when they are available, so that you can stock and promote them 





_- JOHN OSTER MFG. CO. e RACINE, WISCONSIN 
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Sur assurance 
of top quality hardware of distinctive 
design that is styled to sell. It means quicker 
sales — bigger profits. Look for this emblem 


in selecting your hardware needs. 


Even though our hardware production has 
been limited because of war-time restrictions, 
we have endeavored to faithfully serve 
dealers and jobbers in all sections of the 
country. You, too, should become acquainted 
with “Your all from one source 


hardware manufacturer.” 
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HARDWARE BRIEFS 








ARKANSAS 


Otto Chrisco, Black Oak, Ark., 
recently opened a hardware store 
in Black Oak. He will handle a 
complete line of hardware, 
paints, varnishes and painters 
supplies. Monroe Chrisco will 
manage the store. 





George Moody, Jr., has re- 
cently opened The Hardware & 
Electrical Appliance Co., Mari- 
anna, Ark. He was formerly with 
the Hunter Hardware Co., for 14 
years, before entering the armed 
forces. 


GEORGIA 


Leo B. Trapnell, after 10 years 
and partner in 


| Youmans Hardware Co., Lyons, 


| Ga., 
| K. S. Youmans interest and will 





| continue 


has recently purchased 
operate the store under the name, 
Trapnell Hardware Co. Also 
L. H. Tomlinson and Mr. Trap- 
nell have purchased the You- 
mans Hardware Co., Metter, Ga., 


| which will be operated as the 


Trapnell-Tomlinson Co., with Mr. 
Tomlinson as manager. 





ILLINOIS 


J. Bowman recently announced 
his retirement from business life 


| and the purchase of Bowman’s 


Hardware, Flora, Ill., by Otto 
Henson, who has been connected 
with the Henson’s Groceries for 
several years. Mr. Henson will 
ie the hardware _ store 
under the name of Bowman’s. 





The formal opening of the 
Cairo Hardware Co., Cairo, IIl., 
was recently held. The new hard- 
ware concern will be operated by 
Mr. & Mrs. R. F. Liddell, and 
later their son, J. M. Liddell, 


will be associated with them. 





Fred Courson, Allerton Hard- 


| ware, Allerton, Ill., has recently 
| purchased the stock of the late 


C. A. Conkey, hardware dealer, 
Homer, Ill. He plans to open a 
hardware store in Homer later in 
the summer. 





William T. Henderson has re- 
cently become a partner in J. M. 
Bear Electric & Hardware Store, 
Champaign, Ill. He has been 


| with the store for the past four 
| years, prior to which he was as- 
| sociated with the General Elec- 


tric Co. and the Mid-States Elec- 
tric Co. No change in store name 


will be made. 





INDIANA 
J. H. Schreiber, formerly asso- 
ciated with the Curtis-Wright 


Corp., Louisville, Ky., has re 
cently announced the opening of 
J. H. Schreiber & Co., 228 Galt 
St., New Albany, Ind., which will 
deal in hardware, builders’ sup- 
plies, roofing, lumber and mill. 
work. 


MISSOURI 


Carroll Adams recently pur- 
chased the Lewis County Hard- 
ware store, Canton, Mo., from 
W. A. Herington. Mr. Adams 
was formerly with the Iowa 
Ordnance Plant, B 
Towa. Lawrence Barth and C. E. 
Bowman, who have been em- 
ployed by the store will remain 
in Mr. Adam’s employ. 


NEBRASKA 
Luther E. Nelson, past presi- 
dent of the Nebraska Retail 


Hardware Association, has re- 
cently purchased the interest of 
the Nelson, Johnston & Doudna 
Hardware Co., 1417 Harney St., 
Omaha, Neb. Mr. Nelson, who 
has been in the hardware busi- 
ness in Omaha since 1907, or- 


ganized the present business ‘in . 


1924. 


NEW YORK 


Clarence W. Bodenstab, with 
the Wallace Armer Hardware 
Store, Schenectady, N. Y., since 
1923 has purchased the build- 
ing and business located at 225 
Erie Blvd., Schenectady, it was 
announced by the former owner, 
Dayton W. Armer. Founded in 
1894 by the late Wallace Armer, 
his son, Dayton, acquired the 
business in 1942. 


——_—_—__ 


NORTH CAROLINA 


Ray R. West, partner with 
Albert F. Tyndall in the West & 
Tyndall Feed Co., Kinston, N. C., 
for 16 years, has recently pur- 
chased the latter’s interest and 
changed the name to Tyndall 
Seed Feed & Supply Co. Mr. 
Tyndall will welcome price lists 
and quotations on farm and 
allied lines. 





OHIO 


Charles Duvall has recently 
opened a hardware store in 
Cedarville, Ohio. Mr. Duvall 
was formerly in the hardware 
business in Columbus, Ohio. 
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OREGON 


Emmett Filer, Dayton, Ore., 
has sold his hardware store to 
Dave Ellis, formerly of Hills- 
boro, Ore. 





TENNESSEE 


E. P. Grissom, who has spent 
49 years in the grocery business 
in Unien City, Tenn., recently 
sold his business and retired. 
His son, Gerald will open the 
Grissom Hardware Co., of which 
he is manager, at that location. 
This store will be completely re- 
decorated and modernized. 





Will Maloan, former deputy 
county court clerk, has recently 
purchased a one-third interest in 
the Brasfield Hardware Co., 
Dresden, Tenn., taking over the 


store will occupy the additional 
space. 


——————— 


UTAH 


John E. Fisher, formerly man- 
ager of Fargo-Wilson-Wells Co., 
Pocatello, Idaho, electrical appli- 
ance stere, and recently a super- 
yisor trainer for war production 
workers, Utah State Department 


of Vocational Education, has 
been named manager, Lowe’s 
Hardware, 2326 Washington 
Blvd. 





Ed White recently announced 
the opening of the W. E. White 
Co., a hardware, appliance and 
sporting goods store, 2208 Wash- 
ington St., Ogden, Utah. He will 
feature a general line of light 
and heavy hardware, gas ranges 





and refrigerators, guns, ammuni- 


wr of the late Charles tion and sporting goods, and 
a General Electric appliances. He 
was affiliated with the George A. 

TEXAS Lowe, Co., wholesale hardware 


distributors, Ogden, Utah, for 17 
years prior to his acquisition, the 
past several as manager. 


The Andresen Hardware Co., 
Brownsville, Tex., has recently 
taken over the space at 1232 
S. E. Elizabeth St. William An- 
dresen, operator of the hardware 
business, purchased the building 
several years ago. Three rooms 
are being remodeled into one 
storeroom, and the hardware 





WASHINGTON 


Walt Talbott has recently pur- 
chased the E. O. Knemeyer 
Marshall-Wells Store, Longview, 
Wash. 














NEW YORK WIRE CLOTH CO., YORK, PA., WINS 
ARMY-NAVY “E” AWARD: First exclusive manufacturer of 
insect screen cloth in the United States to win the Army-Navy 
“E” award, New York Wire Cloth Co., York, Pa., formally 
received the award and pins for all members of the organiza- 
tion at its plant on June 7, all present at the ceremonies being 
invited to an informal luncheon following the completion of 
the program. Ralph F. Fisher, president, York County Bar 
Association, was master of ceremonies and traced the com- 
pany's history since its formation, following merger of four 
companies, in 1892. Brig. Gen. R. C. Kuldell, U. S. A., Assist- 
ant Chief of Engineers, Washington, D. C., presented the 
award. 

Robert P. Turner, vice-president in charge of production, 
said, “Only half the war has been won and it falls to our 
lot to be among those who must remain on duty until the 
very end.” Capt. George W. Henderson, U.S.N., Inspector of 
Naval Materiel, Philadelphia, Pa., read the “E” citation and 
Staff Sgt. Joseph F. Kowalski, wounded war veteran and 
Purple Heart winner, presented the “E” pins to five employees 
the reply being made by William T. Dick, veteran employee 
with the company since 1892. Left to right: Wilson F. Barnes, 
New York, vice-president in charge sales; Brig. Gen. R. C. 
Kuldell; William T. Dick; Capt. George W. Henderson, U.S.N., 


and Robert P. Turner, vice-president. 
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UNION Cleaning Rod” 


No luck hunting for Union Gun Implements 
the last couple of years! So you’ve a back-log 
there of over-due SALES as soon as we can resume 
sporting goods manufacturing. 


Your sportsmen-customers know UNIoN Quality 
from “way back”. Now they’re looking forward 
to a still finer line of Union Cleaning Rods and 
Brushes, with quality and utility at a new high. 
We'll have them for you—along with post-war hits 


-in UNION. 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 
Hack. Saw Frames 


* Available on Prierisies 





eREE PRAT 
HARDWARE COMPANY 


esTanmcis 


TORRINGTON, CONN. 


NEW YORR OFFICE ISI CHAMGBLAS 



















COLEMAN EMPLOYEES*HONOR W. C. COLEMAN, 75TH 
YEAR: In honor of his 75th birthday, W. C. Coleman, founder 
and president of the Coleman Lamp & Stove Co.,’ Wichita, 
Kan., was given a surprise party recently, engineered by the 
company's employees, and all plant activities ceased for a 
half hour during the presentation of a solid gold engraved 


pocket name.plate. With Mr. 


Coleman during the presenta- 


tion were 22.employees, with the company 30 years or more, 
and whose service totals 760 years. 


The ¢ 


pany also held recently a post-war product-meet- 


ing especially for the heating appliance distributors of the 
company. At this meeting, which was attended by 37 officials 
and representatives of 22 company appliance distributors, the 
complete Coleman post-war heating appliance line was re- 
viewed and presentation made of new . models, including: 
floor furnaces, both gas and oil; central heat plants, gas and 
oil; oil water heaters; oil space heaters, together with mer- 
. chandising, advertising plans and sales programs. 








VITA-VAR CORP. 
WINS WHITE STAR 


The  Vita-Var Corp., paint 
manufacturers, Newark, N. J., 
has recently won the white star 
for continued excellence in the 
production of war materiel], Since 
the beginning of the war, this 
company has devoted the major 
part of its research and produc- 
tion facilities to supplying the 
armed forces with finishes that 
render clothing, equipment and 
supplies flame proof, water proof, 
and proof against the fungus of 
the jungles. 


NEW HARDWARE STORE 
WANTS CATALOGS ON 
ATHLETIC GOODS 


The Luna Supply, C. C. Col- 
lins, proprietor, 112 N. Zine St., 
Deming, N. M., which recently 
changed from automobiles to 
general hardware, wishes cata- 
logs on guns, fishing tackle and 
general sporting goods lines. 





KEYSTONERS 8TH ANNUAL 
BIRTHDAY PARTY 


The Keystoners recently held 
its eighth annual birthday party 
at the Manufacturers’ Country 
Club, Philadelphia, Pa. As the 
weather was fine, a sports pro- 
gram was enjoyed by the many 
members and guests who took 
part. Cup for the low gross golf 
score was won by J. K. Scott, 
General Steel Castings Co., and 
the cup for low net was awarded 
to F. Marion Willis, R. F. Willis 
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|& Bro. Penn’s Grove, N. J., 
wholesalers. The victors in the 
| three-leg race were Bob McKay, 
Heintz Mfg. Co., and Bill Daven- 
port, Abrasive Co. The shoe race 
winner was ‘Tommy _, Stevens, 
Heintz Mfg. Co., and the soft- 
ball team captained by Hels 
Kohler, R.C.A., defeated the Key- 
stoners team captained by Al 
Crank. Following dinner, the 
guests and members were enter- 
tained by a typical night club 
show. Those who served on the 
entertainment committee, and 
made the plans for the outing 
were: Dick Noyes, Union Tool 
Chest Co.; E. Brash, Allen Mfg. 
Co., and Howard Pruner, Améri- 
can. Saw & Mfg. Co. The sports 
committee, namely, “Al Crank, 
Bay State Tap & Die Co.; Bob 
Ingrahm, Hollo-Krome Screw Co., 
and Russell ‘ Hoehl, Russell, 
Burdsall & Ward Bolt and Nut 
Co., arranged the outdoor activi- 
ties. 


INTERNAT. SILVER 
WINS SIXTH PENNANT 


The sixth Army-Navy “E” pen- 
nant for excellence in the pro- 
duction of war materiel was 
awarded to the International 
Silver Co., Meriden, Conn., re- 
cently in the State Armory at 
Wallingford. The pennant was 
given to the “P” factory which 
produces magnesium incendiary 
bombs, by Col. Lowell A. 
Elliott, Chief. Chemical Warfare 
Service, Washington, D. €.. Fac- 





tory “\” 


_the pennant in March, 1944, and 

Factory “F,” Northampton, Mass., 
| was awarded the pennant in 
| March, 1945. E. C. Stevens, 
president of the company ac- 
cepted -the pennant on behalf of 
the employees of the factory, and 
Ernest S. Wilson was master of 
ceremonies. Lt. Commdr. R. T. 
Fish, USNR, Office of Inspection 
of Naval Materials, Hartford, 
Conn., presented the “E” pin 
emblems to representatives of 
the employees. 


TRU-TEST DIVISION, 
OAKES & CO.’ MOVE 
TO NEW LOCATION 











in Meriden received | 


Oakes & Co., marketing and 
merchandising . organization, has 
recently moved to a seven story 
building, containing 50,000 sq. 
ft. of display space at 650 South 
Clark St., Chicago, Ill, _pur- 
chased for its Tru-Test division. 
Due to government 





occupancy, | 


| EUREKA SALESMEN MEET 
WITH. DISTRIBUTORS 


A three-man committee, rep 
resenting the national distrib. 
utors of Eureka Vacuum Cleaner 
Co., 6060 Hamilton Ave., De 
troit 2, Mich., recently held a 
meeting with company officials in 
the Book-Cadillac Hotel, Detroit, 
Mich. George T. Stevens, vice. 
president and manager of the 
Eureka division, outlined civilian 
goods production plans, which 
are expected to start as soon % 
conditions permit. A summary 
} of the company’s merchandising 
| plans and policies for the distri- 
| bution of the new Eureka conm- 
| plete home cleaning system, cord. 
less electric iron, and electric 
[peewee disposal unit was pre. 
| sented and discussed. Mr. 
| Stevens announced that a series 

of ‘dealer meetings will be held 
throughout the country in the 
| future. 








only two floors will be available | 


for the 
present. When the entire build- 
ing is taken over, it will include 
a complete model store and dis- 
plays of furniture, electrical ap, 
pliances, automotive accessories, 
paints, maintenance materials, 
housewares, toys, sporting goods 
and farm equipment. The ad- 
vertising and display depart- 
ments will be enlarged to take 
care of window display produc- 
tion, dealer mailing pieces, and 
consumer roto catalogs. 


division’s use at the | 





HEADS IND. FRICTION 
DEPT. OF THERMOID 


H. W. Overman has. recently 
| been placed in charge of indus- 
trial: friction materials for ‘the 
Thermoid Co., Trenton, N. J. 
He was formerly with Ferodo 
Asbestos, Inc., for nine years, the 
last four of which he headed the 
sales of original equipment to 
both industrial and automotive 
customers. 











New location of Tru-Test division, Oakes & Co. 
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Center Lubricant «- 


Sell DIXON... 
the Complete Graphite Line 





Microfyne 
Flake Graphite 


No. G-711 Graphite 
Lubricating Stick 





Graphite Pipe 
Joint Compound 
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and ONE DIXON GRAPHITE PRODUCT SELLS ANOTHER 


‘T'S just good merchandising sense to sell one low priced product 
of a nationally advertised branded line as a guinea pig and you do 
just that when you sell one item of the extensive Dixon graphite 
9-product line. 


Your customer’s happy experience with one Dixon graphite 
product, cultivates his urge for the other Dixon products containing 
the same incomparable Dixon lubricating graphite. When you’ve 
sold him a Graph-Air Gun for example, it’s a cinch to sell him the 
other 8 Dixon graphite products. And if you carry the complete 
Dixon Line you’ve got a chance to sell him 8 additional Dixon 
graphite products with a possible increase of 800% in your sales. 


There’s a lot of tools, implements, gadgets and fixtures around 
shop, office and home that have to be properly cared for and lubri- 
cated—because they can’t be replaced now. Check up and see if you’re 
properly stocked to help your customers do it—with the complete 
line of Dixon Graphite Products. 


WELL DISPLAYED IS HALF SOLD 


Get your Dixon line up front where people can 
see ‘ern. They're brightly packaged. They're eye 
catchers. Put these handy merchandisers out on 
i the counter and-speed up your sales of DIXON'S 
“SLIPSTIKS and GRAPH-AIR GUNS. 

And remember, Dixon's doing a lot these days 
to bring the customers flocking in. Over 600,000 
people are being told about them this month 
and every month—from coast to coast. 





Has each of your sal a “complete line” set 
of 9 illustreted data sheets? Write Graphite Gus. 





JOSEPH DIXON CRUCIBLE COMPANY 











JERSEY CITY 3, NEW JERSEY 












Survey Discloses 73 Per Cent of 
Respondents Do Own Housecleaning 


The Good Housekeeping, Pred- 
uct Use and Development Divi- 
sion, 57th St., at 8th Ave., New 
York City 19, recently published 
a consumer panel report, based 
on an-accurate cross section of 


its subscribers, and analyzed by 
income and population groups 
It provides information on the 
experiences, habits, preferences 
and wants of American homes. 
The report covers such factors as 
number of rooms in house and 
types of floor coverings in each, 
types of vacuum cleaners owned 
and their age, habits of using 
and caring for vacuum cleaners 
and carpet sweepers, frequency 
of using floor waxes, pet peeves 
about vacuum cleaners and car- 
pet sweepers, preferences in types 


of wax and why, use of rug 


ers is about six years. 





cleaning comounds, seasonal 
changing of floor coverings, fre- 
quency of cleaning rugs and car- 
pets and methods of cleaning. 
Some of the figures arrived at 
include: 96 per cent of the homes 
in the $2,000 a year income 
group have linoleum on the kitch- 
en floor, 6 per cent of this group 
also have it in the bathroom; 78 
per cent of the total answering 
wax their wooden floors, and 72 
per cent use a dry mop to dust 
wooden floors; 40 per cent use 
paste wax that requires polishing 
and 52 per cent use no-rubbing 
wax; 87 per cent use wall to wali 
linoleum for the kitchen and 83 
per cent wax their linoleum. The 
median age of the vacuum clean- 














EKCO PRODUCTS BUYS 
MASSILLON ALUMINUM 


Lee B. Thomas, 
Ekco Products Co. 1949 N. 
Cicero Ave., Chicago, Ill, has 
recently announced the purchase 
by his company of the Massillon 
Aluminum Co., Massillon, Ohio. 
The Massillon plant will concen- 
trate on manufacturing the new 


president, 


{ DI 
| Mich. He will succeed, W. J. 


Hess, who has been transferred 


Ekco pressure cooker, soon to be | 


released, and its 
agement will remain unchanged. 
The Massillon company has been 
awarded the Army-Navy “E” for 
excellence in the production of 
war materiel, namely Army mess 
kits. The Ekeo Products Co. is 
devoting its manufacture at 
present to cartridge cases, quar- 


present 


man- | 


| 


| 
| 


termaster cutlery, hospital flat- | 


ware, and baking and roasting 
pans. 
McKAY CO. WINS 
FIFTH WHITE STAR 


The McKay Co.’s plant located 


at Thompson Ave., McKees 
Rocks, Pa., has recently been 
given a fifth renewal of the 


Army-Navy “E” award for out- 
standing production of war ma- 
teriel. This award is signified 
by the addition of the 5th white 
star to the “E” pennant. The 
company manufactures arc weld- 
ing electrodes, and commercial 
and tire chains, and its home 
office is in Pittsburgh, Pa. 





POTTER DETROIT REG. 
SALES MGR. SOLVENTOL 
CHEMICAL PRODUCTS CoO. 

W. V. Potter has recently been 
appointed Detroit, Mich.,  re- 
gional sales manager for Sol- 


| ry 
| 
| = 





ventol Chemical Products, Inc., 
15841 Second Blvd., Detroit 3, 
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to Chicago as sales manager for 
that region. T. H. Broderick, 
formerly of the Borden Co., will 
assist the latter in Chicago. Mr. | 
Potter’s territory includes Michi- | 
gan and parts of Indiana and 
Ohio. 


production pennant for excel- 
lence in the production of war 
materiel. 


R. HOLLINGSHEAD, JR. 
CHAIRMAN OF BOARD 
HOLLINGSHEAD CORP. 


R. M. Hollingshead, Iy., was 
recently elected chairman of the 


board, R. M. Hollingshead Corp., 





R. M. HOLLINGSHEAD, JR. 

840 Cooper St., Camden, N. J., 
following the death of his father, 
R. M. Hollingshead, founder of 
the business. Other new officers 





GRAND RAPIDS HDWE. | 
WINS “E” PENNANT | 
The employees of the Grand 
Rapids Hardware Co., Grand 
Rapids, Mich., recently were 


| Weir 


of the company elected include: 
Stewart Hollingshead, president; 
T. J. Bagley, vice-president, with 
Mitchell continuing as 
treasurer, and Dorothy Butler as 
secretary. Directors elected are 





awarded the Army-Navy “E” 


as follows: R. M. Hollingshead, 








ESTATE STOVE HOLDS REFRESHER SALES COURSE: 
The Estate Stove Co., Hamilton, Ohio, recently held a three- 


day refresher sales course for 


have returned to the company after a leave of absence of 
several years. These five men will form the nucleus of the post- 
war Estate sales force. Shown above are, left to right: Fred- 
eric A. Deininger, district sales manager, central Atlantic 
S. Rowe, merchandising manager; Cecil M. 


division; Walter 
Dunn, assistant sales manager; 


sales manager, southern division; S. C. Bernhardt, vice-presi- 
dent in charge of sales; John 
manager, central division; D. P. Eggenberger, district sales 
manager, north Atlantic division; L. W. 
manager, western division; R. C. Thomas, manager, Estate 
Distributing Co., Cincinnati, Ohio. 





district sales managers who 


J. Noble Edmondson, district 
W. Holzman, 


district sales 


Brate, district sales 





STEWART HOLLINGSHEAD 


Jr., Stewart Hollingshead, Weir 
Mitchell, T. J. Bagley and Ira 
Jewell Williams, Sr. The com- 
pany manufactures the “Whiz” 


line of industrial maintenance 
chemicals and “Whiz” chemical 
products for automotive and 


household use. 





RIGGS PRESIDENT 
MISSOURI RETAIL 
HDWE. ASSOCIATION 


A. M. Riggs, Shelton-Riggs 
Hardware Store, Kennett, Mo., 
who recently received a discharge 
from the Navy, has been elected 
president of the Missouri Retail 


served as an officer in the Navy 
Air Corps for about three years, 
prior to which he had aided his 
father in operating the Shelton- 
Riggs Hardware Store. 


MINNESOTA LINSEED 
OIL PAINT COMPANY 
MARKS 75th YEAR 


In honor of its 75th anni- 
versary, the Minnesota Linseed 
Oil Paint Co., 1101 Third St. 
South, Minneapolis Minn., re- 
cently published an anniversary 
booklet outlining a history of 
“Minnesota” paints, and contain- 
ing general information on the 
oil and paint industries. This 
booklet shows pictures of several 
real old hardware stores and 
other outlets that have handled 
Minnesota linseed oil paint since 
its foundation. It also lists the 
company’s employees who are 
serving the United States in 
World War II. Front page of 
the anniversary edition has a 
list of the company’s old dealers, 
starting from 1870, and .extend- 
ing through to 1902. Several 
views of the original buildings of 
the company are included, and 
samples of old newspaper ads 
and ‘bills for promoting Minne- 





sota paint sales. 
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Hardware Association. Mr. Riggs ” 
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The familiar Champion diamond mark that appears on every Champion lamp has 


FLUORESCENT and \NCANDESCENT 


CHAMPION 


these four “diamond points” of selling value for you: 


CHAMPION LAMP WORKS 


a ee 


JULY 5, 


Lamps are a “‘must” with every single 
POINT 1. person that enters your store. Cham- 
pion Lamps put you in a position to make the most 
of steady repeat business. 


' Champion Lamps represent one of 
POINT 2. the biggest values and best buys in the 
store. They are guaranteed to equal or exceed 
Federal Specifications. Back of Champion Lamp 

uality is one of the largest and strongest manu- 
acturers in the lamp industry. Your customers will 
come back for more Champion Lamps. 


Champion Lamps are easier to sell. 
POINT 3. No red tape, no restrictions, no con- 
tracts, no hindrances to volume sales. Champion 
Lamp advertising, packaging and display material 
helps build maximum lamp business for you. 


e; . 

Champion Lamps are more profitable 

POINT 4. to handle. Champion's straight hard- 

ware wholesaler-to-retailer selling policy keeps 

costs at a minimum, assures you the highest mar- 

gin of profit from this steady volume business. Ask 
your wholesaler and see. 


Lynn, Massachusetts 


13 


1945 


a 


ELECTRIC LAMP 


C 








» CAPT. ROY RETURNS 
“TO NORGE DIV., BORG- 
WARNER SALES STAFF 
Capt. Ray C. Roy. has recently 
retarned to the sales staff of the 
Norge division, Borg-Warner 





CAPT. RAY C. ROY 


Corp., as middlewestern regional 
sales manager, with headquarters 
in Detroit, Mich. He will cover 
Illinois, Wisconsin, Indiana, and 
parts of North and South Da- 
kota, and Iowa. Group air corps 
supply officer for the U. S. Ninth 
Air Force unit assigned to the 
British Eighth Army, he was 
with General Montgomery 
through the desert campaign 
which smashed the Nazis~ in 
North Africa, and remained with 
Montgomery's army in the Sici- 
lian and Italian campaigns. A 
World War I veteran, he main- 
tained @ second lieutenant’s re- 
serve commission between the 
two wars, and in June, 1942, re- 
entered the air forces with a first 
lieutenant’s commission. He 
joined Norge in 1935 as a 
washer specialist on the sales 
staff. He was national repre- 
sentative on all products at the 
time he re-entered the service. 


BOUCHARD GLAD RAG 
PRODUCTS N. E. AGENT 


Jack Bouchard, Manufacturers 
Distributors, has recently been 
named exclusive representative in 
New Fngland for the products of 
Glad Rag Products Corp.. New 


York City, namely cleaning 
cloths and “Quickee” hand 
cleaner. 


SEEK U. S \INES 
FOR SALE IN INDIA 
The Ahmedabad Surgical & 
Chemical Co., Mirjapur Lodh- 
wada, Ahmedabad, India, amal- 
gamated with The Industrial 
Trading Co. is secking sole 
agencies for India, for American 
linés. “Among the lines in which 
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of all qualities. 





| pointed out that without products 


the company is interested are: | planes, General Pershing tanks, 
stainless steel hospital wares; | from hay stacks, guns from 
high pressure vacuum steam and | barns, land mines, and flame 
electric sterilizers, dressing | throwers. The company is mak- 
drums of all sizes and types; | ing fire bombs now. 

glassware; bottles; corks; enamel 
wares; surgical instruments; ne | 
flex water gage glasses up to | 
600 Ibs. and hospital turniture | 








ROSENFELD ACTING 
SALES MGR. EMERSON 
RADIO PHONOGRAPH 


| Morrie W. Rosenfeld, field 


. | manager of Emerson Radio & 
C. J. HEALE TALKS ON | phonograph Corp. 111 Eighth 


“YOUR AMERICA” SALUTE Ave., New York City 11, has tem- 
TO HARDWARE INDUSTRY | porarily taken over the position 

The “Your” America” radio | of general sales manager of the 
program, Sunday afternoon, June | Company. He succeeds Charles 
24, sponsored by the Union Pa- | Robbins, who recently resigned 
cific Railroad Co., saluted the 
hardware industry with Charles 
J. Heale, vice-president and 
editor of Harpware AcE, as 
guest speaker. Emphasizing the | 
stability and longevity of whole- 
sale hardware distributors, he 


self. Mr. Rosenfeld was formerly 
district manager of the New 
England and New York State. 





KINNEY BROS. PLAN 
NEW OFFICE BUILDING 


Kinney Bros., wholesale dis- 
tributors of household appliances, 
Los Angeles, Cal., has recently 
announced its post-war construc- 
tion project—a new building that 
will serve as headquarters of the 
company, and will contain offices, 
display rooms and warehouse 
facilities. The building will be 
located on S. Flower St., and 
construction will begin as soon 
as governmental releases can be 


or services of the hardware in- 
dustry the people of this nation 
could not have the necessities of 
life. Emanating from Station 
KBON, Omaha, Neb., the pro- 
gram was broadcast over a na- 
tion-wide Mutual Broadcasting 
System network of 130 stations. 
BARLOW & SEELIG 
WINS THIRD STAR 


to engage in business for him-. 


SAMSON UNITED BUILDS * 
ADDITION TO PLANT 


The Samson United Corp., Ro- 
chester, N. Y¥., has recently in- 


creased production facilities by 


100 per cent at its Oswego, N.Y. 
plant by the construction of a 
steel and concrete addition, 
Though the expansion was neces- 
sary by additional war contracts, 
the building will be available for 
post-war production of Samson 
flat irons and other electrical ap- 
pliances. Production is now de- 
voted to turrets for the Avenger 
torpedo bomber and the Catalina 
patrol bomber. 


SGT. HEYBURN, PW 
NOW HEADING HOME 


Sgt. Alexander Heyburn, 23, 
recently freed after 18 months in 


a German prison camp is now 


on his way home. He is a son 
of the late Maj. Alex Heyburn, 
who in civilian life was a buyer 
and assistant treasurer for Belk- 


nap Hardware & Mfg. Co., whole- © 


salers, Louisville, Ky., and whose 
father, the late William Hey- 
burn, was once president of the 
company. Young Alexander en- 
listed after leaving the University 
of Virginia in 1942. He became 
a turret gunner on a flying 
Fortress which was shot down 





The Barlow & Seelig Mfg. Co., 
peacetime producers of Speed 
Queen washers and ironers, Ri- 
pon, Wis., has recently won its 
third white star signifying con- 
tinued war production excellence. 
The facilities of this company 
have been devoted to the produc- 
tion of ammunition, bomb fuses, 
aircraft magneto parts, aircraft 
carburetor parts, aircraft super- 
charger parts, and tank parts. 
The plant is being readied for 
reconversion gradually, and the’ 
company expects limited produc- 
tion of washers and ironers dur- 
ing the latter months of 1945. 





McALEER CO. PRES. 
GUEST OF ABERDEEN 
ARMY PROVING GROUNDS 


Walter A. Gorrell, president of 
E. J. McAleer & Co., Inc., Phila- 
delphia, P2., veacetime makers 
of metal kitchen cabinets, and 
wholesale hardware distributors, 
and one of his production men 
were the recent guests, for two 
days, of the Army and the Smaller 
War Plants Corp., at the Army 
Proving Grounds, Aberdeen, Md. 
This was in line with the Army’s 
program of bringing closer the 
Army ordnance and arms mak- 
ers. The McAleer firm was one 
of 16 plants invited to Aberdeen. 
They witnessed nearly every type 
gun in use, saw sham battles 


with tanks, moving infantry and | 





in Germany, October, 1943. 





obtained. 











100,000TH FEATHERING MOTOR PRESENTED TO 
PESCO BY VICTOR ELEC.: The Victor Electric Products, 
Inc., 2950 Robertson Ave., Cleveland, Ohio, recently com- 
pleted work on the 100,000th aircraft feathering pump motor, 
and presented it with appropriate ceremonies, to the Pesco 
Products Co., Cleveland, Ohio. The presentation was made 
before company employees and officials, representatives of the 
military. services, and guests. William Maybury, drill press. 
set-up man and assistant business manager, Local B-1269, 
1.B.W., represented the employees in presenting the motor to 
C. L. Harrison, president of Victor. The latter stated that 
after the war Victor will continue to make fans, retaining the 
older models and adding some new ones involving a new prin- 
ciple. He then presented ‘the Victor-Pesco moter to 
Minshall, president of Pesco, and Col. M..C. Burnside, U.5. 
AAF, thanked the company on behalf of the air force. Left to 
right: €. Ly Harrison and-William:Maybury. ' 
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David Dietz, noted Science Editor of Scripps- 
Howard, sees modern engineering in action 


“Fifth Avenue’s traffic is a silent 
thread far below the two men sand- 
blasting the sheer side of the sky- 
scraper. Their scaffold is hung by 
slim ropes—their lives swing on 
twisted fibers, 60 stories above 
ground. Those ropes must flow smoothly on their 
pulleys, and hold the scaffold’s weight, and resist 
the strain of windy gusts that buffet high buildings 
with the slap of a giant fist. 

“From the selection of fibers for Plymouth Rope 
to final testing of the completed coil, scientific manu- 
facturing control and the ancient art of rope-making 


PLYMOUTH 


CORDAGE 
PRODUCTS 


ROPE - TYING TWINE - BINDER TWINE - BALER TWINE 


THE ROPE YOU CAN TRUST 
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WHEN LIVES HANG BY TWISTED FIBERS... 


meet their toughest challenge in supplying rope for 
men to use in the Dangerous Trades. 

“The photograph above shows ropes undergoing 
abrasion through thousands of operations over wet 
and dry surfaces. It is one of the 37 relentless tests 
by which Plymouth Rope is engineered for heavy 
responsibilities. That is how Plymouth builds greater 
strength, longer life, more useful performance into 
rope for hard jobs on farms, in factories, at sea and 
around the home.” 


Plymouth Cordage Company, Plymouth, Massachusetts. District Offices: 
New York, Chicago, Hotiston, San Francisco. Warehouse Stocks: New 
York,. Boston, Philadelphia. Baltimore. Houston. Chicago, San Francisco. 
















NOW, WOMEN, TOO, ARE 





SLAY 





And... Dealers’ Profits 
Step Up Faster and 
Faster Every Day! 


Yes, housewives have caught on to the fact that Simoniz 
is at least as valuable inside the home as on the family 
car. So, a great new market has literally created itself, 
more than doubling your opportunities to sell SIMONIZ. 
What's more, the further growth of that market is by no 
means left to chance. By radio, newspapers and mag- 
azines, the whole nation’s housewives are being reg- 
ularly and powerfully informed about the time and 
labor they'll save by using Simoniz Kleener and SIMONIZ 
to beautify furniture, woodwork, appliances or anything 
in their homes that is painted, varnished, lacquered or 
enameled. 


More Used on Cars, Too! 


In addition, sales of Simoniz for automobiles are also 
at an all-time high and still growing. Use on cars en- 
courages use in the home and use in the home encour- 
ages use on cars. Either way—Simoniz makes good— 
makes friends—makes repeat sales a certainty! All the 
more reason why you should make sure you always 
have plenty of Simoniz Kleener and SIMONIZ on hand 
—displayed so boldly that every customer will have to 








DEALERS WISE BOOST SIMONIZ see them. Why not check your stock right now? 
because it sells so well—pays THE SIMONIZ COMPANY, CHICAGO 16, ILL. 
so handsomely for any space 








and sales effort they give it. 
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SLAYMAKER 


SLAYMAKER LOCK COMPANY OADLOLKS LANCASTER, PENNSYLVANIA 


SINCE 1888 


Ne 14" 
BOTS (146" Shackle) 


No. 25AP—Size 15,” 
Léminated Steel Case 
Double Riveted 


Pin’ Tumbler Mechanism 
90114 (114" Shackle) _ 


No. 800 & Dispi 
ledvidvally Bowed” 
1 doz. per carton 


Ne. bie sig tony Abt No, 277—Sire 154" B No. 453—Sire 154 B No. 4079—Size 17%" 
Rustless Allo Heder Cam Care IA. Check Type Knob [  Wended Mechealion 
Double Ward ended Mechanism Combination Lock [40798 (5" Shackle) 
4936 (5° Sheckie) 





1735 (5" Shackle) 
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Builders’ Hardware and 


Small Tool Reconversion 
Slow; Manpower the Problem 


Foresee 18 to 24-month delay before normal sup- 


plies of builders’ hardware can reach trade. 


Man- 


power and lumber continued small tool problem. 
More items dropped from list for WPB-547 rating 
applications. 


(Washington Bureau 
of HARDWARE AGB) 

Reconversion in the builders’ 
hardware and small tool indus- 
tries is moving slowly according 
to reports received at WPB and 
at the present time might be 
more aptly termed “readjust- 
ment.” 

While orders have been re- 
voked and materials are freer 
manpower is the limiting factor. 
In addition, the absence of siza- 
ble military cutbacks has led 
manufacturers to ask their out- 
lets not to place orders for pre- 
viously non-permitted items for 
the present. 

Schedules 1, 2 and 3 of L-236 
have been revoked. All schedules 
of L-157 except number 8, wood- 
boring bits, have been revoked. 
Woodboring bits are still a crit- 
ical item. M-126, the steel con- 
servation order, has also been 
dropped from the books. The re- 
vocation of these orders does not 
mean immediate increased sup- 
plies of all the affected items, 
but it does mean that when ma- 
terials and manpower are abun- 
dant industry can move with 
more confidence toward eventual 
full peacetime production. 

Plating restrictions have also 
been dropped, but a shortage of 
nickel and chromic acid will hold 
up nickel and chromium plating. 
Permission to chrome plate hard- 
ware for programmed items, such 
as refrigerators, has been given. 
which will not hasten the return 
of chrome plated hardware to the 
dealers’ shelves. 

The industry has been granted 
practically 100 per cent of its 
requests for steel and copper 
base alloys for the third quarter 
for civilian hardware from both 
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primary and supplemental allo- 
cations. Better quality steel will 
be available due to a recent 
change in policy. But the lack 
of manpower, particularly in 
Group 1 and 2 areas, seriously 
limits civilian output. This situ- 
ation is changing almost daily, 
as is the materials supply and a 
definite easing is expected by the 
end of the third quarter. 

The demand for hardware is 
high and the easing of the con- 
struction order, L-41, will mean 
that there will be an even greater 
demand for builders’ hardware 





for necessary construction. The 
builders’ hardware industry at 
its last advisory committee meet- 
ing with WPB estimated that it 
will take from 18 to 24 months of 
normal production to bring pipe- 
lines back to normal, including 
construction needs, maintenance 
and repair and dealers’ shelf 
stock. 

Military demands for padlocks 
are still high. Builders’ hard- 
ware requirements will greatly 
increase as large scale construc- 
tion begins on the larger land 
masses .in the Pacific. The needs 
of the occupation Army are also 
expected to rise. 

FEA requirements, for export 
and relief purposes, are high, but 
run mostly to cheaper lines of 
builders’ hardware. Considerable 
hand tools are also included in 
FEA estimates. : 

Manpower shortages and the 
critical state of wood supplies, 
hickory and ash, used for han- 
dles are the principal problems 
affecting the small tool pro- 
ducers. 

Military requirements for 
screen cloth are still astronom- 
ically high. The new building 


phase in the Pacific will demand 
large quantities, but once this is 
finished and pipe lines are filled 
the need will be largely replace- 
ment. No easing can even be 
dreamed for before this time. A 
change in the weave specifica- 
tions has been increasing produc- 
tion. However, this increase holds 
little promise for increased sup- 
plies for civilian use in the im- 
mediate future. 

The Wholesale & Retail Trade 
Division is endeavoring to get rid 
of all WPB-547 ratings as soon 
as possible, but this will of 


“necessity be slow until manufac- 


turers are in a better position to 
fill all unrated orders. 

During the two-week period 
ended June 15 the following 
items were removed from the 
rating procedure of WPB-547: 
steel goods, fence stretchers, 
grain drill tools, grass hooks, 
plastic pitch roofing, metal lath 
and accessories, hardware cloth, 
oil lanterns, ventilators and ven- 
tilating systems for farm use, and 
copper nails and tacks. These 
were removed largely because 
most are under the provisions of 
the amended PR-19. 











New Price Reg. 


Planned 


_ On Builders’ Hardware 


Wholesaler would have to absorb some of price in- 
crease and retailer would be removed from “freeze” 
at 1942 prices on lines affected. OPA to seek line of 
demarcation between “historical’’ and present prices. 


(Washington Bureau 
of HARDWARE AGE) 

OPA will soon issue « new 
regulation covering builders’ 
hardware at the resale levels. The 
regulation will be based on his- 
torical markups rather than on 
the markups now applied to 
many items. 

The items covered by the regu- 
lation run into the thousands, 
many of which are known in the 
trade as “foot balls.” OPA main- 
ains that the 331/3 per cent on 
cost for the wholesalers and 50 
per cent on cost for the retailer 
does not hold true and that the 
actual markup on these “foot- 





balls” was and is considerably 
lower. According to OPA some 
varied down to about 15 per cent. 

Under the regulation wholesal- 
ers will have to absorb some 
price increases, but OPA does 
not consider this to be unfair 
since margins have not been uni- 
form and final prices may still 
show a markup of 20 or 25 per 
cent on such items. 

The same regulation will re- 
move the retailers from the 
“freeze” which keeps him at 1942 
prices, when those prices may be 
either so low as to prevent him 
from being able to replace the 
item for continued sale, or so 





high that he cannot realize them. 
What OPA will try to do with 
this regulation is determine some 
fair line of demarcation between 
these markups. Where the his- 
torical and present markups have 
an actual relationship, the pat- 
tern will remain undisturbed. 





WPB TIGHTENS 
ON LOGGING MACHINERY 
PREFERENCE RATINGS 


Under an amendment to Gen- 
eral Limitation Order L-311, cov- 
ering logging, lumber and wood- 
products machinery and equip- 
ment, preference ratings for 
Class I wood-working machinery 
can be obtained hereafter only 
on WPB Form 3131, except for 
direct use by the Army, Navy, 
Veterans Administration, U. S. 
Maritime Commission and War 
Shipping Administration. 

Class I wood-working ma- 
chinery is defined, WPB said, as 
that with a producer’s list price 
on Oct. 15, 1942, or more than 
$350 for any single machine or 
piece of equipment. 
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WE'VE BEEN GOING AROUND IN CIRCLES ments soon. Meanwhile we’re going on adver- 


. . ising to your customers that Taylor means 
trying to figure out how we can go on meeting eng J ’ > 


. Accuracy First! Taylor Instrument Companies 
war contracts and start making Taylor Instru- “- . : - I ’ 


Rochester, N. Y., and Toronto, Canada. 


ments for you too. And we’re forced to conclude 


it can’t be done quite yet. Rochester, because of 


its concentration of especially skilled workers, 
has had to bear an exceptionally heavy share .. BN O:n4 \ oA 
of America’s war production, and the situation 


has not eased as yet in spite of the cessation of . ] aylor a by 


hostilities in Europe. The picture can change 
—————- MEAN 


quickly so we hope you will have Taylor instru- 
ACCURACY FIRST 




















ke KEEP ON BUYING U.S. WAR BONDS AND STAMPS *& IN HOME AND INDUSTRY 
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Arccerrasusry, the surest guide to saleability of a 
product—is also the surest measure of hardware quality, 
design and utility. 

For 80 years, McKinney Hardware has been favored 
by architects, contractors and building owners. This 
time-proven confidence will extend to the future, because 
even now McKinney is urging post-war building planners 
to specify “at least 2% of the contract price for hard- 
ware”—which assures the use of sufficient hardware of 
good design and lasting quality—the McKinney type 
of hardware. 

Acceptability for McKinney Hardware—past, present 
and future—means constant profits. 


Write for a copy of 
McKinney's new 
booklet “Details and 
Data on Hinges.” 


McKINN 


J), MANUFACTURING 
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Order L-5-c was amended June 
2 by WPB to permit resumption 
of domestic mechanical refrigera- 
tor production in the third quar- 
ter of 1945, subject to assign- 
ment of specific production 
authorization to manufacturers 
and revocation of Order L-5 
which restricted production of 
refrigerators does not remove 
distribution controls on such 
lines. Limitation Order L-5-d 
controlling sale, transfer and de- 
livery of all new domestic me- 
chanical refrigerators, remains 
unchanged. All refrigerators 
that can be made in the third 








Change Prodaction Rales on Mech. 
Refrigeration—But Distribution 
Controls Are Still Effective 


quarter are expected to be added 
to the frozen stockpile, subject 
to WPB release for military, 
hospital and other highly essen- 
tial requirements. 

Production of parts for use in 
servicing or repairing used re- 
frigerators is not restricted by 
L-5-c. To assist manufacturers 
in obtaining materials for pro- 
duction of repair parts WPB 
will issue allotments of controlled 
materials and assign an AA-l 
preference rating for acquisition 
of needed materials and compo- 
nents, 








When a WPB order or regula- 
tion has been revoked, agency 
officials may require that reports 
called for by the revoked docu- 
ment be continued, the board an- 
nounced May 29 in amending 
priorities regulation 8. 

The amended PR-8 provides 
that when an order or regulation 
is revoked, WPB may continue 
the reporting requirement upon 
written notice in one of the fol- 
lowing ways: (1) A letter or 
other written instrument specifi- 
scally addressed, countersigned by 





Order May Die, Says WPB, But 
Document Reports Must Continue 


the recording secretary or pur- 
suant, to WPB regulation No. 1. 
(2) A report form or instruction 
sheet bearing an official WPB 
number and _ specifically ad- 
dressed. 

Bureau of the Budget approval 
will be indicated on all report- 
ing forms and instructions, with 
the approval number and usually 
the expiration date. Where no 
special form is used, the order, 
regulation or letter will indicate 
the Bureau of the Budget ap- 
proval. 








An alarming increase in the 
number of applications for per- 
mission to convert from coal to 
oil for home heating indicates a 
widespread but erroneous im- 
pression that fuel oil will be 
more plentiful as a result of Ger- 
many’s defeat, Deputy Petroleum 
Administrator Ralph K. Davies 
announced recently. 

The Petroleum Administration 
for War, Mr. Davies said, has an- 
nounced repeatedly that more oil 
of the type used for home-heating 
purposes will be required to 
carry on the war in the Pacific 
than was used during the time we 
were fighting on a_two-front 
basis; therefore, there is no 





prospect of increasing the civil- 





Jap War Mast Be Won First, Davies 
Warns Those Expecting More Fuel Oil 


ian allotment before Japan is de- 
feated. 

“Present users of coal heating 
units must, for their own sakes, 
realize that the Petroleum Ad- 
ministration for War cannot ap- 
prove conversions to oil except in 
very real emergencies, and then 
only as a last resort,” he said. 
“The fact still remains,” he con- 
tinued, “that the best we can 
hope for is to meet a home-heat- 
ing oil demand as large as that 
of last season, when oil quotas 
averaged about 75 per cent of a 
normal supply. To accomplish 
this, refineries in the United 
States, and throughout the 
United Nations, must continue to 
be operated to capacity. 
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Limitation Order L-18-b, which 
prohibited production of domes- 
tic vacuum cleaners except under 
spot authorizations as provided 
in PR 25, has been revoked, 
WPB announced June 11. 
Vacuum cleaners now may be 
made without priorities assist- 
ance to the extent materials are 
available. Price range will ap- 
proximate the pre-war level. 

WPB_ emphasized, however, 
that the scarcity of textiles will 
prevent any appreciable produc- 


WPB 0O.K.’s Making of Vacaum Cleaners; 
Says Volume Production to Be Delayed 





tion of vaccum cleaners for seve- 
ral months. Production at the 
1940 rate of 1,903,000 cleaners 
cannot be reached for some time. 

Any cleaners that can be made 
and that are not needed to fill 
orders bearing preference ratings 
may be sold to the general public 
through normal distribution chan- 
nels. The cleaners will not be 
rationed, nor will a certificate 
testifying to the purchaser’s need 
of a vacuum cleaner be required. 








33 Manufacturers Get Permission 
To Make 492,627 Irons in 3rd. Quarter 


At the June 12 meeting of the 
Domestic Electric Appliance In- 
dustry Advisory Committee and 
representatives of the electric 
toaster, air heater and hot plate 
manufacturing industries, WPB 
reported assignment of authori- 
zations for third-quarter produc- 
tion of 492,627 electric irons by 
33 manufacturers. 

Officials of the agency said 





that, within the limits of this 
year’s program for 526,500 elec- 
tric irons quarterly, WPB per- 
mits iron prodction only when it 
won’t require materials, compo- 
nents, facilities or labor other- 
wise needed in more critical 
spots. In the first quarter, autho- 
rizatiens for electric iron produc- 
tion were 521,385; in the second 
quarter, 522,144. 








New-Order Definition for Customers 
Clarified By Amendment to Int. 10 


The definition of what consti- 
tutes a new order when a cus- 
tomer, having placed ar author- 
ized controlled materials order 
with a producer, wishes to make 
changes in that order, is clari- 
fied by amendment to Interpre- 
tation 10 to CMPR 1 issued June 
7 by WPB. 

In no case does a change in 





the placing of a new order, the 
interpretation states. 

New orders include the follow- 
ing: (1) An increase in the total 
amount ordered, to the extent of 
the increase; (2) an advancement 
or deferment of delivery, when 
made by a customer; and (3) in- 
struction to a producer, by a cus- 
tomer, to reinstate a suspended 
order. 





shipping destination constitute 





To Make 75,000 Ice Refrigerators 


In Third 


Limitation order L-7-c_ con- 
trolling production of domestic 
ice refrigerators was revoked, 
effective June 7. The quarterly 
program for 75,000 ice refrigera- 
tors will remain in effect in the 


Quarter of This Year 


third quarter. Manufacturers may 
produce ice refrigerators in 
excess of these amounts if they 
can obtain the various neces- 
sary materials without priorities 
assistance. 








OPA DAMAGE SUITS 
ON LAMP PRICING 


In a drive to enforce establish- 
ing lamp prices in proper man- 
ner and to enforce maximum 
price ceilings on lamps which are 
priced under MPR 188, OPA in- 
vestigated 1695 firms including 
411 manufacturers, 376 jobbers, 
282 department stores, 40 variety 
chain stores and 586 other retail- 
ers. 

Of the 1695 firms, about 50 per 
cent were found to be in record 
keeping or reporting violations. 
Ten treble damage suits and 229 
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injunction suits have been filed 
by OPA against firms found to 
be in violation, and OPA expects 
to file more suits. Ninety-two 
firms at all trade levels have 
been reported as selling lamps 
at over-ceiling prices indicating 
that possibly 100 more treble 
damage suits will be filed before 
the drive is completed. 


Since the beginning of the en- 
forcement drive’ several weeks 
ago, OPA has received an in- 
creased number of applications 
for approval of maximum prices 
on lamps. 

























NOT A KICK IN A TRAINLOAD 
of These Alert Distributors Who ‘Got There First” 
and . - Secured the AUTOMATIC FRANCHISE! 
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Alamo Distributing 
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Charleston ware Co., Charleston, W. Va. 
tiv Electric Company, Inc., Syracuse, N. Y. 
e Distributing Company, I Inc., New Haven, Conn. 
Eooncene Mevctrte Supply Atianca, ¢ Ga. 
ixture & Supp. Co., "Oma ebr. 
Senate A e Distributing Co., New York, N. Y. 
Hy a me tributors, Inc., Buffalo, N. Y. 
tzsimmons Co., Rochester, N.Y.” 


Fleck Company a " 
Florida Radio & Appliance ., Miami, Fin. « 
Jacksonville, Fla. « Tampa, " 
Foster Distributin, Company, Louisville, Ky. 
Electric Company, enver, Colo. 
erayter Electric Company Philadelphia, Pa. 
Gunther Company, Pittsbu fe 
Havre Jobbing Company, vre, ont. 
House-Hasson dware Co. aerate Tenn. 
sea Poin Mer Ouitnatt ce SaaS a 
0.° oma City, Tulsa, @kla. « 

Wichita, Kans. + Amarillo, Tex: e 
Jennison dware Company, Bay City, Mich. 
Kane Company Choveling, Obie » Csi 

ne Company, Cleve oe umbus, Ohio « 

Toledo, Shic. 
Keggin Distributin Com y, Grand Island, Nebr. 
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Legum Distributing Co., Baltimore, Md. 
Lewis Supply Company, Birmingham, Ala. 
McClain Distributing Co. Charlotte NG. « G 
1 n uting lotte, Columbia, 
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Mc ppliance Company, ttle, Wash. « 
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Mascon Distribu Inc. SostngGeld, Mass. 

Metro Distributors, Inc. ton, M 

onroe ware Company, Monroe. —_ 

Motor Power Equipment Co., St. Paul, Minn. 
National Rose ing & Mattress 1g Memphis, Tenn. 
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Providence Elec » Inc., Feovidenee, R. I. 

Radio Equipment iy Indianapolis, tod. 

Radio Equipment, moans South Bend, Ind. 
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Readers Wholecale Distributors, Houston, Tex. 
Roanoke Hardware Company, Roanoke, Va. 
Roycraft lowa Company, Des Moines, Ia. 
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. C Stafford & Sons, Laconia, N. H. 
State Distributing Co. Inc., Milwaukee, Wis. 
Vermont Electric Supply Co. 
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Walther Brothers, New Orleans, La. « 
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Wittingee, nc., Peoria, Ill. 
Vv. A. Wi jams, El Paso, Tex. 
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Economy Distributors & Importers, Ltd. 
Saskatchewan 


Wamac ibutors, Ltd. 
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AUTOMATIC WASHER COMPANY 








Longer-lasting, smoother-working blades 
esult only from close manufacturing toler- 
ances—or old-fashioned hand adjustment. 
Camillus holds tolerances at vital points to a 


an inch —getting an exactness of mechani- 
cal fit never before achieved in pocket 
cutlery. War-developed equipment, con- 
trolled to 1/10,000 of an inch, maintains 
and constantly checks this precision pro- 


of knives in America... Camillus 
Cutlery Company, NewYork 17,N.Y. 
—a business founded in 1876 by 


Adolph Kastor. 


Production now going to 
the Armed Forces. 


a a el 
|CAMILLUS 

















maximum of a hair’s breadth—to 2/1000 of | : ‘ . ° 
|New Tire Regulations Changes Will Permit 


duction —assuring top quality in-every | 
knife in the fine line made by one of | 
the oldest and largest manufacturers, 
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Surplus Property Available 


| For Returning Veterans 
to Use for Entering Business 


Returning veterans can _pur- 
chase surplus property to set 
themselves up in business with- 
out buying through regular dealer 
channels, according to regulation 
No. 7, issued June 3 by the Sur- 
plus Property Board and effec- 


| 
| 
} 
| 
| 
| 
} 


| tive July 1. 
The exercise of this right will 
| be accomplished through the 


Smaller War Plants Corporation, 
thus affording veterans the 
| highest priority possible. Under 
terms of the act, SWPC can, with 
| top priority, purchase surplus 
property for re-sale to small busi- 
ness organizations. 

Veterans eager to obtain sur- 
plus items for any commercial, 
industrial, manufacturing, finan- 
cial, service, medical, dental or 
legal enterprise, with an‘ invested 
capital not exceeding $50,000, 





should apply to the SWPC office 
nearest to the locality where busi- 
ness will be established. 

SWPC. will act as a buying 
agent on all purchases. It has 
the responsibility of determining 
whether the veteran has a good 
chance of success in his venture. 
As soon as SWPC approves the 
application, it will buy from the 
disposal. agencies the items re- 
quired by the veterans, up to $2,- 
500. All sales will be made to 
SWPC under OPA regulations. 
In no instance will the price be 
greater than the original cost to 
the Government, less allowance 
for depreciation and obsolescence. 
The veteran must maintain the 
business as sole proprietor, -or, if 
non-veterans are: associated with 
him, they cannot have more than 
one-half interest. 








Farmers to Use Grade 1 Tires on Farm 


Changes in tire rationing af- 
fecting dealers, and provisions to 
allow new passenger tires to be 
used on certain vehicles con- 
verted to farm use, were an- 
nounced June 18 by OPA. They 
are as follows: 1: When dealers 
file registration reports with OPA 
listing their inventories of tires 
in stock and certificates on hand 
June 30, each dealer will estab- 
lish his inventory responsibility 
with which his stock of tires and 
certificates must balance at all 
times. 2. Authorization issued 
by OPA District Directors prior 
to June 1, 1945, permitting the 
transfer of Grade I tires between 


fm dealers will be no longer valid 
after June 23. 


Farm vehicles—1. Farmers may 
| be issued certificates for Grade I 
passenger tires for use on cars 
converted to serve as farm ve- 
hicles if they cannot be operated 
with farm-implement tires and 
suitable used tires are not avail- 
able. 2. Because the War Food 
Administration is discontinuing 
on June 30 its County Farm 
Transportation Committees that 
in the past acted on applications 
| to convert farm vehicles from 








steel wheels to rubber-tired 
wheels, farmers thereafter will 
apply directly to their local War 
Price and Rationing Boards to 
make this change. 





MANY ITEMS FREED 
FROM PRICE CONTROLS 


A number of commodities were 
exempted from price control 
as of May 20 by Amendment No. 
16 to Supplementary Order 45 
since they are of minor signifi- 
cance in the cost of living and 
require pricing work out of pro- 
portion to the importance of 
keeping them under price control. 

Among the commodities are 
canoes, hand-carved wall brackets, 
wall pockets, stand sets, sconces, 
bird houses, bird feeders, bird 
baths, bookmarks, napkin rings, 
mementos made of worn baby 
shoes, decorative and memorial 
tablets and plaques, non-mechani- 
cal tax and payroll calculators 
which use charts, souvenirs bear- 
ing place-names, advertising nov- 
elties, mirror-covered boxes, nov- 
elty cigar and card boxes, rec- 
ords or electrical transcriptions 
of radio programs. 
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FORM. WPB-541 NO 
LONGER USED FOR 
EXTINGUISHERS, ETC. 


Applications on Form WPB- 
541 for preference ratings to buy 
fire extinguishers and portable 
and stirrup pumps are no longer 
being accepted by WPB, officials 
of the agency said June 13. Those 
with ratings may use them, but 
the items can be bought without 
such ratings. 


WELDERS’ GLOVES 
SOLD ONLY FOR 
WELDING OPERATIONS 


The sale - of new welders’ 
gloves by manufacturers or deal- 
ers for resale is prohibited except 
on rated orders bearing a certifi- 
cation that the gloves will be 
sold only for use in welding op- 
erations, WPB announced June 9. 
This action also requires that a 
dealer in selling welders’ gloves 
to a purchaser satisfy himself 
they will be used for welding 
operations. 


1943 SUPPLEMENT OF 
FED. REGULATIONS 
NOW AVAILABLE 


The 1943 Supplement to the 
Code of Federal Regulations, 
which contains a codification of 
documents filed with the Federal 
Register during the period from 
June 2, 1943, to Dec. 31, 1943, is 
available in two books, $3 each, 
from the Superintendent of Docu- 
ments, Government Printing Of- 
fice, Washington 25, D. C. Book 
1 contains Titles 1-31 and in- 
cludes Title 3, all Presidential 
Executive Orders and Proclama- 
tions with appropriate reference 
tables pertaining thereto. Book 2 
covers the remaining 19 titles 
with a general index and docu- 
ment table for the 1943 period, 
together with a Codification 
Guide to all documents pub- 
lished in the Federal Register, 
during the calendar year 1944. 





! 
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TANK MOUNTED AIR 
COMPRESSOR STANDARD 


The National Bureau of Stand- | 


ards, Washington 25, D. C., has 
recently announced a commercial 
standard for tank mounted air 
compressors, CS126-45, effective 
for new production from Dec. 5, 
1945. Its purpose is to establish 
minimum standard specifications 
and uniform methods of designat- 
ing capacity, size classifications 
for compressors, motors and 
tanks, provide uniform test meth- 
ods, and a basis for fair com- 
petition and for guaranteeing 
compliance with the standard for 
the guidance of manufacturers, 
distributors, wholesalers and 
users. 


RESEARCH INSTITUTE 
BOOK ON REHIRING 
YOUR CO’S. VETERANS 


The Research 
America, Inc., 292 Madison Ave., 
New York City 17, has recently 
issued an analysis entitled, “Re- 
hiring Your Company’s Vet- 
erans.” This booklet includes in- 
formation on such subjects as 
how to keep key employees, steps 
in rehiring the veteran, handling 
the disabled veteran, unions and 
veteran reemployment and the 
meaning of “Changed Circum- 
stances.” Book contains a post- 
war questionnaire for all em- 
ployees which has two purposes, 
to bring up to date all relevant 
information on the status of all 
employees on the payroll, and to 
find out what’ they intend to do 
when the war ends. Devoting 
several pages to the seniority 
question, it also has an enlarge- 
ment of the veteran’s rights, and 
the WLB. 

The booklet recommends that 
each company establish a clear, 
concrete plan designed to cover 
every phrase of the obligations 
to returning servicemen, which 
is continuous, for the rehiring 
of veterans. 








In an editor’s note accompany- 
ing the article “G. I. Joe Goes 
Into Business,” in the June 7, 
1945, issue was the statement, 
“The Government, however, has 
promised each discharged veteran 
to guarantee a loan of $2000, the 
loan to be made at his local 








bank with the proper cre- 
dentials. A member of the 
Veteran’s Administration points 
out that the Administrator of 
Veteran’s Affairs can guarantee 
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Loans for Discharged Veterans 
Setting Up Their Own Business | 


any loan conforming to the pro- 
visions of the Servicemen’s Re- 
adjustment Act of 1944, under 
which there is no limitation on 
the amount of the loan. How- 
ever, the Government’s guarantee 
cannot exceed $2000 or 50 per 
cent of the Joan whichever is the 
lesser amount. Thus the Govern- 
ment, on a loan of $2000 will 
guarantee $1000 (or 50 per cent) 
and on a loan of $5000 will guar- 
antee but $2000. 


Institute of | 


| 

















We're Getting it, Too! 





Stove Top Mat 








Dish Drainer 


and waiting’ 


But for every letter Wooster Rubber 
receives, you must get half a dozen 
calls from housewives asking for 
plate scrapers, sink strainers, bath- 
mats or other rubber products that 
made their housework so much easier 
before the ones they had wore out. 


This is a pent-up demand—a “ready 


market that you can 


is the 


name 


cash in on when Rubbermaid returns. 
Rubbermaid 


know—the brand they will prefer— 


women 


the “quality” line of houseware that 
is advertised in national magazines. 
As soon as our war job is finished 


and we can again obtain the long- 


lasting, high-quality materials needed, 


we shall resume production of the 


popular Rubbermaid family. When 


Sink Strainer 


—_— 


Plate & Bowl Scraper 


nouncement to you. 


HOU SEWARE 


this happens, we'll speed its an- 


THE WOOSTER RUBBER COMPANY 


WOOSTER .- 


OHIO 
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Cast soil pipe—Ceiling prices 
of cast iron soil pipe and fittings have 
been increased by OPA $5.00 per ton 
at the mill level, by amendment to 
Price Schedule 100. The increase, 
which represents a rise of about 7% 
per cent over existing ceilings, was al- 
lowed to meet the cost increase result- 
ing from the five-cents-an-hour wage 
laise just granted to foundrymen in 
thos industry, and from raw materials 
cost advances. 

* 7 os 

Dry roofing felts—OPA re- 
ports several manufacturer’s petitions on 
file requesting an amendment to Price 
Regulction 369 to allow an increase 
in the ceiling prices on dry roofing felt. 
Since a final decision cannot be made 
immediately, OPA, cffective June 11, 
grants an authorization in these cases 
to use “adjustable pricing,” where 
necessary to promote production and 
distribution of the felts involved. Manu- 
facturers may sell or offer, and anyone 
may buy or agree to buy, dry roofing 
felt under Price Regulation 369, at 
prices to be adjusted in accordance 
with OPA’s final disposition of the 
pending petitions. However, actual 
payments in excess of the maximum 
prices established by regulation 369, 
may not be collected or paid pending 
further OPA action. 

. oa . 

Turned wood products—As of 
June 15, several turned or shaped wooden 
items were transferred by OPA from 
the coverage of Price Regulation 196 
and placed under controls of MPR 188. 
No action was taken affecting the 
former ceilings on any of these items, 
which include mops, brooms and car- 
pet sweepers, baseball bats, wooden 
bowls and spoons, clothes pins, toys, 
games, golf tees, and billiard cues. By 
reason of the transfer, OPA requires 
manufacturers to file at its Washington 
office before July 30, three copies of a 
report showing their numbers, descrip- 
tions and current maximum prices on 
each of these lines, to each class of 
purchaser. 
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Cocoa mats — Effective June 
16, OPA annonced specific net prices 
to wholesalers, retailers and consumers, 
at which either importers or whole- 
salers may sell cocoa (coir) mats, im- 
ported from India. On 13 different 
grade ranges, the maximum prices per 
square foot to consumers f.o.b. U. S. 
port of entry, range from $0.5967 per 
square foot to $1.3195 per square foot. 
A typical medium quality—“*LB”— 
takes a ceiling of $0.6687 per square 
foot to consumers. 

. . . 

Rubber half soles—The retail 
ceiling price for men’s black rubber 
half soles, rejected by the Army as not 
up to required standards and now being 
disposed of in civilian channels is 40 
cents a pair OPA announced, June 26, 
in amendment 12 to MPR 477. This 
ceiling applies to sales at retail of 
such soles, an inch thick and in mili- 
tary sizes seven to 13. These sizes are 
generally larger than the same sizes for 
civilian soles. 

. * 7 

Prices on imported clocks— 
OPA has added imported clocks, which 
are beginning to enter the country in 
some volume, to the list of imported 
commodities that may be priced auto- 
matically at retail. Heretofore retail- 
ers have had to apply to the OPA for a 
ceiling unless they sold the same goods 
in March, 1942. The new ruling effec- 
tive June 13, establishes retailers’ 
maximum prices for imported clocks by 
allowing a mark-up of 75 per cent on 
the net delivered cost. Amendments to 
this effect, to orders 83 and 95, under 


_ the maximum import price regulation, 


are effective immediately. 
. . . 

Building contract pricing— 
Effective June 18, OPA has ruled that 
building contractors who have newly 
entered the industry, or who have 
shifted operations to an unfamiliar type 
of construction, may file with OPA pro- 
posed ceiling prices or price deter- 
mining methods to be used in comput- 
ing their individual ceiling prices on 





lump-sum or cost-plus contract work. 
Proposed pricing methods may be filed 
for any job performed on a contract 
basis with which the contractor has 
not had sufficient experience to base 
prices on those he has charged in the 
past for a comparable sort of work, or 
may be submitted for any other reason. 
7 > * 

Carnauba wax—Present ceil- 
ing prices for carnauba wax will be 
continued in effect, OPA announced 
June 14. This wax, imported from 
Brazil, is used in making floor waxes, 
shoe polishes and to a small degree in 
essential war work. 

- . * 

New OPA actions—OPA an- 
nounces a method by which a manu- 
facturer of stock millwork can himself 
determine his ceiling price for most 
millwork items, if not now provided 
with dollar-and-cent ceilings. A man- 
ufacturer is permitted to calculate a 


_ ceiling price on such an item by add- 


ing to his direct costs the same per- 
centage mark-up he is receiving on his 
nearest comparable item. The ceiling 
price thus calculated must be submitted 
to the OPA building materials branch 
at Washington, and is automatically 
approved if, within twenty days after 
mailing the manufacturer has not 
been notified of disapproval. 
s > a. 

OPA’s reconversion pricing 
—Price Administrator Bowles says that 
OPA is ready to meet the problems of 
reconversion with a three-point pricing 
program keyed to “speed of decision 
and flexibility” and designed to “facili- 
tate full production.” The program, he 
says, calls for: 1. Industry-wide pricing 
for those who cannot proceed under 
their last ceiling prices at which they 
sold in 1941 or 1942. 2. Individual 
price adjustments for firms whose costs 
are out of line with the rest of the in- 
dustry. 3. A procedure under which 
small firms whose sales before the war 
did not exceed $200,000 and will not 
exceed that volume in the next year will 
compute their own ceiling prices on a 
streamlined form, a procedure which 
Mr. Bowles says will result “in lifting 
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1, 
Standards of Manufacture 


ITTENHOUSE has always subscribed to the belief 
that true product worth has its inception in the 
manufacturing integrity and skill of those who produce it. 


> Upon the foundation of skilled craftsmanship, quality 
materials and continually improved production methods, 
Rittenhouse has attained a standard of manufacturing lead- 
ership that has won and held national recognition for years. 


> Built into every Rittenhouse Electric Door Chime is the 
ingenuity and “know-how” acquired since 1903, when 
Rittenhouse first began the manufacture of electrical equip- 
ment. During the ensuing years it has been Rittenhouse 
policy to maintain product control from the raw material 
right through to the finished appliance. This time-tested 
policy continues today. Virtually the entire chime is made in 
the Rittenhouse plant, by Rittenhouse craftsmen; each stage 
of the ‘manufacturing process under expert supervision. 


> These and many other noteworthy factors of leadership will 
be reflected in the Rittenhouse Chimes of Tomorrow—chimes 
that will meet every challenge of peacetime performance. 


hittenhouse 
Somorrous Better Dower Ckimas 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, N. Y. 
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WHO POLLED 
THE PRIZES 


IN THE 


coy KIRK 
PLASTICONTEST 





$250.00 TO 


CHARLES LATAILLE 
SUFFIELD, CONN. 
Spring clasp, adjust- 


able, snap-on Bever- 
age Bottle Cap. 





SECOND PRIZE—$125.00 TC 
JACOB HAKALA 
MAHTOWA, MINNESOTA 
(We're sorry not to have Mr. 

Hakala’s picture) 
Pocket or Desk Pencil Sharpener 
with chip receiver. 


THIRD PRIZE—$50.00 TO 


ANTHONY J. MONTE 
= AMMI 2/c, U.S. N. 
= Naval Air Station 
a Grosse Isle, Michigan 






| Cigarette Holder with 
automatic ejection dis- 
penser 


And to all of you who entered 
the Contest we want to express 
our gratification and our apprecia- 
tion of your independent creative 
thought. 

We would like to declare every con- 
testant a winner; the least we can 
do is assure you that this company 
will strive to place before you only 
worthwhile goods, that the (km) 
trademark will appear only on 
quality merchandise carefully man- 
ufactured of the best materials. 


Thank you. 


F. J. KIRK 


MOLDING COMPANY 


CLINTON —— MASS. 















Jiyniversal 
Liquid Cement 


Packs d in tubes, pints, quarts 
and ilies to suit every variety of 
use and all types of trade from the 
householder to the large industrial 
plant. The top-notch cement for 
over a generation. 


Free full-size 
sample tube and 
selling plan sent 
you gladly. Just 
send us your name 


—— 
warenrnogs = Furnieut 


and the name of 
your wholesaler on 
a post card — we'll 
do the rest. 





305 Franklin Street 
Boston 10, Mass. 


Established 19 10 


Packed 12 i” display 
box. Also in pint, quer 
and gallon cans- 





OFFSET CLAMP 


For Hanging Pipe, Conduit 
and Cable. Holds Them away 
from Wall Surface. 
Stock this nationally advertised 
product. The special Offset feature 
simplifies installation and main- 
tenance. Furnished in rigid and thin 
wall sizes with correct size bolt and 

nut inserted, Rust resistant. 
Ask your Jobber or Write for Catalog 
THE PAINE CO. 
2963 Carroll Ave. Chicago 12, il. 
Offices in Principal Cities 





‘PAINE: 
fe anane GRVILLS 





AMBROID CO., Inc. 











the load of red tape from small busi- 
ness.” 
* > o 
Reusable iron and steel prod- 
ucts—Revision of dollar-and-cent ship- 
ping point ceiling prices for reusable 
iron and steel products suitable for use 
without further reconditioning was an- 
nounced by OPA effective June 26, 
1945, are as follows: For structural 
shapes, plates, bars, rods, and flats, 
shafting, black sheets, and miscellane- 
ous products, $3 per 100 lbs. in quanti- 
ties up to 1,999 lbs. and $2.50 per 100 
lbs. in quantities of 2,000 Ibs. and over. 
For coated sheets, $3.35 per 100 lbs. 
in quantities up to 1,999 lbs., and $2.85 
per 100 lbs. in quantities of 2,000 lbs., 
and over. For all reusable iron and 
steel products except wire rope and 
wire products, that require recondition- 
ing, a maximum shipping point price of 
$2.10 per hundred lbs. in any quantity 
is established. Maximum shipping 
point prices for wire rope, and wire 
products, except nails, ready for reuse 
without further reconditioning, are 
established at 85 per cent of the mill 
catload delivered price for the same 
new products at the shipping point 
nearest location. For wire rope and 
wire products that require recondition- 
ing to make them suitable for use a 
maximum shipping point price of 55 
per cent of the mill carload delivered 
price of the same new product at the 
shipping point nearest the location is 
established. Provision is also made for 
maximum charges involving drilling of 
holes, cutting to pattern, etc. Maxi- 
mum delivered prices for reusable prod- 
ucts are fixed at the shipping point 
price plus the established charge for 
transporting the product from shipping 
point to point of delivery. Controls also 
concern delivery by equipment of the 
shipper. Where/shipment is made in a 
truck owned or controlled by the buyer, 
seller may not add any transportation 
charges to maximum shipping point 
prices. These ceiling prices are estab- 
lished in MPR No. 310, Reusable Iron 
and Steel Products. 


*- + *# 


Electric ranges — Production 
of domestic electric ranges may increase 
somewhat in the third quarter, but com- 
paratively few are expected to reach 
retail channels, the War Production 
Board said recently, reporting the re- 
cent meeting of the Domestic Electric 
Range Industry Advisory Committee. 
Electric ranges are not rationed, but the 
greater part of the programmed produc- 
tion (set at a maximum of 35,000 
ranges for the quarter) goes to the mili- 
tary services, to housing projects ap- 
proved by the National Housing 
Agency, and to institutions that certify 
need for use with existing electric ser- 












This Is 

The Man 
Who Helps 
You Make 
Money— 


He’s your customer. The oftener he 
comes back for “more of the same”, 
the oftener you ring up a profit. ... 
One sure aid to repeat business is the 
Pecora line. Through the years it has 
demonstrated that there is no satis 
factory substitute for quality. You 
can handle Pecora products with com- 
plete confidence that their high qual- 
ity will make and hold customers for 
you. 


PECORA 





CALKING COMPOUND 

A leader since 1908. Will not dry out, crack 
or chip when properly applied. Gun and 
knife grades. 

ROOF COATINGS 


Plastic and liquid forms. Fire resisting, 
weatherproof, sunproof, acid and alkali 
proof. More durable than paint. Costs less. 


WATERPROOFINGS 


“Klere-Seal” and “Varseal” types; also 
Black Asphaltic Waterproofing in paste of 
liquid form. 


ASBESTOS FURNACE CEMENT 


A good and trustworthy friend of every 
furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 






WRITE 
FOR 
BOOKLETS 


PECORA 


PAINT COMPANY, INC. 


Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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vice facilities. Any increase in produc- 
tion beyond the third-quarter program 
must be authorized under Priorities 
Regulation 25 (spot authorizations), 
WPB officials said. Enlarged produc- 
tion will depend on the availability of 
labor and manufacturers’ ability to ob- 
tain materials and components without 
WPB priorities assistance. 
* ¢ « 

Motors — Production of frac- 
tional horsepower motors may increase 
to a total of 800,000 units per month 
by the fourth quarter of 1945, mem- 
bers of the Fractional Horsepower Mo- 
tors Labor Advisory Committee were 
told at a recent meeting with WPB. 

** @ 


Lawn mowers—Although limi- 
tation order L-67 (lawn mowers) was 
revoked May 22, many problems impede 
large-scale production for civilian use. 
Manufacturers report their chief diff- 
culty is the obtaining of malleable or 
gray iron castings and, (for power- 
type mowers) gasoline engines, on their 
unrated orders. Scarcity of shipping 
containers required by some producers 
is also a matter of much concern. Mal- 
leable and gray iron foundries have re- 
ceived cutbacks in some military orders, 
but enlarged ODT programs, and other 
types of military programs have taken 
up this slack. Also, labor problems in 
the foundries will be aggravated in the 
next few months by the summer heat. 
OPA has promised manufacturers that 


increased production costs will be con-. 


sidered in establishing price ceilings 
for lawn mowers reentering the ci- 
vilian market. 

. + + 

Seamless gloves and mittens 

—All output of seamless gloves and 
mittens, made on “fingering machines,” 
in ranges from 4 to 7 cut inclusive, has 
been frozen by WPB for military re- 
quirements. This action—direction 15 
to order M-328—prohibits operation of 
fingering machines in the stated ranges 
beginning July 18, except to produce 
gloves or mittens for the army or 
navy. The ruling will continue in 
effect until Oct. 1, unless extended. 

* a. * 


Bicycle outlook — Any large 
increase in bicycle output in the third 
quarter (beyond the now-approved pro- 
gram of 23,000 machines per month) is 
doubtful, and will depend on the indus- 
try’s obtaining a larger steady flow of 
parts. Present bottlenecks are in ball 
bearings, coated saddle fabrics, inside 
liners, nickel for plating, grips, forg- 
ings, screw machine parts and shipping 
containers. If military cutbacks free 
some of these materials by fall, and 
substitutes are found for others, the 
quantity of bicycles made may in- 
crease to more nearly the public de- 
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mand. Modified war model machines, 
generally, will comprise any output for 
civilian production in the third quarter. 
OPA says that new models appearing 
on the market will be priced in com- 
parison to prices of the current modi- 
fied war-type models. The desire of all 
war agencies is “for production of large 
quantities of low- and medium-priced 
consumer articles, as an anti-inflation 
measure.” 
” * t 

Galvanized ware—At a Wash- 
ington meeting with WPB, makers of 
galvanized ware could promise no in- 
crease in production of galvanized ware 
in the third quarter, “because of short- 
ages of labor and certain needed ma- 
terials,” still a very general comment in 
all steel-using plants. However, the 
manufacturers reported that WPB’s re- 
cent revocation of order L-30-a has 
enabled them “to operate with more 
flexibility.” The zinc supply situation 
was declared no more favorable for the 
third quarter than it was in the second 
quarter. Supplies, both of prime west- 
ern and special high zinc grades, are 
short. Sheet steel continues “tight,” in 
the types and gages used in the indus- 
try, although a small amount of cold 
and hot rolled strip in narrow sizes and 
special finishes may possibly be avail- 
able toward the end of the coming 
quarter. Also, more steel may be avail- 
able to the industry in the third quarter 
than now expected, as military cut- 
backs gradually reach through to the 
mills. Supplies of galvanized picking 
pails for the West Coast fruit season 
are expected to be adequate, WPB 
says, as manufacturers in that section 
are producing enough pails to meet the 
80,000 estimated need. 


Earlier aluminum release — 
On June 13, WPB opened up the CMP 
controls as to aluminum, so that this 
metal, freed by aircraft and other mili- 
tary cutbacks, is released to civilian 
goods manufacturers. Aluminum pro- 
ducers are authorized immediately to 
fill non-priority orders of civilian goods 
manufacturers, this action coming 18 
days ahead of the previously scheduled 
relaxation on July 1, WPB announces 
that this decision will make “large 
quantities” of aluminum immediately 
available for pots, pans and other con- 
sumer goods. Previously officials esti- 
mated the freed supply at from 100,- 
000,000 to 300,000,000 Ibs., annually, 
depending on the depth of forthcoming 
military cutbacks. Aluminum _pro- 
ducers may fill non-priority orders only 
on condition that they do not interfere 
with the delivery of authorized orders 
for military or essential civilian uses, 
backed up by “CMP” allotments and 
priority’ ratings. Excepted from the 

















The one game in which the whole 
family can join is croquet. By sell- 
ing this ever-increasingly popu- 
lar game you become even more 
associated in customers’ minds as 
the place to buy yard and lawn 


equipment. 
Limited supplies of high quality 
material have curtailed South 
Bend Croquet production some- 
what, enabling us to serve, on an 
allotment basis, only old custom- 
ers now. However, check with 
your South Bend Jobber to learn 
the quality, popular- 
priced line of South 
Bend Croquet, and 
establish your pri- 
ority for earliest 
possible delivery. 





SALES REPRESENTATIVES 

New York—Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn.— Louis Williams 
& Company 

Seattle 7, Wash.— Leo Scherrer, 2840 
West 93rd St. 

Los Angeles 14,—Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 


AMERICA’S FAMILY GAME 
ae Sets » Baby Carriages 
Co., South Bend, indiana, for over 70 continuous years. 
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AMERICAN . 
INDUSTRIAL 


better, clearer, 
faster marking job 


These big volume Industrial Markers 
are backed by a 110 year quarantee 
that has never failed. 


There's an American 


Old Faithful 


Marker to meet every Industrial need 
today. Send for the FREE Industrial 
Crayon Guide describing the complete 
Old Faithful line. 


The better Industrial 
Modeling Clay 
that holds its form well. 


Because of its easy workability and uniform 
consistency, FORMWELL is playing an im- 
portant part in the field of industrial de- 
sign. FORMWELL enables designers to 
quickly construct dummy models of pro- 
jected units, thus saving time and expense 
in future engineering of details. FORM- 
WELL Plastic Modeling Clay is ideal for 
these projects because it is not sticky, and 
never changes consistency. 


FORMWELL, the clean, pliable, plastic 
modeling clay is again available in quan- 
tities to meet your needs. 


Dept. HA-5 





/ 















relaxation were “aluminum extrusions,” 
a partly-fabricated form in high demand 
for military bridges and other equip- 
ment. Certain other semi-fabricated 
forms of aluminum also will be in short 
supply, but mills are authorized to take 
orders for them to be filled as soon as 
military needs are met. 


* * * 


Brass cut-backs — WPB has 
summarized the new and deep military 
cutbacks in brass requirements, stating 
that lowered military needs will make a 
substantial amount of: this controlled 
material available for civilian use in 
te third quarter. Monthly military re- 
quirements for brass strips have dropped 
to 160,000,000 Ibs. from a peak demand 
of 412,000,000 Ibs. at the end of 1944. 
Actual strip production was 334,250,000 
lbs. in March. A further drop in re- 
quirements to approximately 145,000,- 
000 Ibs. monthly is expected, based on 
indications that not all of the remain- 
ing military tonnage might be taken out 
in the third quarter. Brass rod mili- 
tary cutbacks have been only slightly 
less severe than in strip. Army require- 
ments have dropped from 53,000,000 
Ibs. of rods per month to 25,000,000 Ibs., 
ind Navy needs from 12,000,000 lbs. to 
8,000,000 Ibs. Offsetting these reduced 
requirements is an expected doubling 
of warehouse allotments, so that WPB 
estimates peak monthly demand will be 
around 75,000,000 Ibs. of brass rod, 
compared with the former ‘estimated 
demand of 134,000,000 lbs. and com- 
pared with actual production of 110,- 
000,000 Ibs. in March. 

* * * 

Steel capacity increase—Re- 
viewing America’s huge growth in steel 
production, since the war expansion 
started in Nov., 1940, WPB says that 
the nation’s ingot capacity has grown 
from about 80,000,000 tons annually to 
about 95,000,000 tons, building America 
into “the greatest arsenal for democracy 
the world has ever known.” This 15,- 
000,000 ton expansion is almost equal 
to Britain’s entire steel-making facili- 
ties. The cost of this huge growth of 
facilities—$2,584,944,018—was borne al- 
most equally by government and private 
industry. Outstanding features have 
been a more than 100 per cent increase 
in plate production, to provide for 
ships, tanks, trucks and other war es- 
sentials, a huge growth in alloy steels, 
vitally needed for special war imple- 
ments. 

> * * 

Import controls revised — 
WPB announces the removal of several 
materials from import control, by 
amendment of Order M-63. Among the 
materials released are soft cotton 
waste, deerskins, istle fiber and istle 
products (except istle rope, twine and 








Roads to Follow 


HE United States Government 

can collect more than three- 
quarters of its taxes from business 
and individuals only when 50-55 
million people are working and in- 
dustry is going full tilt. During the 
past fiscal year, business and indi- 
viduals paid about 83 per cent of the 
federal tax burden of $40.6 billion. 
But, should the end of the war bring 
the end of high employment, then 
the government has the following 


roads to follow: to increase other - 


taxes; to levy new taxes; to borrow 
additional money; to cut expenses. 








yarn, which remain under import con- 
trol). High-grade balatas (South 
American’ gutta-percha substitutes) 
were also removed by this amendment, 
leaving only low-grade balatas subject 
to import control. At the same time 
red squill and beryllium (ore, salts, and 


metal) were eliminated from import 
control. A relisting of materials re- 
maining under control relieves im- 


porters of the necessity of applying for 
authorization to dispose of some im- 
ported items, such as  broomcorn, 
chrome ore, feathers and manganese 


ore, 
* * . 


Nitrogen for farmers—After 
considering the possibility of removing 
nitrogen controls, WPB has decided to 
postpone this action, perhaps briefly, 
until more definite information is avail- 
able on supplies and requirements. 
WPB hopes to make more nitrogen 
available for agricultural use in the 
near future, but says at present sup- 
plies are not adequate to meet all de- 
mands. The WFA says that requests 
for nitrogen for domestic agricultural 
use (including Hawaii and Puerto 
Rico) for the year beginning July 1, 
1945, amount to approximately 800,000 
tons. Some 712,000 tons will be avail- 
able for these requests, and perhaps the 
rest may be made available. Two new 
projects each with a monthly output 
capacity of about 5,000 tons, will prob- 
ably start production within the next 
few months. Possible cuts in the mu- 
nitions program may also release more 
nitrogen for agriculture, though these 
cuts have not yet materialized.. WPB 
says that nitrogen requirements for 
liberated European areas are expected 
to be heavy. 

* > 7 


Burlap or cotton bags—Be- 
cause of the present shortage of textile 
bags, WPB has amended order M-221 
to prohibit any person from converting, 
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commercially, any new or used jute, 
burlap or cotton bag into an article for 
any other use, so long as it has a com- 
mercial use as a bag, with or without 
mending. The order contains no pro- 
hibition against changing the size of 
bags. The amended order has a “joint 
responsibility” clause stating: “No per- 
son shall sell or deliver cotton textiles 
or new or used textile bags which he 
knows or has reason to believe will be 
accepted or used in violation of the 
terms of this order.” New inventory 
restrictions for bag makers state that 
they must observe the limits of cotton 
textiles order M-317, and each must 
have at any time, no more of the per- 
mitted materials than will meet his 
reasonable requirements for the next 60 
days. The use of new burlap bags is 
now prohibited for packing ‘fertilizer, 
unless the bags were on hand, or in 
process of manufacture, on June 1. 


* - > 


Construction materials — 
WPB has eliminated restrictions on 
the use of steel, copper and electrical 
materials in authorized construction 
work, subject to Schedule A of CMP 
regulation 6. Restrictions on the use 
of lumber, tin, lead and zinc have been 
retained in the amended regulation with 
only slight changes. With the excep- 
tion of oil-fired equipment and natural 
gas-fired equipment, any equipment that 
can be obtained without a rating may 
now be installed under the project au- 
thorization. However, in general, the 
project rating may not be used to get 
equipment that is not listed and ap- 
proved. 

* * « 

Wholesalers’ sales—In a re- 
cent report on the sales of both service 
and limited-function wholesalers by the 
U. S. Department of Commerce, those 
of hardware wholesalers were shown to 
be six per cent higher in the first four 
months of 1945 than in the same 
period last year. Sales in the first four 
months of this year, by hardware whole- 
salers, totalled $342,000,000 compared 
with $322,000,000 in 1944. This com- 
pared with a gain of but two per cent 
as the average for all kinds of whole- 
salers. Sales of hardware wholesalers, 
annually, from 1939 to 1944, inclusive 
were reported as follows: 1939, $592,- 
000.000: 1940, $660,000,000; 1941, 
$917.000,000: 1942, $972,000.000; 1943, 
$939,000.000: 1944, $981,000.000. 


* * al 


Retail sales—That the people 
have money to spend, and still are 
spending it, is revealed anew in nearly 
every general sales report released. The 
U. S. Census Bureau announces that 
May sales of “independent retailers,” 
while unchanged from those of the 
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corresponding 1944 month, were 9 per 
cent higher than in April. 


* > * 


Westinghouse production, 
sales—A moderate increase in cutbacks 
of war contracts at the Westinghouse 
Electric Corp., Pittsburgh, Pa., already 
reflects in part the tapering off of 
military requirements, A. W. Robertson, 
chairman, disclosed in New York re- 
cently. He expressed confidence, how- 
ever, that “there will be a steady in- 
crease in the production of large elec- 
tric power equipment for civilian use 
as well as necessary household appli- 
ances, to fiJl partially the employment 
gap created by the end of the war in 
Europe.” At the conclusion of a meet- 
ing of the Board of Directors, Mr. 
Robertson reported that the Company’s 
backlog of unfilled orders at the end of 
April amounted to $591,633,898. In the 
first two weeks of May, which included 
V-E Day, 235 of the company’s war con- 
tracts amounting to $11,000,000 were 
terminated. Plans for reconverting the 
company’s appliance manufacturing 
plants to civilian goods production 
have been completed, and Mr. Robert- 
son estimated that production of refrig- 
erators—the first large appliance item 
expected to be produced—could get 
under way within four to five months 
after Government authorization is re- 
ceived. He indicated that manufacture 
of electric irons would begin first since 
they would require the least delay and 
shortest retraining program. Also 
within two to three months after au- 
thorization, the company estimates, 
some models of radio receivers will be 
leaving the production lines of the com- 
pany’s newly formed home radio di- 
vision at Sunbury, Pa. 


Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 118) 


1—Answer. The word “line-cut” re- 
fers to illustrations used in advertise- 
ments which are made from drawings 
that use lines alone—without anv ac- 
tual gradations from black to white. 
The word “half-tone” refers to illustra- 
tions or cuts used in advertisements 
which are made from drawings or pho- 
tographs which must show uninter- 
rupted gradations from dark to light. 

2—Answer. One 150-ft. roll will be 
required. 

3—Answer. Value of sale $5.70: Six 
pieces of track were required for the 
job. 

4—Answer. (1)18 picas; (2) 30 
picas; (3) 60 picas. 

5—Answer. Forty rods of fence will 
be required. 





Call Ryerson when 
you need steel — any kind, shape, 
or size. Large stocks are available 


at ten convenient plants, Ask for 


a Ryerson Stock List —your guide 
to quick shipment of steel. 


Principal Products include: 


Bers « Shapes « Structurals « Plates « Sheets 

Fleer Plates «+ Alloy Steels « Stainless Steel 

Shefting + Screw Stock « Wire » Mechanical 

Tubing + Boiler Tubes + Reinforcing Stools 

Tool Steels » Babbitt » Nuts « Bolts « Rivets 
Welding Rod « Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Plants at: 
CHICAGO, MILWAUKEE, ST. LOUIS, DETROIT, 
CINCINNATI, CLEVELAND, BUFFALO, BOSTON, 
PHILADELPHIA, JERSEY CITY 











The Lest ate 
BETTER BRAND 


mouse and rat 


_ TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 
















Savogran Wax 
Remover 


In powder form, this wax remover is 
dissolved in warm water and then 
quickly removes wax, polish, oi] and 





dirt from floors, linoleum, woodwork, 
furniture, etc. Containing no caustic, 
acid or tri-sodium paosphate, it is harm- 
less to hands or surface, says the maker, 
and removes the wax, but not the fin- 
ish. Packed in 4 oz. cans which make 
1% gal., and 12 oz. cans which make 
4% gal. The Savogran Co., India 
Wharf, Boston 10, Mass. 


Chicago Tool 
Vise Circular 


Entitled, “101 Angle Operations,” 
this circular shows illustrations of ma- 
chine drilling, milling, grinding, saw- 
ing, etc., and hand operations with 
angle vises in use. Pictures show the 
simplicity of the quick and accurate 
set-ups for various angles with Palm 
gren Angle Vises. Contains a complete 
line of Angle Vises from 1% in. jaws 
to 8 in, jaws, new and improved drill 
press vises, heavy duty production vises, 
flanged milling machine vises, and the 


154 


And Still Available for Hardware Distribution 


new milling fixture vises for milling 
operations on lathes; also grinding at- 
tachment vises. Pamphlet is printed in 
three colors, black, white and red, and 
specifications of all tools and machines 
are included. Chicago Tool & Engi- 
neering Co., 8361 S. Chicago Ave., Chi- 
cago 17, Ill. 


Kawneer Store- 
Front Booklet 


New, fully illustrated, 16 page book- 
let, has been issued by The Kawneer 
Co., store-front manufacturers, 4152 
Front St., Niles, Mich. Based on 40 
years’ experience in the store front 
field, and on intensive research on store 
architecture and retail merchandising, 
it explains a new concept of store-fronts 
as retail advertising, as “Machines For 
Selling”—as part of the store. rather 
than as merely part of the building. Ac- 
cording to the booklet, maximum re- 
sults in attracting customers, and sales 
can be obtained where the problems of 
the individual store are analyzed and a 
store-front design ¢reated to solve those 
individual problems. 


Glasbake Nurser 
Counter Stand 


The McKee Glass Co., Jeannette, Pa., 
has prepared for distribution to the 
trade, an attractive counter stand in 








color, which holds one McKee Glasbake 


nurser, a heat-resisting bottle. 





Ventilating Louver 


Firecraft Corp., 3319 S. Wallace St., 
Chicago 16, Ill., is offering an ll- 
metal louver called “Airway.” It is de- 
signed to be mounted in the wall of 














attics or in the roof, which provides 
adequate air circulation for the pro- 
tection of insulation against mold and 
deterioration as well as ample space 
ventilation. Made of 24-gage steel with 
deep louvers to prevent rain and sleet 
from entering, this vent is available 
in six sizes, 8 in. by 8 in., up to 18 
in. by 24 in., as well as in a hooded 
type for roof installation. Finished 
with a heavy coat of rust-resisting paint, 
it is fitted with a removable screen to 
keep out bugs and birds. Can be had 
with flanges for brick or tile walls, or 
for frame or stucco construction. 





General Box Booklet 
On Shipping Containers 


Booklet, published by General Box 
Co., Chicago, Ill, is profusely illus- 
trated in color and contains valuable 
information on the container situation 
today. In addition to facts on corru- 
gated containers, it provides interesting * 
material about today’s cleated corru- 
gated, Watkins and stitched panel con- 
tainers, as well as nailed, all-bound and 
wirebound boxes. Includes suggested 
uses for the various types of crates and 
boxes. 
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| WHY, GRACE! 
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wore THIS WILL HAVE 


B, your TO DO UNTIL! 
BB] KITCHEN CAN? : 








Sanette production is rapidly increasing. 
Your jobber should be able to supply you 
with reasonable promptness. Now you 
can again benefit from Sanette’s 
popularity and enjoy the great- 
est possible kitchen can profits 
. . . for the new Sanettes 
meet and exceed pre- C4 

war quality! ait ai AN: 
See your jobber now. Dis- .s#i ue a 
play and sell the finest of a, a’ 


all kitchen cans... Sanette 
MASTER METAL Sm. 
PRODUCTS, INC. = 
321-4 CHICAGO ST. me 
BUFFALO 4, N. Y. 
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heme 
STOP and BUY 


Mitapaco 


“HANDY PACKS” 
DISPLAYED ON YOUR COUNTER! 


RETAILERS featuring Milapaco “Handy 
Packs” of Lace Paper Place Mats and 
Doilies report increasing unit sales as much 
as 9 times over the average dime-selling 
package of this type. ‘‘Milapaco” value 
STANDS OUT—packages sell with little 
-f or no special sales effort. 


¥ 


i 



























ALL THE “HANDY PACKS” 
YOU CAN SELL... 


—will be available to you 
when current production 
restrictions are eased or 
lifted. Meantime, look 
ahead to the opportunity 
for volume sales and 
profits from displaying 
and featuring attractive, 
fast-moving ‘‘Milapaco”’ 
Handy Packs. 
























MILWAUKEE LACE PAPER CO. 
1306 E. Meinecke Ave. Milwaukée 12, Wis. 


Established in 1898 
Branch Offices and Warehouses: 


98 Bleecker St., 1018 Santa Fe Ave., 
New York 12, N. Y. Los Angeles 21, Calif. 


Milapaco— 


LACE PA 
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New! A _ modern 
sure cure for con- 
densation drip 
from cold water 
pipes. Pliable, 
cork-filled NoDrip 
Tape forms a tight- 
fitting, sealed jack- 
et around pipes. 
Covers joints as 
well as straight 
pipes. 

Quick and Easy to Apply 


No tools needed, no ex- 
perience. Effective im- 
mediately. 


Roll, - - for 7’ $4: i) 


of 4” 


Advertised in Saturday ce Post, Better 
Homes & Gardens, Time, American Home, House 
Beautiful, Popular Mechanics, Parents’ Magazine. 


BE READY TO FILL ORDERS 
Get NoDrip Tape from your Jobber today 


J 'W. MORTELL CO., 508 Burch St., Kankakee, Ili. 








SIZE MARSKED 


PUMP LEATHERS 


Easy Sales 


Selling Simplex size-marked pump 
leathers means more profitable sales. 

You will appreciate the efficiency and 
convenience of the sharp, clear size 
markings on all Simplex pump leathers. 
These assure quick and correct selection. 


Ask your jobber or write 
us for price list. 












WHATS NEW 


4NO STILL AVAILABLE FOR HAROWARE DISTRIBUTION 





Kreusinger Self 
Wringing Mop 


C. Kreusinger Co., White Hall, Md 
is making a new self wringing mop, 
constructed so that it will not scratch 


§) 





A 


floors or side walls. Made in two sizes, 
janitor and domestic, it has two han- 
dles to hold while wringing. Any type 
bucket can be used with it, and only 
the metal end is put into the water. 
Mop head is made of high grade absorb- 
ing white yarn. Handle is made from 
Michigan hardwood maple, and all 
parts placed in the water are of steel 
and iron. Mophead is renewable. 





Brochure on Painted 
Floor Upkeep 


Illustrated 6 page booklet, released | 
by Building Products Division, L. Son- 
neborn Sons, Inc., 88 Lexington Ave., 
New York City, entitled, “Cemcoat 
Filler & Dustproofer—The Modern Way 
to Protect & Decorate Cement Floors.” 
Brochure introduces a planned system 
for the painting of cement floors de- 
signed to assist maintenance men and 
superintendents in commercial, indus- 
trial and other types of buildings, in at- 
taining better floor painting results and | 
an attractive uniformly pleasing appear- 
ance, with easier maintenance. Pam- 
phlet suggests a method by which 
building up high and low spots, which 
are vulnerable to excess traffic, may be 
overcome. Illustrations shows various 
types of floors in eight different colors. 





Preserving Fruits | 
And Vegetables | 


Published. by National Victory Gar- 
den Institute, Inc., 598 Madison Ave., 
New York City 22, this booklet includes | 
suggestions for preparing vegetables for 
the table, and for preserving fruits and 
vegetables by canning, salting, freezing 
and storing. Has information concern- 
ing the mineral and vitamin ratings of 
common vegetables. With a total of 32 
pages, it also lists some do’s and don’ts 
for cooking vegetables. 















Nothing Is So 
“Obliging’ As WIRE! 


When product design calls for a difficult 
fitting, fixture, fastening, brace or other 
mechanical or structural element, ten to 
one you can make it faster, better and more 
economically of wire. 


Because of this, the demand for Brooks 
Hooks and Wire Forms has grown so 
steadily over the years that today they are 
a part of thousands of war and civilian 
products of every conceivable design. 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


rene 








HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
give first call to the war effort, and 
whateveravailablehardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

We suggest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - - - ILLINOIS 
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Columbia’s V-E Day 
Record Album 


A 12 side album of Norman Corwin’s 
hour-long V-E Day program commemo- 
rating the great victory has been re- 
leased by Columbia Recording Corp., 
1473 Barnum Ave., Bridgeport, Conn. 
“On a Note of Triumph” is a story of 
how the G.I.’s cooperated together to 
give what they had to winning the war. 
Corwin’s writing in telling the story is 
close and warm to the subject. Has 
many stirring sound effects that aid in 
telling the story. 


Westinghouse Home 
Wiring Handbook 


Designed to simplify planning of 
modern wiring systems for homes within 
the popular price range, a new home 
wiring handbook for architects, build- 
ers, wiring contractors, etc., has been 
issued by Westinghouse Electric Corp., 
Industrial Relations Department, 306 
Fourth Ave., Pittsburgh 30, Pa. Homes 
have been divided into four groups of 
varying graduations in electrification. 
Includes recommended electrical equip- 
ment, fixed and portable, outlets needed 
for each room, circuits required, con- 
trol centers, feeders and service en- 
trance, signal systems, telephone and 
radio. Has over 50 diagrams and illus- 
trations in its 120 pages. Revision 
sheets mailed to purchasers will keep 
it up to date, in event of changes in 
the National Electric Code. Wire bound 
with artificial leather covet, 542 by 8 
in. it is $1.00 per copy. 





Harco Insecticide 
Sprayer 


Newly designed Harco sprayer with a 
plastic spray jet which will not corrode, 
and produces cone-shaped spray. Has 
top handle with spray hose attached, 
and bottom handle with hook to hold 
extension rod when not in use. Top 
casting is made in one piece, with no 
seams, and the pump barrel and syphon 
tube are cast in one piece. Merely 
squeeze pump handles together and 
with the extension rod the spray comes 
out, sideways, up or down, without ad- 











justment. Spray fits wide-mouth quart 
size Mason jars and is ideal for water- 
ing house plants and seedlings in flats, 
for freshening up cut flowers, and for 
spraying plants. Germain Seed & Plant 
Co., 747 Terminal St., Los Angeles, Cal. 
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No. 2530 


Chain Repair Link 


O 


No. 7 
Harness Ring 





No. 225 
Swivel Eye Snap 





No. 4 
Hame Tug 
Repair Clip 











—a COMPLETE Line 


Everything You Need for 
Your Harness Hardware Trade 


Concentrate on this one line to as- 
sure your customers the same high 
quality every time. More than 30 
years of doing the job better is 
your guarantee of extra value 
from Midland—leaders in harness 
hardware and chains. No matter 
what your requirements, you'll 
find exactly what you want in the 


Midland line. 


Always say, 
“MIDLAND” 
to your Jobber 


That’s the sure way of being 
quality-sure. If you do not have 
a copy of the Midland catalog, 
write for one today. 


No. 200 
Flat Spring Snap 








Manufacturers of DANDY BOY Farm and Garden Implements and TITELINE Clothesline Holders 
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y EMBURY 


-exsend PT Ad, 


WARNING 
LANTERNS 
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“lratfie Gard 


LITTLE AIR PILOT 


Order Through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 














Remember When It's 


STOVES— 


Oil—Gas— Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 


Hardware Specialties 


DAVID B. TAYLOR CO., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Merylend 


















GIVES that— 


“Expensive Leather £ ook” 





ASCO 


LEATHER and SADDLE SOAP 


FAST SELLER 
25¢ 50¢ 


Preserves 
Cleans 
Softens 
Polishes 
All leather 
except 
suede 


Ask your jobber or write te 


ASCO CHEMICAL CO. 
641 Lexington Ave., B’klyn, N. Y. 
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WHATS NEW 


AND STIL AVALABLE FOR MARDWARE DISTRIBUTION 





Duro Lawn Rake 


Handle made of hard wood, smooth- 
ly finished and lacquered. Tines are 
made from high carbon, tempered, 
spring steel. Supporting handle is a 





steel loop band. Maker guarantees the 
rake to be unbreakable. Available in 
18- and 24in. sizes, and finished in 
green lacquer. Rakes are shipped one 
doz. to a carton. Duro Metal Products, 
Inc., 116 Elm St., Providence, R. I. 





Ray-O-Vac Portable 
Radio Battery Guide 


The Ray-O-Vac Co., Madison 4, Wis., 
has released a broadside to its dealers 
which contains the new portable radio 
battery replacement guide. With the 
guide all dealers can tell at a glance 
just what portable radio battery to 
prescribe for almost all types of 
portable radios now on the market and 
in the hands of the consumers. 





Third Transformagic 
Booklet By duPont 


Finishes Division, E. I. du Pont de 
Nemours & Co., Inc., Wilmington, Del., 
has announced the third “Trans- 
formagic” booklet in which Peter Hunt 
introduces new ideas in floor and wall 
transformations, emphasizing that this 
new-from-old method of getting beauty 
into the home is not for furniture alone. 
To brighten a worn kitchen floor, this 
edition pictures designs of vegetables, 
hens and ducks, painted in colors to 
match the room color scheme. In- 
cluded also is a three-tone flagstone 
effect for renewing old printed linoleum, 
spatter finish “rug” painted on the 
floor, tile-like designs for walls, gay 
decorations and a little carpentry for 
transforming outmoded radio or victrola 
cabinets, et¢. The 72 page booklet, 
illustrated in color, contains more types 
of early American decorations including 
motifs from the southwest blending In- 
dian and Spanish arts. Most all Peter 
Hunt designs are composed of varia- 
tions of a simple basic stroke. 





THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
«creens. garden furniture, frames, etc. 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 





2949 Elston Ave. Chicego (16), Mi. 





PRECISION LEVEL 















Available from stock without ty 


Write for New Catalog 
HALE REVEL & MFG. WORKS 


Es she zeney n 19i3 


Hibernia Bldg New Orleans 


A.M. Callot Supplies 


22t N.W 8 “Ave Miami Fla 














_ FOLDING 
CHAIRS 


Upholstered end 
Piaia. Many styles 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, &. Y. 








Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


"SUNSHINE 


d¢ 


cHAMOIS 


MADE IN U.S. A 


ASK YOUR J08 
- PER OUR EXTRA VAL 
' SEWED PIECE CHAMGIS 


HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 
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ALL POSITION 
CHECK VALVES 


THE most important improvement 
in line check valves made in years. 
Flexible monel metal poppet can't 
leak. Suitable for use with cold or 
hot water, steam, air or gas. Made 
in six sizes. Ask for bulletin No. 302. 
on complete line of 
Stratafio Flexible 
Poppet Check and 
Foot Viaves. 


WHITE MACHINE WORKS 
FORT WAYNE 1, IND. 











} 


Welders Guide by 
Mir-O-Col Alloy Co. 


Welders’ guide, containing 31 pages, 
including an alphabetical index divided 
into different subjects: agricultural, 
brick machinery, mining, cement ma- 
chinery, excavating machinery, iron 
and steel plants, and lumber and paper 
manufacturers. Also an index in chrono- 
logical page order, telling what each 
page contains. Book is an effort to set 
forth simply and understandably the 
results of 20 years of research and suc- 
cessful application of hard facing. 
Many black and white illustrations are 
used to make points clearer. Mir-O-Col 
Alloy Co., 2416-60 E, 53rd St., Los An- 
geles 11, Cal. 


Plastic House 
Numbers 
Reflecto Letters Co., 110 W. 27th St., 


| New York City, is making a new type 
| of plastic house numbers with beveled 











Cole Hot Blast Space Heaters have Na- 
tional Consumer Acceptance, Finest Con- 
struction, and Special New Patented 
Features. 
Economically and attractively priced to 
compete favorably with all space heaters 
on the market today. Write now for new 
catalog illustrated in full colors. 
Manufacturers of 
GAS-OIL-COAL-WOOD HEATERS 
GAS-OIL FIRED FLOOR FURNACES 


WRITE FOR* WATE Mt man WE SERVE THE 
CATALOG HOT BLAST» 


Cole Hot Blast 


Manufacturing Company 


108.26 WEST SIST STREET HK AG 
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edges, smart in design. Numbers are 
packed in transparent envelopes with 


assortments, with a one doz. box avail- 
able for re-orders. Also available is a 
red, white and black counter display, | 
of modern design, on which one of the 
numbers is mounted. | 


| 
American Central 
Franchising Manual | 


The American Central Mfg. Corp., 
Connersville, Ind., stated in its new 
retailer franchising manual that it takes 
new cabinets and a sink, in addition to 
a new stove or refrigerator, to modernize 
an old kitchen. Manual points out that 
a modern sink and cabinets for a 
kitchen, represent as big a sale as 
the stove or refrigerator combined. 
Complete postwar American Central 
kitchen line will include every type of 
sink and cabinet required to outfit any 
kitchen layout, says the booklet. Tells 
of company plan for sales schools to 
train dealer personnel in the manual, 
and of the “Plan-A-Kit” which will be 
available to offer salesmen the simplest 
models of the complete line of sinks 
and cabinets to fit any floor plan that 
can be arranged accurately in.a short 
time. The kit thus enables the cus- 
tomer to visualize the appearance of 








screws and are packed in 10 doz. basic 








the finished job. 








Show them SUPERSEAL 


GAS APPLIANCE CONNECTORS 
You make extra sales..... 


They make welcome savings 





Superseal Connector is a unit assem- 
bly of Superseal fittings and aluminum 
tubing. Superseal fittings are Grade A 
malleable iron, Underwriters’ Labora- 
tories approved for all hazardous gases. 
Aluminum tubing is to A.G.A. ap- 
proved specifications. 

Long 10° tapered cone of the 
Superseal fitting assures a leak-proof 
seal. No shearing action when nut is 
tightened. Tubing bend can be made 
close to fitting. Connection can be 
made repeatedly without damage to 
tubing or fitting. 

Superseal Connectors are furnished 
with any cornbination of elbows, adap- 
ters, or shut-off valves required. Cata- 
log sheet gives complete description. 
Packed in all-over printed cartons; 
shipped in case lots. 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA. 
SUPERSEAL CONNECTOR DIVISION 








BUILDERS HARDWARE 


FOR CUSTOMER 
SATISFACTION © 


Milwaukee 


MILWAUKEE ha) QUALITY 
of Builders Hardware 





MILWAUKEE STAMPING CO. 


842-B South 72nd Street, Mil kee 14, Wi i 
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The Case of the 


DISAPPEARING 
GLUE 







P. Weldwood Plastic Resin Glue on your 
counter, and watch it disappear, fast. It'll make money for you 
as it leaves your store to do the thousand-and-one jobs only 
this modern glue can do. 


Every home . . . every hobbyist, handy-man and cabinet maker 
needs this waterproof, stain-free plastic glue. 


And it’s so easy to use—just add ordinary tap water, spread and 
clamp. 


Sets quickly too...afew hours and it’s ready for light working. 


Packed in 10¢, 25¢ and 50¢ sizes; also 1 Ib. (85¢) and 5, 10, and 
25Ib. cans. 


Ask your jobber for Weldwood Glue. . . or mail the coupon, 


EVERYBODY LIKES THIS MODERN PLASTIC GLUE— 
@ Ic has tremendous strength @ Easy to spread with brush or stick 
@ Joints are shearproofand permanent @ Stain-Free 
@ Easy to mix. . . just add cold water @ Bacteria and rot-proof 


Lah 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 














l 

| UNITED STATES PLYWOOD CORPORATION H 

i Industrial Adhesives Division, Dept. 205 | 

55 West 44th Street 

I New York 18, N. Y. Name ! 

1 Please send literature, prices, I 

l discounts, samples and informa- Address ___ l 

| tion on WELDWOOD GLUE | 

| Dealer Plan. My jobber is | 
3 
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New Haven Was the 
Birthplace of Clock 
Mass Production 


When in the early 1800's Chauncey 
Jerome began to make clock movements 
of brass by the power press method 
instead of slowly cutting them out of 
wood by hand, industrial mass produc- 
tion was ‘born. 


Later, in his New Haven factory, he cre- 
ated jobs for 250 workmen, and without 
the usual long-term apprenticeship. This 
was phenomenal. A 250-man plant in 
that day was big business! Of this he 
writes in his life history: 


“I can pick out 3 men and in a few 
days teach them to take the brass in the 
sheet, press out and level under the 
drop, then cut the teeth and make the 
wheels for 500 clocks in one day.” 


oo @ 


Due to our war effort, no New Haven 
Timepieces of any kind are now available 
for civilian use. 





Chauncey Jerome, maker of clocks from 
early boyhood, founded The Jerome Clock 
Co. in 1817. This firm was the parent of 
the present New Haven Clock Co. 


THE NEW HAVEN 
CLOCK CO. 


NEW HAVEN, CONN. 


Fine Timepieces Since 1817 
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soo Fuel Oil Tank Solvent is the sure, safe, 
easy way to solve many oil burner troubles. 
Elimination of clogged pipe lines, oil strainers, 
oil filters and burners means trouble-free oper- 
ation. 

$100 Fuel Oil Tank Solvent is the result of 
fifteen years research in ‘the laboratories of 
Petroleum Solvents Corporation, one of the 
leading manufacturers of solvents for petroleum 
residues. Its action is immediate and positive. 
It is non-explosive, non-inflammable, non-corro- 
sive, non-toxic and neutralizes acids. 

$itOO Fuel Oil Tank Solvent is nationally ad- 
vertised in twenty-five magazines. It assures sat- 
isfied customers. Write for information about 
the profitable sale of soo Fuel Oil Tank 
Solvent. 








Petroleum Solvents Corp. 
TANK SOLVENTS DIVISION 
331 Madison Avenue, New York 17 
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for “Stepping-Up” the Harvest 


PHOENIX 


AND 


JUNIATA 


HORSE AND MULE SHOES 


Time is the essence in harvesting. 
Work animals should be in peak con- 
dition . .. work-lag because of lameness or shoe failure 
must be avoided. That’s why good shoes properly 
fitted are the first consideration. 




























Phoenix and Juniata Horse and Mule Shoes provide 
the answer . . . they’re expertly made from annealed 
forging steel for long wear and protection. 


Be prepared to supply the constant demand for these 
economical shoes! Check the sizes you 
need, NOW .. . for the heavy work 
season ahead. 







FREE... This book tells how to care for the 
feet of horses and mules. Explains how proper 
shoeing can prevent lameness. Authoritative. . . 
concise. . . fully illustrated. Endorsed by leading 
horsemen and veterinarians. Write today for 
your copy and the facts about our plan of FREE 
® distribution to your customers. 


PHOENIX MANUFACTURING COMPANY 


Joliet, Illinois Catasauqua, Pa 











OSS BOLTS and Lock 

Nuts have been provid- o—_ 
ing safety and security on ™ 
the industrial front, the as- ww 
sembly line, along the right- 
of-ways, and on the rolling —_A 
stock of the country for more 
than a third of a century. =A 
BOSS makes a complete line ff 
of Standard Bolts, Nuts, Lag 


Screws—and the famous 
BOSS Lock Nuts. 
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V COMES FIRST/ 


tof Our Plant Facilities 
ve Devoted to this End / 


Par 


SPRING HINGES 


Type 2001 The ‘‘Tripiex"’ 


The greater part of our production is still going into the 
War effort where most types of Chicago Spring Hinges 
are used in plant construction and for the ships of our 
Navy. After Victory many types not now available will 
again be ready for distribution through the hardware 
stores of America. 


Chicago Spring Hinae Co. 





CHICAGO U.S.A. NEW YORK 


SOUTHINGTON 


: 


. SCREWS 
| For Woed or Metal 


| Since 1867 the name Southington has stood for 
dependable value in hardware. Southington 

Weod Screws, Drive Screws and Sheet Metal 
Serews are in constant demand because of their 
superior quality. All standard sizes with vari- 
| ous styles of heads in the most called for types. 
| Send for Catalog which illustrates and describes 














the entire line. 

Government restrictions prevent us filling orders 
on certain lines. “Our Country first”—you 
understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
fi; SOUTHINGTON, CONN. 2% 
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YEAR-ROUND PROFIT LEADERS 


from the Fast-Selling 
Time-Tested NOTT Line 


Nott Products work—for your 
customer and for you—12 
months of the year. There's 


OE asure kill for every seasonal 


—be sure you have the 
1S pest Y 
RAT-NO complete line. 
MOUSE-NOTS Nott Products offer you 
" c.woTs easy and profitable sales— 
MOLE " and your customers an eco- 
ical, easy-to-use, and 
nae nomical, y ’ 
Pn o OT- efficient exterminator. 
E Check your stock, and 
ROACH-NOTS ’ ‘ 
o "Triplex" ; order NOW—don't lose this 
g into the ANT-x chance to make easy profits. 
ng Hinges , : 
ps of our We Help You Sell with free Write for latest Catalog Sheet. — 


mats and electros, displays 
that STOP your customers. . 


NOTT MANUFACTURING COMPANY 


lable will 


hardware Dealer and Jobber Discounts. 





...RENTS FLOOR SANDERS 
FOR YOou/ Outstandingly successful 


dealers who have made large profits out of the 
floor sanding machine rental business find this 
display plan a real business-getter. Sand off a 
square near your Paint Department and have a 
sign painted on it. It works! 

















This is one of the six points in the 6-Point 
Plan that assures you steady profits from renting 


floor sanders. Send coupon for free booklet 


shown below. 


Sanders and Edger 
14 delay in gettin 


New American Floor 
building 


— Don 

: ow 4 

ane, th this business 
ass opportuntty- 


Doe coat of Cres-Lite SYNCHROME 
/ completely covers most surfaces with 
a chrome-like (Syechrome) aluminum 
finish that is smooth, brilliant and dura- 
ble. This high hiding power, plus a per- 
fect balance of brilliance and durability, 
is obtained by using only high purity 


a, 
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325 mesh aluminum pigment made 
from 99+ % pure aluminum. 

This quick drying, synthetuc resio 
paint is carefully and precisely made 
to produce the finest of lasting, pro- 
tective coatings for tanks, stacks, roofs, 
metal, concrete, brick and other struc- 
tures and equipment of most every 
kind. 

Synchrome can be applied by brush, 
dip or spray to provide a brilliant, 
durable finish that is unequalled for the 
resistance it offers weather, corrosion, 
moisture, fumes and heat (independ- 
ent laboratory tests show that it suc 
cessfully resists heat up to 600° 
Fahrenheit). 


SCENT 


116 W. Illinois St., Chicago 10, Il, 
1841 S. Flower St., Los Angeles 15, Cal. 





american 


ACHINE CO- 


TOLEDO 4, OHIO 


a SURFACING M 


AINT CLAIR ST. 


FLOO 

Gentlemen: 4 book! 
D sn trae Sander Rental 
in the ig and prices * 


J detei , 
oO paar trade. der, but send information en you 
jet, 


Oo | have & 54” 


ey 
a ‘How to Make More - 
Business ers for the 


America® 


Floor Sand 
«fleet edger. 






























No. 39692 Handmade Miniature Creamer 
and Sugar. Made of Clear Crystal Glass. 


Excellent Seller. 


Used Extensively by Large Institutions, Hospi- 


tals, Old Peoples Homes, etc. for individual tray 
service as well as by the Home. 





2'%2 inches high. 
Weight: 10 lbs. per dozen sets. 


Packed: 1 doz. sets in a box. 


$4.00 per doz. sets. 
$3.60 per doz. sets in 3 doz. lots. 


We carry a Tremendous Assortment of GIFT GOODS, ranging in price 
from $1.80 to $90.00 per doz. Complete Set Z of illustrated Price 
List mailed to any HARDWARE DEALER on application. 








115-119 Z 
South Market St. 
Chicago 6, Ill. 





















BOMMER 
GRAVITY PIVOT-HINGES 
ArE THE BEST 


SINGLE 
ACTION 


DOUBLE 
ACTION 





TYPE 1331 


FOR LAVATORY DOORS ON MARBLE, SLATE, 
GLASS, METAL OR WOOD PARTITIONS 


Bommer Gravity Hinges are simple in cen- 
struction: the ball-bearing hardened steel 
roller secured to the pintle in operation has 
continuous contact with the broad cam which 
practically eliminates friction and reduces 
wear to a minimum. 

The adjustable pintle permits aligning and 
setting the door to close or hold open in any 
desired position after the door is hung. 


SOMMER SPRING HINGE CO., INC., BROOKLYN 5, N. Y. 
CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 

































Why? Because I am the handiest spot remover on the 
market. I whisk spots away like magic with my built-in 
BRUSH TOP. I'm ate and explosion-proof too. 
Folks say my VACUTOP applicator is a honey. They’re 
right. Why waste time just flirting with the idea of | 
handling me? Mail your order today. 5 oz. household | 
size, dealers price, $2.00 per doz. 


SAFEWAY CHEMICAL COMPANY 
6920 Lorain Avenue . Cleveland 2, Ohio 








CLARK GEM FLUE STOPPERS 





#3 Com 








Featuring 


Attractive new 
series of pictures 
lithographed on 
#1 Com metal blanks per- 
manently clenched 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 


Specifications for the complete line 


25 Flue Stopper 


Blank Shipping Weight 
Diameter Fasteners Per Dos. Per Gross 
#3Gem  8-17/64” 6” or 7” Wires 3 ths. 7 oz. 43 ths. 
4s 9-%4” on 5 tbs. 62 Ibs. 
| es 7-29/32” alt ales 3 ths. 7 oz. 47 ths. 
#0 “ 5-34” a” . 2 Ibs. 2B the. 
#5 Flue 8-17/64” Adjustable Bands 3 tbs. 1302. 47 ibs. 
for 5”, 6” or 7” t 


PACKING—1 dozen per carton, 1 gross per case. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, iilineis 
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QUALITY THEY CAN 


FEEL AND SEE! 6 
oe 


him or her feel the keen, > CG 


Hand a “ShurEdge™ knife 


to your next customer. Have 


hand-ground cutting edge. 


gleaming 7 \ 


Point out the 










chromium plate. Let your 
customer grasp the hand- 
fitted handle. It’s an easy 


way to step up sales. f 


=, 








NATIONALLY 
ADVERTISED 


in The Saturday 
Evening Post, Lib- 
erty, Better Homes 
and Gardens and 
House Beautiful. 


THE FINEST OF 
FINE CUTLERY 
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ALL KINDS — FOR ALL PURPOSES! 


No matter what your require- 
ments may be . . . washers of 
any size or shape, any mate- 
rial or finish, in any quantity 
...wecan supply or make what 
you want. Over 22,000 sets 
of dies available for produc- 
ing standard and special sizes. 









Our facilities are at 
your service. 
* 






WROUGHT WASHER MFG. CO. 


WORLD’S LARGEST PRODUCER OF WASHERS 





E AGE 


2218 S. BAY STREET © MILWAUKEE 7, WISCONSIN 


JULY 5, 1945 
































MOLLY CORPORATION 


rFULLT NOT iU ' ¥ ial LY 








Champion 
Hardware 








%* We are now permitted to make 
items appearing in our Catalog 
No. 18, Limitation Order L-326 
having been revoked. 









%* Champion continues with war 
work, and complete reconversion 
cannot be accomplished until the 
needs of ARMY and NAVY have 
been satisfied. However, more 
regular items will be produced 
continuously. 








* Priority regulations are still in 
effect, and rated orders must be 
given preference. 
























‘LINE UP PROFITS and SALES 
with this LINE UP of FULLER TOOLS 


No. X877 Assort- 
ment of 24 Screw 
Drivers — 10c-35c 
each retail. Un- 
breakable amber 
handles. Tool steel 
blades. 


No. 522 Deluxe — 
Assortment of 12 
screw drivers. Ex- 
tra large unbreak- 
able amber han- 
dles. Retail from 20c 
to 60c. Oil tem- 
pered steel. Every 





driver branded and 
warranted. 


No. 106 Assortment 
of 2 doz. solid grip 
steel butt screw 
drivers — 15c-20c 
each retail. Nat- 
ural hardwood 
handles. Tool steel 
blades. 





| No. 950 Wood Chis- 
| els—25c each retail. 
Natural hardwood - 
| handle with steel 

| butt. Oil tempered 

| steel. Beveled, 
| sharp edges. 


No. 839 Solid Am- 
ber Handle Wood 
Chisels — 50c each 
retail. Full beveled 
—extra sharp edges. 


No. 249 Mar-proof 
amber head mallets 
—49c each retail. 
Genuine hickory 
handles. Solid am- 
ber tips. 


FULLER TOOL CO. 


Garrison & Faile Sts.. New York 59, N. Y. 
Sales Offices: 

A. E. Fuller, 16 Hudson St., New York 13, N. Y. 
Lynn-Paul Associates, 219 No. Jefferson St., Chicago, IL 
Fuller Tool Co., Ltd., 645. Wellington St., Montreal 
\M: M. Davis, 6724 No. $ ’ $t., Philadelphia Pa. 
Me mean | Co., 89 Br Street, Boston. 10, Mase. 

Bros., Mocksville, N. Carolina 














| without cost or obligation. 
































CHICAGO 


LEAD WOOD-SCREW SHIELD 
For QUICK Anchorage 


Dependable Chicago Lead Wood-Screw Shields offer 
the practical solution for quick anchorage wit 
ordinary wood screws in concrete, brick, ~~ 
plaster board or plaster walls. Made of high 
lead, these shields are so designed that the wool 
screw cuts its own thread as it expands the shied 
The exterior ribs of the shield p the sides of th 
hole and provide positive anchorage. No special 
tools are required to set these anchoring device, 
Furnished in various sizes from No. 5 screw up t 

”“ Immediate deliveries on these and o de- 
pendable Chicago anchoring devices. 


mut 
= 


FREE! New Helpful Guide 
To Anchoring Devices 


New book presents complete 
“know-how” story on all types 
of expansion anchoring devices. 
Fully illustrated. Complete in- 
stallation instructions. Handy 
reference on styles and sizes for 
every anchoring need. Yours 





Write fer FREE copy tedey 


2227 W. Ogden Ave. @ Chicago 12, Ill 


JOBBERS 


Get the complete 
facts on this avail- 
able line. 


CHICAGO EXPANSION 
BOLT COMPANY 



















For PATCHING, 
MENDING, REPAIRING 


TEHR-GREEZE 


Fabric Cement 


A tough, versatile adhesive with a 
thousand uses in the home, in the 
repair shop and on the farm. 
Works equally well on clothing, 
binder and combine canvases, can- 
vas goods, belts, grain bags, sacks, 
burlap bags, leather goods and 
many other materials. 


EASY TO USE 


Just spread a thin coating with a paddle or knife, press 
pieces firmly together and allow to dry. They will not 
peel or tear. 





WATERPROOF 
Tehbr-Greeze will not loosen even when washed. Avail- 











able in conveniently sized containers. Write for trade 
prices. 


VAL-A COMPANY 


Menctectarers of RUSTOFF 
700 W. Root Chicago 9, fil. 
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FASTER 
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“y LARGER ‘é 
UNIT SALES Vv EYE APPEAL 


GLAD RAG. silver Polishing Cloth 


#2 and #7 


GLAD RAG Furniture Dust Cloth 


#4 and 11 


GLAD RAG Auto Wiping Cloth 


#15 


GLAD RAG Window Wiping Cloth oy es 
A aside: as : ® Products that 


GLAD RAG Woodwork Wiping Cloth » move fast, because 
Le of superior design; quality 
meester D RAG PRODUCTS CO and utility —that's how profits 
will be made in the days to 
come, and that's why the 
name Mercury will become 
one of the guiding lights for 
hardware dealers. Aircraft 
manufacturing technique... 
applied to new, strong, light- 
weight alloys, with new colors 
and finishes to catch the eye 
and fill a demand that has 
been piling up during the 
war years... will inaugurate 
a new era of streamlined 
selling in the retail 
hardware field. 





























|. Avail- 
or trade 











1Y ivan xc O =< | TAGRYanesaatevacyaa ta 
, PRODUCTS CO. 


Fd ts 325 E. ONTARIO ST. « CHICAGO Ii, ILL. 
- Conedien.Werchouse: 560 KING STREET, WEST... TORONTO.2, ONTARIO 
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PROFITABLE 
HARDWARE STORE ITEMS 
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Salesman’s Delight! 


MODGLIN’S PLASTIC 
- “UNDIE-PIN” + 


MADE OF SHIMMERING, UNBREAKABLE 
PLASTIC IN VIVID COLORS THEY ADD 
SPARKLE TO THE DULLEST CLOTHESLINE 


Will not snag the most dolieuts abeke 


¢ EXTRA FIRM GRIP ¢ 


OL, this fast selling Streamlined 
Salt and Pepper Shaker . . : 


LIGHTWEIGHT * COLORFUL 
e EASY TO CLEAN » 


ModglinCo.. =< oT 


3225-35 SAN FERNANDO ROAD, LOS ANGELES 41, CALIFORNIA HIGH 










PACKED IN GROSS 
LOTS. ORDER FROM 
YOUR JOBBER NOW. 
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Other items which keep 
* the cashier busy 


imperial Rapid Brush Cleaner 


Dissolves hard-caked paint instantly. No 
overnight soaking is needed. And, since 
it cannot harm brush bristles, nor affect 
any finish that may subsequently be ap- 
plied with the brush, no after-rinse is 
necessary. 


WIL-BOND Prepares glossy sur- 
faces for refinishing without sand- 
ing. 

This remarkable new product cleans and 
dulls varnished or enameled surfaces in one 
simple eperation. Easily applied with « 
rag, it also sets up a slight tack that causes 
the new finish to bond perfectly. 


WILCO-SEAL The modern floor 
finish. 1# can't wear off — it's in. 


Here’s a preparation that actually pene- 
trates right into the wood—brings out the 
natural beauty of the grain, and produces 
a lustrous finish that will endure the most 
severe traffic without showing a scratch. 


WILSON-IMPERIAL COMPANY, Dept. H-75, 115 Chestnut St., Newark 5, N. J. 


PROFIT by featuring 
these LEADING REMOVERS 


Sheer merit has made Lingerwett, Wonder- 
Paste and No-Wash America’s largest-selling 
paint removers—and you can cash in on this 
made-to-order market by featuring and rec- 
ommending these popular “repeat-sellers”. 


LINGERWETT 


— the painter’s choice for more than 30 years—is ideal for 
general use . . . Removes paint, varnish, lacquer, enamel, 
shellac, etc. Penetrates any number of coats, and remains 
wet 6 to 8 hours. 


WONDER-PASTE 


— is equally effective on all types of finish—but because of 
its paste-like consistency, it is especially recommended for 
upright surfaces and exteriors. 


NO-WASH REMOVER 


—a comparatively recent discovery—packs the same power- 
ful punch as its two famous brothers. And, it completely 
eliminates the necessity of a wash-up. 
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Chech up — make sure you 
have an adequate supply of 
these sure-fire profit-mak- 
ers. Order from your jobber 
or write us for more de- 
tailed information. 
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TWIN PROFIT 


PRODUCERS, 


R THINGS THAT STICK OR SQ 


DOOR ASE 


DOOR-EASE 
STAINLESS STICK 
LUBRICANT 


Attractive Full 
Display With 1 D 
Sticks per Disp? 





JULY 5, 1945 


3c OMPANION PRODUCTS 


LUBRICANTS NEEDED IN EVERY 
HOME, OFFICE AND SHOP 


THEY SELL ON SIGHT 


RAPID REPEAT SALES 


ng 
DRIPLESS yi 
eee 


+4 WAR D 


eas Oo 


ADVERTISED 


Colorful Action- 
Compelling Displays 


Order Today! 


20” | 








y TRIPLE ACTION 


OIL 












AMERICAN 
DRIPLESS OIL 





t drip af 
t qum at 


ie | 4 


New 3 Color Display With 
Each 2-Doz. Dealer Carton 





169 


Left to Right: 


Stubby No. 443 Electricians’ No. 243 
Pocket No. 543 Mechanics’ Square 
Blade No. 343 


RHINO = TOUGH 


Serving with the armed forces all over 
the world .. . doing some of the tough- 
est jobs in a generation, our No. 143 
Rhino screw driver will be back in 
“civies" when the service men's needs 


are satisfied. 


When you add it to your stock, you'll 
notice two important things: 


|. The smart appearance of the hammerproof, 
shockproof, waterproof Amberlite handles 
will invite Inspection. 


2. The molded-to-fit-handies and the perfect 


belance and obviously sturdy construction 
will complete the sale. 


DROP-FORGED 
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TOOLS 


* BRIDGEPORT, CONN 
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* oe 


‘ any othe: 
Here's a ffective blow 


time di 
marring, 
workmen. N 


DVERTISED in leading 
magazines. Demon- 
ready to sell 


e today! 


national 
strator counter-card 
for you. Write or wit 


NEW PLASTIC CORPORATION 
1017 N. Sycamore - Los Angeles 3, Cal 


MIGHTY ¥ 
heed Gentle 


“8 A MONEY-MAKER 


c—its a war 
s without 
Useful to all skilled 


PLASTIC 
HAMMERS 


HARDWARE AGE 
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t's a war 
; without 
ll skilled 
Will not 
form. It’s 
1 you can 
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Auld Lang Syne... 


. « + Like long lost friends these old Gnd dependable Swedish 

| Brands which have stood for the highest in quality will be 
returning to you once again. Only lack of shipping space is 
preventing us from delivering as promptly as anticipated, since 
Swedish ships are in the Allied Shipping Pool. Probably by 
the time this is printed shigments will be on the high seas. We 
will be here to greet them and send them on their way to you 
ond to their many other friends throughout our country. 


“Fish & Hook" Trade Mark 














Genuine Swedish ''Fish & Hook"' Brand Pulpwood Saws, Bow Saw Frames 
ond Saw Tools. 





Sandvik Swedish Made Handsaws No. 270—No. 275—No. 280. 
e 


“Holf Moon" < COOBERGECo. 


Oberg's Swedish Suw Files and Mechanics’ Files. 


Trade Mark 


"SHARK" Brond Swedish Chisels, Gouges, Plane Irons, Butcher ond 
Household Knives, etc. 


High Quality Swedish Pliers of every description. 


BraADIUS 2 


Swedish Wickless Kerosene Stoves, Lonterns and Blow Torches. 


faadvik faw & foo/ 
CORPORATION | 
47 Warren Street New York 7, N. Y. 
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Jystoware stores get real 
pleasure selling Cheney 
Nail Holding Hammers—with 
the exclusive, patented Cheney 
Nail Holding Device. These 
fine quality hammers are the 
equal-of any other fine claw 
hammer—and in addition have 
the exclusive nail holding de- 
vice. A Cheney does more 
work—faster and easier. Your 
customers will always choose a 
Cheney. 


SALES REPRESENTATIVES 
for the 


Eostern, Midwestern, Central and 
Far Western States 


JOHN H. GRAHAM & CO., INC. 
105 Duane Street, New York, 8, N. Y. 


* e . 


Southern Representotives 
SANFORD BROTHERS 
Chattanooga, Tenn. 


ttle F 


NRY CHENEY HAMMER 


CORP 











Simerican Beauty 








Adherence to the highest stand- 
ards of construction and design 
in the exclusive production of 
electric heating devices has 
gained for American Beauty the 
distinction it enjoys today. 

When unrestricted production 
is resumed, American Beauty Elec- 
tric Flat Irons will again be made 


available for many of the better 
stores. 


For Excellence in 
War Production 





DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


teat "a tentse tad 
vented and unvented hesters offering 


FEATURES THAT SELL 


Ultra-smart Appearance—Air Insulated 
inets— Hi-Crown Burners — Auto- 
Chassie— 


Saleable difference. 
WRITE FOR LITERATURE 


AIR COOLED CABINETS 








FAMOUS HI-CROWN BURNER 
with Biue Fiame Pilot Light 
Heaters have this costlier but definitely superior Hi-Crows Burner 











ALL Dearborn 
and Blue Flame Pilot Light. You get unequalled burner performance plus the 
convenience and safety of Automatic Lighting. 





DEARBORN STOVE COMPANY 


- Chi in. 3625 S. Grand Ave., Les Angeles, Calif. 














/ C1220 UY ro IMT ist] Mi delaltiatia iteta| 


STROLLER-WALKER 


: , . 
* Sturdy All Steel Construction—Built To Las 


% Rubber Tire Steel Disc Wheels 






% Rubber Covered Bumper 
Floor Board and Handle Quickly 
for Walker 
% Wooden Play Beads in Assorted Colors. : 
: sis 
” Attractively Finished in Blue and Ivory Go 
bination 


Removed 


























Ke, 


ALLIED CABINET CORPORATION S 


32 WEST RANDOLPH ST CHICAGO | 


HARDWARE AGE 
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REMOVES THE 


RUST anp 


SAVES THE 
METAL.. 








STEEL 








Quickly ond easily 
removes rust from 
chromium 


YOUR REQUIREMENTS IN 
MARINE AND CONTRACTOR’S EQUIPMENT 
PROMPTLY SHIPPED FROM STOCK 


WOO AARAAN 
RSAAGAAAUE 


@ Now the need for a good rust remover is 
greater than ever before, and here is a twenty- 
five cent seller that is going to town. 
RUST-I-CIDE removes rust in @ matter of min- 
utes —it is easy to use—it is an excellent 
chromium cleaner—it removes stains from 
sinks and toilet bowls. RUST-I-CIDE not only 
sells itself but also helps sell other allied 
products. 

Stock RUST-I-CIDE now! 4 oz. bottles sell for 
25c, 8 oz.—45c, 16 oz.—75c, quart $1.20. 
There's a good profit and quick turnover for 


—— 





OL ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee eee ee ee ee ee ee ee ee, 


Call your distributor; If he can 
not supply you 


WRITE US, TODAY! 


RUSTICIDE PRODUCTS CO. 


ST ee ae 

















GOODWIN-STANLEY CORPORATION 


Gooo C TANI EY 
00D VERVICE ms RODERS 3125 PERKINS AVE. CLEVELAND 14, OHIO 


ATTENTION TO 





JULY 5, 1945 
























SALES REPRESENTATIVE 
COMMISSION BASIS — One 
ny gg At and General Jobbers. 

Proven repeat item—over 48 years established. 
Territories open: New England, Middle and 
Middle Western and South Western States. State- 
ment of availability required. Address Box K-165, 
cate of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y. 


MANUFACTURERS’ DIRECT: REPRESEN- 
TATIVE WITH SALESMEN covering ail of 
the 11 Northeagerly States, including the export 
trade, and calling upon the hardware jobber, 
mill supply houses and department stores, open 
for an additional line of merit and volume. We 
offer excellent service at 10% commission. Ad- 
dress Box K-153, care of Hampware Acr, 100 
East 42nd St., New York 17, N. Y. 

LINE WANTED—BY ESTABLISHED 
AGENT for Hardware Dealers, Supply Storer, 
Building Supplies, Lumber Yards, Electric Supply 
Stores, General Wholesale Supply Stores, South 
East. We have the Dealers We are Producing 
Now—We need one good Quality Line. Straight 
Commission. Address Box K-84, care of Hanrp- 
Ware Acr, 100 East 42nd St. New York 17, N.Y. 


BUSINESS OPPORTUNITY IN INDIA. 
ENGLISHMAN, Ex-Serviceman, many years’ 
experience in India, will undertake preliminary 
survey for Postwar Hardware Business In India, 
or Agency Management for distribution, delivery 
Or other services required. Whole or part-time 
contract. Good references and security furnished. 
Address Foster, r, Hayes Road, Bangalore, India. 

~ WANTED — TRAVELING pen 
HARDWARE, HOUSEHOLD SUPPLIES, 
New England Territory. State experience, vad 
and salary expected. Statement of availability 
required. Address Box K-155, care of HakDWARE 
Acer, 100 East 42nJ St., New York 17, N. Y. N. Y¥. 


WANTED — HARDWARE STORE — -— AND 
LUMBER YARD. Must be a Central Location. 
by Adjoining Townships. 
nora preferred. Within 50 mile radius of New 

State full particulars. Address Box 
Kies, Gare of Harnpware Acs, 100 East 42nd 
St., New York 17, N. Y. 











LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE by 
Warehouse . Dun and 


Plan for Post War now. Address Perkins Sales 
Co., 610 Newbury. Street, Boston 15, Mass. 


WANTED—BUYER AND HEAD OF Sport- 
ing Goods Department. Wholesale and Retail in 
New England City, Statement of availability re- 
quired. Address Box K-154, care of Hanpwarr 
Ace, 100 East 42nd St.. New York 17, N. Y. 








DIRECT FACTORY REPRESENTATIVES 


Selling Hardware Jobbers, Group Stores, Leading 
Hardware Dealers and Seed Stores on Eastern Sea- 
beard can Serve One Additional Line of Merit. 
Territory—Washington, D. C., to Maine, including 
Metropolitan Cities and Principal, Treding Centers. 
Our Experienced Sales Personnel and Long Established 
Connestions assure Good Volume. Highest Trade 
references 


Write Box K-164, care of HARDWARE aes 
100 East 42nd St., New York 17, N. 





CLASStPigzgD 
WANTED — 


OPPORTUNITIES 


EXPERIENCED SALESMAN AVAILABLE 
FOR SOUTHEASTERN STATES—Weil ac- 
quainted with hardware jobbers, buyers and sales 
orgamizations i bard 


8 line throug 
ware jobbers. ‘Address Box K-115, care of Hagp- 
want Ags, 100 East 42nd St., New York 17, N.Y. 


SALESMAN: 14 YEARS’ SUCCESSFUL 
EXPERIEN age 35, desires Quality Line by 
reputable maunfacturer for Georgia on commis- 
sion basis. Excellent clientele among leading job- 
bers and dealers in hardware, paints, building 
supplies, and mill supplies, as well as, all indus- 
tries throughout State. Reply Box K-161, care 





of Harnpwaxe Aagz, 100 East 42nd St, New 
York 17, N. ¥. 

MANUFACTURERS AGENT, CHICAGO 
HEADQUARTERS Now Selling One High 


Grade and Thoroughly Established Leyte to ninety 
eight per cent of the hardware jobbers and recog- 
nized distributors in the ten Mid-West States, 
wants one more quality line for this trade. 
dress Box K-1§2, care of Harpware Aces, 100 
East 42nd St.. New York 17, N. Y. 

WANTED AT ONCE—CONTRACT BUILD- 
ERS HARDWARE MAN with Experience in 
General Hardware Lines preferred. When reply- 
ing give age, experience and reference—-salary 
expected when available. Statement of 
availability required. Address Box K-162, care 
of Harpware Acz, 100 East 42nd St., New 
York 17, N. Y¥ 

1F YOU DO NOT HAVE REPRESENTA- 
TION in Kansas City and Adjacent Territory 
for Items to sell to hardware jobbers, manufac- 
turers, chain and department stores—would like 
handle. for you on commission basis. Have 
buyers for miscellaneous merchandise. Ad- 
dress Box K-158, care of Harnpware Acz, 100 
East 42nd » New York 17, N. Y. 


MANUF. URERS’ REPRESENTATIVE 
prage «ween od COVERING NEW ENGLAND 
‘or eighteen years on Hardware, Paint, Depart- 
a and Chain Stores wants Additional Line. 
fer Post-War. Address Box K-131, on 
# can Acz, 100 East 42nd St., New Yor! 





az 





mei BN 





Texas—New Mexice—Anizona-Mexice—Centra! America 
“PATTERSON SALES COMPANY’ 
Factory Representatives 
First National Bullding 
P. 0. Box 1623, El Paso, Texas 
17 years gg ee A in Southwest Uses States 
and Latin America. Calling Hardware 
Trade, Jobbers and Industrial Plants. will 

three additional lines—no more—Must 
be reputable American Manufacturer. 





SECTION 


CUBA: MANUFACTURERS’ REPRESEN- 
TATIVE WITH GOOD CONNECTIONS de 
sires Exclusive Representations on a regular com- 
mission basis. Interested in all hardware and 
allied lines, particularly builders’ and cabinet 
hardware, screws and bolts, hand tools, enamel- 
ware, wire products, ett.—Write via air mai} 





to Enrique Pereda, Calle 23 No. 663, Vedado, 
Havana,. “yrs 
MANU gt AGENT, ESIAB- 
~~ TAVEN © » Selling to Hardware 
and Electrical J to Contact 


lished Factories Manufacturing ‘Quality Merchan- 
dise who want Distribution in Northern Cali- 
fornia, Southern Oregon and Nevada. Will per- 
sonally visit Factory before accepting any line. 
Address Box K-132, care of Harpwake Ace, 
100 East 42nd St., New York 17, N. Y. 


SALES KEPRESENTATIVE WANTED 
COMMISSIUN BASIS covering Middle West 
calling on Hardware and Agricultural Implement, 
Shoe Finding and Luggage Trade to Sell 
Leather Belting, Round Belting, Supplies, etc., 
as side line or full time representation. State- 
ment of availability required. Address Box 
K-133, care of Hampware Acs, 100 East 42nd 
St.. New York 17, N. Y. 


SALES REPRESENTATIVES WANTED:-- -- 
SALESMEN now Selling Hardware Trade to 
open accounts with retailers on_a big line of 
10c Items. Widely advertised. Liberal commjs- 
sion on a very attractive deal with steady re- 
peats. Statement of availability required. Ad- 
dress Box K-143, care of sane Acz, 100 
East 42nd St.. New York 17, N. 


WILL BUY A GOING HARDWARE BUSI- 
NESS in Town cver 5,000 Population in Middle 
West with Annual Volume of $35,000 and up. 
Cash deal. Give complete details. Write 
K-150, care of Banpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


~ FOR SALE: 12 QUART SIZE WRINGER 
BUCKETS, made of Cedar Wood with Steel 
Wringers attached. Also Spring Type Mopsticks 
—Janitor Size. Immediate Delivery. SCOTT 
PRODUCTS CO., 15225 Saranac Road, Cleve- 


land, Ohio. 


TU BULAR KITCHEN “STOOLS, BRIGHT 
ALUMINUM FINISH, sturdily built, packed 
one to a carton. 30” Footlockers, both items for 
immediate shipment. Address Box K-157, care 
of Harnpware Ace, 100 East 42nd St., New York 
17, N. 























BUSINESS FOR SALE—Plumbing, Heating, 
Hardware, oN = All “ Part. sn 
1903 MAS astest rowing 

Northern New York. Write me. Wm. L. Smith, 
Proprietor for 42 years. 











TRUCK CASTERS 


2 to 10"°—STEEL OR RUBBER 
Grip Neck and Stem ALL SIZES 
Inquiries Inviicd ON TOOLS — HARDWARE 


Write te 
UNITY HARDWARE CO. 
WHOLESALE’ DISTRIBUTOR 
96 Park Place, New York 7, N. Y. 
See Adv. pg. 158, col. 3, June 7th Issue 


EFFECTIVE “EFFECTIVE REPRESENTATION 
res Mfrs. desiring More Complete 
wuld ao @ do well to Gecess = matters with this young and 
aggressive organization. Our fewer lines in future 
pF A Fag 
er 
contact “Ganloselers. dept., chain & drug stores in 
Texas, Okla., Kansas, N 
Give us chanice to further illu 
peed arf the distribution you desire in 
K-f eare Fd HARDWAR +d AGE, 
00 East iad St St. New York 17, _Y. 








HARDWARE MANUFACTURERS 


Expert Sales Organization Offers Services to Sell 
Profitably to Chain, Department Stores, and Jobbers. 
We will either market your present product or we will 
work with you to develop new products if you will 
advise production facilities. 


MALINA & ASSOCIATES 


1140 Broadway New York 1, N. Y. 
Tel. Murray Hill 3.1444 








MANUFACTURERS—ARE YOU REPRESENTED 
IN THE HAWAIIAN ISLANDS? 
Financially R ible Or izati will 
give ——— eee of All Outlets. 
varan ny nimum. Li Accepted 

Will Not be Competitive to Other Lines. 

PACIFIC SALES FACTORS 
Box 931, Honolulu 8, T.H. 











Distribution—Present and Postwar 
Established—Keliab! Ags ive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 


New York - Philadelphia - Detroit - Chicage - Cleveland - Louisville 
Covering all classe: of jobbers. We will carry the 
accounts or you car bill direct. 

__Write fer further information and rataronces 








WHOLESALE REPRESENTATION 
Well Known and Reliable Wholesaler covering 
Saguenay District wants U.S.A. Line of Hard- 
Building Material, Industrial Supplies, 
Heating Specialties, Electrical Material and 
Appliances, Tools, Cutlery, Utensils, Plumbing, 
Glassware, etc. 


COTE BOIVIN & CIE., INC. 
Box 128, Chicoutimi, Que., Canada 








BAMBOO PLANT STAKES 


Complete Range of Sizes 
Ready for Prompt Delivery 
Write for Price List 


McHUTCHISON & CO. 
95 Chambers Street, New York 7, N. Y. 





SALES MANAGER WANTED 
Leading Eastern Manufacturer of Electric Water Sys- 
tems with National Lr ame has Excellent <4 

portunity for Aquet ales ager with Prov 
Sales Record. rience in cchengiens — 
Systems essential. Excellent present and pos 
portunity. Remuneration commensurate with ability 
salary and expense basis. outlining 
qualifications ; enclose reo unications 


Box K-156, care of HARDWARE ca 
100 East 42nd St, New York | 


i 











BUY knives, lighters, toys, games, hobby/ 


model goods. fountain pens, novelties, 
leather goods, school supplies, other 
aeling where America's top 

are stores buy-—from RIOLEM 
COMPANY. Large yews powerfully ad- 
Vertised, bring good business to you, 


Write us today ! 


RIOLEM COMPANY 
Building, New Rochelle, N. Y. 


MANUFACTURERS WANTING 
HIGH GRADE REPRESENTATION 


By a Concern Which Knows How to Get 
the Business Will Do Well to Write Us. 

















“ATTENTION MANUFACTURERS” 
oP = ADIAN REPR NADAS. AND TAKE 
VANTAGE OF S LARGE AND 

Even GROWING MARK 











ARDWARE AGE 
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pie SO MARSHALLTOWN TROWEL COMPANY. * MARSHALLTOWN, IOWA 
‘a wale ; 

ools, enamel- 

via air mai} 

663, Vedado, 

» _ESTAB- 

to Hardware Fe SE I 2 a 


QWMlore Work in Less Time with | Ss ) | 
~ w ee 4 
i ; . 
pplies, etc., : Cg 
on. State- ae bp 


ddress Box Hold-E-Zees do 
East 42nd the job better, 
ey faster. They excel 


~ \ ~) \ ; 
wherever screw- ‘ a 
drivers are used. ; ; 
Gripper instantly re- - 2 


ok leased by spring action, 
Acz, 100 sliding up out of way wh ’ Packed with Sales Action! Drain Action! 
, not in use. Highest quality ma- ”. AY, ma, at: 3 , er 
RE BUSI- terials throughout. _™ ’ en : othe iad sighis a 
1 in Middle UPSON BROS., INC., 86 Exchange St, Rochester 4, N.Y. . 3 peeldee- Jgtaetcimiebeagiee. 
00 and up. 
Write Box ae Sa 
East 42nd 


~¥= it Takes GOOD FENCES | 
for GOOD FARMING! | for the Home Grout 


As the nation’s soil fertility must be maintained through proper | 
BRIGHT é 
. crop-livestock rotations, the government continues to release con- 


ilt, packed - 
Li siderable tonnage of steel for farm fence. Working full-tilt on war contract», 


Columbian is nevertheless able to 


Keystone’s present fence, while not trade-marked RED BRAND, ‘ oe oe 
< Anmeceverd ee amnion. 2 ; lity produce limited quantities of rope 
2 Ss tops in quality. ; om a 
; for civilian use, from the best pos 


i sible fibre authorized by the 
' ‘ | KEYSTONE STEEL & WIRE CO. y ‘ United States Government. In 
Satisfaction || PEORIA 7, ILLINOIS t war, as in peacetime, it pays to 
Fence Users will continue to ' use Columbian. 
“Look for the Top Wire Painted RED” 
COLUMBIAN ROPE CO. 


Aude 


~ 4. 
j ———— 


CARPENTERS eee) _ 4\ a El RD 
= eG BD! = - —s 
a ee , Swoop § VVZete)®) 
(LL 2 >AND ALUMINUM ORIGINATED 1896 AND ALUMINUM 
: MAYES GUARANTEES ACCURACY, SERVICE Ae Mt 
ASK YOUR DEALER *AND DURABILITY: i = Ay 


mavicoors MAYES BROS.TOOL MANUFACTURING CO..Inc. PortAustin. Mich. °° 


a — 





Sturdy, All-Purpose, High-Capacity, Portable 
MANCO Cutters will save time and cut costs 
on many production and maintenance Jobs. 

For cutting rods, bands, cable, wire, chain, 
strap. Precision built with hardened steel 
jaws. All parts designed with large safety fac- 
tor for long, dependable service. 

d angi Sa 

ormaned in center cut, close cut and angie Awarded for 
a me vn lorities tod Write f t Outstanding Production 
Fame pooh aor Ree . wa of the Tools of War 
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KK ANCO MFG.CO. 
BRADLEY, ILLINOIS 


JULY 5, 1945 



















HROUGH Factory-Built-In-Accuracy, developed to the highest 
degree of perfection, combined with careful inspection, Sand's 
Levels have set the world's standard for 50 years. ORDER FROM 
YOuR HARDWARE JOBBER. 



















































SANDS LEVEL &TOOL Co. 


B63! GRATIOT AVE,, DETROIT 13, MICHIGAN 








GAUGE GLASSES 
30,000 DOZENS 


A eumsiaie stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 
SURE, PYREX RED LINE and PYREX BROAD 
RED LINE GAUGE GLASSES. 

Machine facilities available for special lengths. 
Also Glass Cylinders, Oil Cup Glasses, — 
cator Glasses, etc. Write, wire, or 


5 WRT SPeetcaree. ce. 





GET THE 
WARNER 


Electric 


BROODER 
FRANCHISE 


NOW! 


Three of the nine special features include . . . Stand- 
ard Design, Reflected Heat, Chromalox Heaters. 
Get all nine! 
WARNERS ARE PRICED FROM $19.50 
Write today for the dealer plan 


THE NATIONAL IDEAL COMPANY 


906 N. Summit St. ° Toledo 4, Ohio 





















































Gene STYOMES of SILENCE 


SLIDE SILENTLY - SOFTLY- SMOCTHLY 


40c at - 10c SET - 10c SET | SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
"Domes of Silence" 








Domes of Sil — Insulated Cushion Glides 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
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M 
sei | OR: coca odsssdsdccesece 177 
WD TOO) CO... ces cecsccrevncececcce 






















































ADVERTISERS 
er Metal Products 
layes Bros. Tool Mfg. 
McGill Metal Prod. Co 
McKee Glass Co..........-- 
McKinney Mfg. Co.........-- 
Mercury Ai Se TTT TTL 
Midland Co. .........--- 
Miller, I E 
Millers Falls Co........-.+...- 
Milwaukee Lace Paper Co. 
Milwaukee Stamping 
Minute Mop Co........ 
Medglin CO,  ccccccccccccccccs 
ga eerste 
Mortell Co., J. W...... 
Myers & Bro. Co., F. E 
N 
National Ideal Co. ......++0+++-+0e - 176 
National Lock Co...,....+--.0-++++ o. 182 
National Mfg. Co........---+++- coos 156 
National Screw & Mfg. Clie. - coe | 
Neatslene CO. ..csees-seeee Cases +» 168 
New Haven Clock Co......... Fd. cee 100 
New Plastic Corp.........-+.e+eeees 170 
ey Me OR... oo cine 60s ome 0064 cd ade 177 
Nockonwood Industries, Ltd. ...:.... 178 
Nott Mfg. Ce. bes ocd coerccsocccceccs 163 
Oo 
Obonite CO. ..c cece c eee crecencence 26 
Oster Mfg. Co., John...........++. -- 131 
P 
PPro errr 150 
Pan American Coffee Bureau.......- 34 
Pearl-Wick Corp. ......-+.-ee-ee0e 7 
Pecora Paint Co........-+.-e-seeees 150 
Petroleum Solvents Corp........--.-- 161 
Phoenix Mfg. Co.......-«+++-eee0+> 161 
Pittsburgh Plate Glass Co. 
Brush DV. ..ccccccssccccsccsess 104 
Store Front Div...........++ ances 217 
Plomb Tool Co. .......+--++++ 5 
Plymouth Cordage. Co. 
Porter, Inc., H. K.. 
Premax Products Div. 
Roheson Cutlery Co............ 
Memanees Gk: oas.0scascnccssavidetie< 52-5: 
me. Burdsall & Ward Bolt & Nut 
Rusticide Prod. C0... .......seeeeees 173 
Ryerson & Son, Jos. T............ 153 
8 
Safeway Chemical Co.........+..-.+-- 164 
Samson United Corp.........-++++++ 
Sand’s Level & Tool Co.........--.-+ 176 
Sandvik Saw & Tool Corp...........-- 171 
Savogran Co. ........ docsscosebenee 56 
Sentinel Radio Corp............+++- 
Sherwin-Williams Co. ......-....+++- 107 
Shirley Corp. ......+-0e+-- 81 
TS aaa 140 
rr 156 
Sinclair Industries ...........+e0+++ 80 
Slaymaker Lock Co.......-..-.+++00+- 141 
Slipit Products ....... 5 «conte bog ons $3 
Socony-Vacuum O11] Co..........++.- 32 
Solo-Horton Brush Co............. - 38 
South Bend Tov Mfg. Co............ 151 
Southington Hdwe. Mfg. Co.......... 162 
Spradiing’s, Inc. ....6...6-+eeeenees 112 
Sy, UD pcccecdtnccsocccedssee 177 
TENG, BD, -ccccccccecccsesccences 42 
Stevens Level Co. EB. A,. .......+++-- 117 
Stewart-Warner Corp. ......... eects 79 
Superior Fastener Corp............. -. 158 
“Swift” Lubricator Co. ............ 176 
T 
Taylor Co., David B...........- eos. 158 
Taylor Instrument Comvanies........ 143 
Templeton, Kenly & Co.. 158 
Tennessee Valley Associate 24 
Textile Mills ........ 129 
plex Screw Co...... 115 
U 
Union Hardware Co.........-.--.++- 133 
United Gilsonite Laboratories. 175 
United States Plywood Corp 160 
United States Steel Corp 49 
Upson Brothers ... 175 
Upson-Walton’ Co. ....-.-...+- 60 
v 
Vaco Products Co..........+-.++-«++ 167 
Val-A Company .. . 166 
Victor Elec. Product: 62 
Vichek Tool Co. 108 
VOTE GR... cccccccccsccvcceses 70 
w 
Walters Mfg. CO........---sseeeeees 168 
Wa Tel 18 
War Tool Corp....... 76 
West Bend Aluminum C 78 
Western Cartridge Co... 37 
Wheeling Cusaating Cc 28 
White Machine — 159 
Wickwire Bros., Inc. 43 
Wilson-Imperial Co. 169 
Witt Cornice Co...... 12 
Wood Shovel & Tool C 82 
Wooster Brush 





Wooster Rubber Co.... 
Wright Steel & Wire 
Wrought Washer Mfg. 









Y 
Yale & Towne Mfg. Co........ 
Youngstown Manufacturing ° 
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$2 ceesbe 67 
nb dopece 155 
Saeed 175 
passe 153 
vasbeoes 73 Neo < 
eacenne ae It costs no more to own the best. Buy RED DEVIL 
as alhdl 157 modern-line Glass Cutters and painters’ and glaziers’ tools. 
tiNeaaedl 176 RED DEVIL TOOLS 

Sasiats 155 Irvington, New Jersey, U. S. A. 

seauee 159 

ae 112 

cnnbudi 168 

ssosree aE GENUINE AJE PRODUCTS 

Sate: 119 > ; , , 

oO La WMLaAL wt yihiths 
: «a 176 VA 

neo oa wae BARN EQUIPMENT 

pb - Cattle Stalls, Stanchions, Pens, Water 

Mb. 170 | Bowls, Milking Stools, Feed Carriers, 

ees - | Feed Trucks, Litter Carriers, Cork Brick, 

Sate 163 Steel Columns, Ventilation, etc., etc. 

(fig 26 : 

te teee 181 _ three generations Brownie Clamps and Turnbuckles Established 1879 

ave proven their high standard of quality .. . in types and 

ere 180 sizes for almost every shop need, for assembling operations Atso HAYING TOOLS anp 
toeeee ‘ or tool, die and pattern work. They're designed for maximum 

pre ms durably finished and fitted with accurately ma- HARDWARE SPECIALTIES 
Bia 161 chined screws. Typical Majestic quality! “Guaranteed to satisfy the user’’ 
Wah coating 161 : . . . . . . 

vile Available in Limited Quantity — See Your Distributor THE NEY MFG. CO., CANTON. 0. 
The Majestic Company, . Huntington, Ind. iy eon ete eAciing: Aly 

















=e Govew vee 


Millers Falls complete line of 
screw drivers; plain, auto- 
59-53 matic and ratchet in all sizes 
b Nut —one for every job, are now 


sees 198 available in limited quantity. 


Shown here is the famous Spiral 
.. 164 Ratchet, with automatic return. Par- 
s ticularly designed for easy one-hand 


eeu 176 operation, the handle springs back 
re after each stroke. Three sizes of 
tase . special analysis steel blades fur- 
dle’ nished with each screwdriver 


- 8 Place your trial order now. 


oe MILLERS FALLS{ICOMPANY “QU 


8 GREENFIELD, MASSACHUSETTS 
not buy from Putty Headquarters? 


Z LANDEN PUTTY WORKS, MALDEN, MASS. 
oa Line & Surface Levels 


8 No. 555 The demand for these popular 




















STRICTLY PURE WHITE LEAD PUTTY 


Also S. P. Linseed Oil Putty and Glaziers Putty, each 
the highest in quality. AVAILABLE NOW in all-metal 
containers, fairly priced. We specialize in Putty. Why 

















No. 600 


fle No. 5855. Made of hard levels is so great that deliveries have No. 600. Made with half hard 
‘ota drawn 3%" hexagonal alu- sometimes been delayed. Deliveries sheet aluminum. 3" long. 
76 minum tubing, 3” long, nickel on our Line Levels, 30 days and Weight each |/2 oz. No. 600 





eee silver hooks, weight each !/2 Torpedo Levels require about 90 wrapped 12 to package, 
veoe US oz. days. We are making every effort weight per doz. 9 oz. 
a+ 108 No. 555, packed 12 to dis- to shorten this time and thank the List price, each...... 50 cts. 
- 8 play box, weight per doz. 9 oz. trade for their patiert cooperation Please be eure and order by 
ist price, each...... 50 cts. during these trying war days. number. 


ie E. A. STEVENS LEVEL CO., NEWTON FALLS, OHIO 


177 
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A Better Automatic 


ae 
yt 
Aisle. = 
BAe i he # 4 
Gea” os * # 
ht : : 
* 2s 


REQUIRES NO BAIT 
CATCHES SEVERAL MICE 
WITH ONE SETTING 


Sells on sight. This au- 
tomatic trip trap winds 
like a clock—and one 
setting is good for up to 
15 mice or small rats. 





MAMA AM 


NOAA AWAAAUAQNNnnnnnntl 


G == iA eg 
CUMIN destoyed wail in bap. tr 


NEW! EMBODYING EVERYTHING vrai since 
e EXCELLENT THAT IS ized sheet metal. Perma- 


nent, trouble-proof, 


EXPECTED IN A ROYAL Better than average profit. Im- 


mediate deliveries. Write today 


IT'S TIME 7 TIME T O THINK ° F NEXT WINTER'S: SALES for illustrated price list. 


Write to nearest Distributor, or NOCKONWOOD INDUSTRIES, Ltd. 


CHATTANOOGA IMPLEMENT & MFG. CO. Dept. H, Bloomfield, lowa 


CHATTANOOGA 6. TENN 





Patent Ne. 1758952 




















The wire cloth of count- 
less uses. Weight 
Standard Hardware 

Cloth . . . evenly 


woven . . - heavily 


galvanized... 


gleaming finish. 


In this field, we have the long 
experience, large capacity and 
an established reputation. Our 
conviction is — tools as good 
as Porter Cutters cannot be 
made and sold for less by us or 


anybody else. — 


H. K. PORTER, INC., EVERETT 49, MASS. 4q WR HT ape 
me PORTER 2c) CUTTERS OL WRIGHL vie 


178 HARDWARE AGE 














READY Ui. 3-Step “Package” from 


To Help You Make Postwar Sales NOW! 


4 . 4 eer y 
Admiral 


SLIDE. AWAY RADIO PHONOGRAPH WITH 


Chl Proof MUTOMATIC RECORD CHANGER 


Whi 





0-0 O-on! 
look whats fa y 
this book! fy 








in for 
Cone ins CAAT env 
of . 
C ddmiral '; 


- 


DUAL-TEMP 


REFRIGERATOR 


Step off in the race for postwar sales 
with ADMIRAL’s big, new, 4-piece 
window display. Invite people into 
your store now for an exciting X-RAY 
presentation of ADMIRAL postwar 


... 48 in. high. “On and off” shadow 
box illuminates “Slide-A-Way” Radio 
Phonograph and ‘'Dual-Temp”’ 


: 
: 
: 
: 
° 
merchandise. Display is in full color : 
: 
e 
o 
e 
Freezing Locker. ; 

: 

e 

o 

e 


BOM MRAM RONAN NIE = 
A EMEBE REET eT INT EN NE. 





Here’s the second step in ADMIRAL’s 
program to help you make postwar 
sales now: a 28-page, full color book 
with “X-RAY” views that tell the in- 
side story of ADMIRAL radio- 
phonographs, record changers, re- 
frigerators, electric ranges and home 
freezers. Builds rea/ consumer ac- 
ceptance for ADMIRAL products. 


The third step: ADMIRAL’s new, 16- 
page, 4-color booklet, “It’s a Promise 
from Admiral.” Gives the story of 
ADMIRAL products and highlights ex- 
clusive ADMIRAL selling features. For 
use as a mailout or give-away and to 
supplement your X-RAY presentation 
of ADMIRAL merchandise. Special 
counter display card invites customers to 
ask for a copy. For full information con- 
cerning ADMIRAL ’s 3-step “package,” 
see your nearby ADMIRAL Distributor. 





Every Sundoy—Admiral 
“World News Today” 
CBS, 2:30 P.M. EWT. 


World's Lorgest Manufacturer of Radio-Phonogrophs with Auvtomotic Record Changers « 


Monvfocturers of Radios + Refrigerctors * Home Freezers + Electric Ronges 











NOW 
that you 


can get 
Flashlight 


Batteries 


— — a 
% ge :jaee . 3 . &@ i a os ae 

ae er ad nt ee oe 3 Pon 

ie Shee ‘: Kee cet Rae 


2 ae #, She 


NEW FLASHLIGHT FREE! 


We will give you FREE a new comparable flashlight if yours 


G U A R A N T E E ° is ever damaged by corrosion, leakage or swelling of this cell. 


RAY-0-VAC COMPAWY OTHER FACTORIES AT 
CLINTON, MASS. © LANCASTER, OHIO + SIOUX CITY, 1OWA® 


MADISON 4, WISCONSIN FOND DU LAC, WIS. © MILWAUKEE, WIS.* KANSAS CITY, MO 


ek 
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